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Sparks 


Now we’re MARCHing on. 


Many of us need a retread on 
our outlook toward making sales 
in a competitive, normal market. 

= * . 
GM is Detroit’s best tax custom- 
r. It lead the list of ’48 payments 
ith $3,937,987, and five other auto 
ers were in the 10 top payers. 

cz * a 


ptime 
/Theatre-minded New Yorkers can 
} a Show-of-the-Month club. 
All the auto industry needs is a 
of the year. 


tructive 


' It’s later than you think, maybe, 
Wf you aren’t training salesmen. 

This is no dire warning. Merely 

there’s going to be business 

those who know how and try 

et it. Experts agree that com- 

batition is a constructive thing. 
7. = > 


od Record for Canada 


“Per capita share of Canadian 

spending in the U. S. last 

was $8.61, while that of U. S. 

waitors to the Dominion was only 
272. 

-@anadians point with pride to 

They have added reason to, 

sview of the dollar shortage in 

country. 

+ 


* 
he Man Is Right 
& The U. S. government is “a hodge 
ige and crazy quilt of duplica- 
ens, overlapping, inefficiencies and 
Reonsistencies with their attendant 
ext avagance.” Who said that; a 
cal Seviet agent? 
‘o. The Comptroller General of 
he U. S., while testifying on a bill 
r reorganization of the executive 
ch of the government. 
* + - 


Bealer Sales Fall 


‘Sales of independent retailers in 
uary, 1949, measured by dollar 
Molume, were 6 percent short of 
es of January, 1948, according 
the Department of Commerce. 
he customary seasonal drop oc- 
‘urred from December, 1948, to 
Wanuary, 1949, amounting on the 
Naverage to 33 percent. 
Motor vehicle dealer sales drop- 
‘ped 7 percent below January, 1948, 
d 12 percent below December, 
1948. 


ae 
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Tep Cars 


New car registrations for four 
| states in January: 
| 1949 Pos. Make 
1—4,495 Ford 
2—3,422 Chevrolet 
3—2,829 Plym. 
4—2,092 Buick 
5—1,883 Dodge 
6—1,449 Pontiac 
Hudson 
Mercury 
Chrysler 
Olds. 
Stude. 
DeSoto 
Nash 
Packard 
Cadillac 
Kaiser 
Lincoln 
Frazer 
Willys 
Crosley 
Anglia-Prefect 
Austin 
Total All Makes 
25,162 23,388 
For further details see page 
28, today’s issue. 


1948 Pos. 
3,353— 2 
4,318— 1 
2,620— 3 
1,682— 5 
1,851— 4 
1,445— 6 

391—16 

910— 8 

167—10 
1,070— 7 

739—11 


| by Dodge dealers Feb. 25. Both 
| inch wheelbase. The pr 


s claimed despite r 
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DETROIT, FEBRUARY 28, 1949 


DODGE UNVEILS ITS LONGER-WHEELBASE LINES—Here's the Coronet four-door sedan newly introduced by Dodge and put on display 


' 

i 

models. (More pictures on page 56), 
es. +e ¢€ 


Public Is Given _ 
First Look at 


the new passenger-ca 
line went on dealership display last 
Friday as Chrysler Corp. began in- 
troduction of its postwar models. 

Making their public bows were 
the Dodge Coronet and Meadow- 
brook lines, which replace Custom 
and Deluxe models, respectively. 
Coronets and Meadowbrooks have 
a 123%-inch wheelbase, compared 
to the previous Dodge wheelbase of 
119% inches. 

Later this spring, Dodge plans 
to unveil its lowest-priced Way- 
farer line on a 115-inch wheelbase. 
Wheelbase length and tire size are 
virtually the only engineering 
differences between the “stripped- 
down” Wayfarer and the Meadow- 
brook. 

(Continued on Page 56, Col, 1) 


the Coronet and Meadowbrook series, replacing Custom and Deluxe in the Dodge line, have a 123!/2- 
Dodge wheelbase was 119!/. inches. Later this spring Dodge plans to bring out its lower-priced Wayfarer | 
| line on a wheelbase of 115 imphes. All new Dodges have a higher 7-to-! compression ratio and yield 103 horsepower. More passenger room | 
Im overall dimensions. Fluid drive is standard equipment, with Gyro-Matic transmission optional on Coronet 


Chrysler Prices Up 6.6% 


come 
BES in advertised-deliv- 
i of the new Chrysler 
Corp. cars range from 
$25 to “The new prices are 
an average of ee ones higher 
than those on models, 
BULLETIN ’ 

GM Friday announced price 
cuts as follows: Chevrolef,"$10 on 
cars and trucks; Buick, $16-$30; 
OL ile, $1%+$20; Pontiac, $15, 
and Cadillac, $25-$40. GMC Trucks 
up to two tons were cut $100-$150. 


The $25 increase applies to the 
smaller wheelbase three-passenger 
coupes in the Plymouth Deluxe 
and the Dodge Wayfarer lines. 


Prices are not yet available on) 
| In the Deluxe series are a four- 


|other reduced-wheelbase models, 
|including Plymouth and Dodge 





Patman Asks 


Reg. W Data; 


NUCDA Looks to Congress 


By William Ullman 
Washington Correspondent 
W ASHINGTON.-—Current legisla- 
tive problems of prime interest 
to car dealers came in for special 
consideration here for two days 
last week at the hands of two dif- 
ferent committees. Regulation W 
led all the rest. 


ulation W, particularly as it ap- 
plies to automobiles. 
. * + 


My BANware, the National Used 
Car Dealers Assn. carried its 
(Continued on Page 57, Col. 1) 


The new House Small Business | 


meeting Monday under the chair- 
manship of Rep. Wright Patman 
of Texas. Of particular interest 
to car dealers was a decision of 
the Patman group to direct a 
letter to the Federal Reserve 


attitude toward a change in Reg- 


Willys Is Gearing 
To Buyer Market 


"TOLEDO.— Willys - Overland sus- | 
pended production for two days | 
here last week, reportedly the first | 


step in a concerted program to gear 
the firm’s operations to a competi- 
tive market. 

Output was resumed again last 
Friday, but was to be halted for 
an indefinite period again today 
(Feb. 28), Union sources reported 
that Willys weuld be down until 
March 14, but company officials 
had not yet decided at press time 
Thursday. 


Willys vendors have been notified | 


(Continued on Page 53, Col. 3) 


| committee held its organization | 


| Board asking information on its | 





Plymouths, Dodges Get Only $25 Boost; 
Other New Models Range to $390 


two-door sedans, a Plymouth Sub- 
urban and a Dodge Roadster. 
(Continued on Page 52, Col. 2) 


Dealers Prepare 


For Showings 
Of ’49 DeSotos 


eae functional design 
and passenger comfort, the new 
DeSoto will make its public bow 
March 5 at dealerships throughout 
the nation. 

Two-door sedans and business 
coupes have been dropped from 
the DeSoto line, which is still 
available in Deluxe and Custom 
series. 


| door sedan, club coupe, station 
| wagon and carry-all sedan featur- 
|ing a removable rear seat. Custom 
models include a four-door sedan, 
|club coupe, convertible, Suburban 
and eight-passenger sedan. 

The new DeSoto slogan, “The car 
| designed with you in mind,” reflects 
| the objectives which motivated De- 
| Soto and Chrysler Corp. stylists and 
| engineers. 

. - * 
HE WHEELBASE has been in- 
creased from 121% to 125% 
(Continued on Page 12, Col. 1) 
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Production Rises 


To 109,956 Units 
Despite Closings 


Boosts at Chrysler 
Offset Declines at 
K-F, Willys, Hudson 


By Bernie Thomas 
Associate Editor 

ys CAR and truck makers are jit- 

tery over reported prospects of 
a competitive market, it isn’t being 
reflected in current production 
schedules. 

Despite a K-F shutdown, Willys’ 
| inventory operations and con- 
tinued labor tieups at Hudson, 
other U.S. plants combined last 
week to build 84,978 cars and 
| 24,973 trucks—a total of 109,956 
| units, according to Automotive 
| News estimates. 
| This was a slight increase over 
|the previous week’s effort, when 
Chrysler divisions were much less 
¥ production factor. 

U.S. plants during the week ended 
Feb. 19, according to revised tabula- 
tions, assembled 82,294 cars and 
26,096 trucks for a total of 109,390 
| vehicles. 
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* * * 


EGARDLESS of the fact that 
K-F will remain closed two 
| more weeks, prospects are that fur- 
| ther output gains at Dodge, Plym- 
| outh, Chrysler and DeSoto will send 
| this week’s production up about 

4,000 units over last. 

In nearly all Chrysler divisions 
last week, output of new models 
rose to nearly 70 percent of pre- 
| changeover volume. The estimated 
| (Continued on Page 57, Col. 3) 


Production 


Automotive News Estimates 
U. 8S. Cars, Trucks 


117, 
109,956 109,390 aaa 


Last Prev. 1948 
Week Week Week 


For complete production totals 
by makes, see table, page 57. 





‘THE CAR DESIGNED WITH YOU.IN MIND'—DeSoto will use that slogan to keynote dealership display of its newly-designed and 
engineered models, which will be shown to the public for the first time March 5. The Custom four-door sedan (above) is typical of 
the nine-model line. The DeSoto wheelbase has been increased to 125!/2 inches, but overall length,’ width and height have been reduced. 
Horsepower and compression ratio of the DeSoto six-cylinder engine have been stepped up. 7 
recessed for additional legroom. (More pictures on pages !2 and 55). 
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GM Eyed as Pay Is Cut... 





UAW Wants Pensions 
At All Big Three 


By Mac Gordon 


Associate Editor 


In an effort to console General 
Motors workers for the wage re- 
duction they will sustain tomorrow 
(March 1), the UAW-CIO disclosed 
last week it would ask GM for 
pension and social security bene- 
fits if its demands are successful 
at either Ford or Chrysler. 


UAW President Walter P. Reu- 
ther made the statement at a 
union-wide economic-objective con- 
ference in Detroit, which was 
called to acquaint rank-and-file 
workers with the UAW’s 1949 pro- 
gram. 

At press time Thursday, it ap- 
peared certain that GM’s 270,000 
hourly-rated workers would be 
“docked” for the March 1-May 31 
quarter. Determination of the 
exact amount of reduction await- 
ed release of the government’s 
Jan. 15 consumer price index. 


Reuther said GM locals could 
take advantage of a contract clause 
requiring opening of exploratory 
negotiations on pensions and simi- 
lar issues upon mutual agreement 
any time before the contract ex- 
pires May 29, 1950. 

The union will request such talks 
if Ford or Chrysler agrees to pen- 
sions and social security funds at 
forthcoming negotiations, he said. 

But he served notice that no de- 
mand will be made by the union 
to renegotiate the cost-of-living 
wage agreement in the GM con- 
tract while that contract remains 
in force. 

In another development affect- 
ing GM-UAW relations, the NLRB 
found the corporation guilty of an 
unfair labor practice for attempt- 
ing to launch a group insurance 
plan without conferring with the 
union. 

Significance of this decision 
was that it could give the union 
another bargaining lever for 1950 
negotiations with GM. The cor- 
poration withdrew the plan for 
hourly-rated workers after the 
NLRB obtained a court injunc- 
tion forbidding its installation 
last year. 

A UAW spokesman said the un- 
ion was also counting on the U. S. 
Supreme court to rule that em- 
ployers must bargain with unions 
on pension plans. 

Developments in Senate commit- 
tee hearings on proposed new la- 
bor legislation found Packard sid- 
ing with and Kaiser-Frazer taking 


Credit Men Join 
Parade Against 
Regulation W 


LOUISVILLE.—The National Re- 
tail Credit Assn. will ask the Fed- 
eral Reserve Board to liberalize 
credit regulations, it was learned 
here last week. 


W. L. S. Crowder, NRCA general 
manager, told a meeting of the 
Louisville Retail Credit Managers 
Assn. that his group would suggest 
down payments of 20 percent with 
two years for paying balances. 

Regulation W now requires as 
much as one-third down and allows 
a maximum of 18 months for pay- 
ing the balance. 


issue with GM and Ford statements 
denouncing the principle of fore- 
men’s unionization. 

Packard President George T. 
Christopher called on Congress 
to continue the exemption of 
foremen from those with whom 
employers must bargain collec- 
tively. 

Harry Morton, labor consultant 
to K-F Chairman Henry J. Kaiser, 
told the Senate committee that 
K-F’s relations with the Foremen’s 


“entirely satisfactory.” 
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THE VIRGINIAN IS K-F’S NEW APPROACH TO SPORTS CAR STYLING—Identical in appearance to a convertible, this ‘49 mode! has 
Assn. of America union had been | an alj-stee! safety top, concealed under padding and a satiny nylon fabric. It is also available in a deluxe model which includes auto- 
matic window controls, deep nap crush carpets and custom color styling. The Virginian's motor has 112 horsepower. 


Government Opens Case Before Grand Jury... 


Dealers Claim Tucker Rule; He Hits Back 


By Mel Adams 

Staff Correspondent 
HICAGO.—The chips went down 
here last week with opening of 
what promises to be a month-long 
federal grand jury investigation 
that may profoundly affect the for- 
tunes and future of the Tucker 





Fred Rockelman 


Preston Tucker 


Corp. The probe will determine if 
postal, SEC and/or bankruptcy 
regulations were violated. 

Just before the inquiry got un- 
derway, Preston Tucker, president 
of the company, staged a parade 
of 12 new Tucker cars that 


3,000,000th Pontiac Rolls; | 


Klingler Sees 


PONTIAC.—When the first auto- 
mobile was built in what is now 
Pontiac Motor division, the plant 
measured 50,000 square feet. The 
3,000,000th Pontiac, assembled last 
Wednesday, was produced in a 
Plant containing approximately 
5,000,000 square feet, or 100 times 
its original size. 


Harry J. Klingler, Pontiac gen- 
eral manager, was on hand to greet 
No, 3,000,000 — a cream - colored 
Chieftain convertible. Both this lat- 
est model and the company’s first 
car, a 1926 coupe, were on display 
at a civic luncheon sponsored by 
the chamber of commerce. 

At a press gathering marking 
the 3,000,000th Pontiac, Klingler 
said that while big order backlogs 
are discounted 100 percent in the 
corporation, he thinks Pontiac 


will have a “hot” year. 
Within the next 60 days, Klingler | 
said, Pontiac will hit a pace of 1,250, 
which is tops under the GM plan of 
allotting steel to the divisions. 
Klingler said that he doubted that 
Pontiac would be able to hit its 





THREE MILLIONTH PONTIAC MAKES ITS BOW—Harr 


ager, surveys the company's 3,000,000th 


and polished for the occasion was the first Pontiac, produced in 1926. Klingler estimated 


that more than 2,000,000 Pontiacs are in active operation. He said current prod 
a 1,000-a-day clip and it is hoped to raise this to 1,100 to 1,200 a day in the near future. | @ first-year car. 


uction is at 





i J. Klingler, Pontiac general man-| we built 76,000 cars. This still 
unit, @ cream-colored Chieftain convertible. Shined 


converged upon the federal court 
building. Each car stopped long 
enough for the unloading of vol- 
uminous company records. The 
records were removed from trunk 
compartments located under the 
hood of each car. 

Tucker himself rode in one of 
the automobiles, as did his sec- 
retary, Mrs. Doris Jordan first 
witness to be called. Both of 


them posed for photographers | 


and entered the building, where | 
Tucker made a phone call and | 
departed, while Mrs. Jordan con- | 
tinued to the grand jury room. 
The grand jury session n 
with U. S. Attorney Kerner speak- | 
ing for an hour, during which he| 
outlined the case for the govern-| 
ment. Most of the first. day was 
devoted to identification of certain 
records presented by Kerner’s staff, 
with Mrs. Jordar#stifying in that 
capacity. | 
* * * 
A COMPLAINT by Assistant U.S. 
Attorney John P. Lulinski, list- | 
ing and challenging certain expen- | 
ditures made by Tucker Corp., 


‘Hot’ Year 


maximum capacity of 2,250 a day 
this year, but added: “We're going 
to try to.” 

Of course, maximum production 
by Pontiac could only come after 
GM releases its allotment system, 
and that presupposes soft spots 
which would give GM much more 
steel. 


Klingler confined his discussion to 
Pontiac, not getting into the rest of 
the industry. 


He said that Pontiac will hold 
to its historical distribution of 
cars to dealers until some of the 
dealers report inventories of cars 
that are not moving. Then deal- 
ers who can move more cars will 
get more, 


Steel is in a little better supply, 
but Klingler doubts that the steel 
industry will catch up this year. 


As soon as Pontiac dealers get | 
over the hustle and bustle caused 
by new models, Klingler said the 
division would make a check to find 
out just what the real situation is 
as to bona fide orders and bona fide 
prospects. 

Two months ago Klingler said 
he thought order backlogs were 
40 percent water. Now he be- 
lieves there is even a higher per- 
centage of water. 


The company completed its first 
million cars in 1935, its 10th pro- 
duction year. Five years later, the 
second million was completed. 
Klingler estimated that more than 
2,000,000 Pontiacs are in operation 
today. 


“Our organization goes back 
much further than 1926, if you are 
to include the time it was known 
as Pontiac Buggy Co. (1893) and 
Oakland Motor Car Co. (1907),” 
Klingler said. 

“Pontiac’s growth has been phe- 
nomenal. In 1926, our first year, 





stands as an all-time high for pro- 
duction and public acceptance for | 


brought a temporary order by Fed- 
eral Judge Igoe restraining the 
company from making further pay- 
ments out of a special reserve ac- 
count, The court ordered the com- 
pany to make its reply two days 
later. 

In the words of Lulinski, Tucker 
|Corp. has “wilfully and contuma- 
|ciously violated an order of the 
| Federal District court of Jan, 26.” 

Judge Igoe replied that “Tucker 
| Corp. seems to have but one rule, 
as far as money is concerned; 
once they get it, they spend it.” 

Among expenditures questioned 


by Lulinski were those of $1,000 as | 


(See TUCKER, Page 52, Col. 4) 
* * * 


‘Dealers in the Saddle,’ 


Tucker Director Says 
MILWAUKEE.—The election of 


12 dealers and distributors to the) 
Tucker Corp. board of directors 
|means that group “is definitely in 


the saddle,” according to Anthony 
Barry of Chicago. 

Barry heads the Tucker Distrib- 
uting Corp. of Wisconsin and is one 
of the Tucker firm’s new directors. 
He said the directors are working 
up a financing program to protect 
the company and raise necessary 
funds. 

“The dealers had to be sold on 
actually becoming directors,” Barry 
stated, “but now there are enough 
of us to guard against anything 
subversive from now on.” 

Barry said that at a recent dealer 
meeting in Chicago, he discovered 
hidden microphones leading to a 
listening device operated by a 
Tucker employe. 

Barry estimated that Tucker 
dealers in the southern Wisconsin 
area have about $750,000 invested in 
the Tucker Corp. 


Packard Dividend 
Best in 19 Years 


DETROIT.—Packard declared a | 


dividend last week of 25 cents a 
share, the biggest in nearly 19 
years, payable March 28 to stock- 


holders of record March 5. It is| 


equivalent to $3,750,000 on the 15,- 


| 000,000 shares of common stock out- 


standing. 

The company paid two dividends 
last year—one of 15 cents a share 
March 29, and the other of 20 cents 
a share Oct. 18. 


'K-F Introduces 


Sporty Virginian; 
Lists for $3,200 


WILLOW RUN. — Kaiser-Frazer 
last week announced the Kaiser 
Virginian, a sports model combin- 
ing the lines of a convertible with 
the protection of a fixed all-steel 
top. 

Advertised-delivered price of the 
Kaiser Virginian, including federal 
taxes and dealer handling charges, 
is $3,200.92, making it the highest- 
priced model in the K-F line. 

The design of the Virginian is a 
result of K-F studies which indi- 
cated that convertible owners sel- 
dom open the tops of their cars, 
and that nearly all of them would 
prefer the overhead protection of a 
| Steel roof, the firm states. 

The fixed steel top is covered 
| by layers of special padding with 
| an outer sheath of satiny vinyl- 
nylon. The concealed steel roof 
is stamped with ridges to duzli- 
cate the roof bows as well as the 
| lines of a convertible. 

Adapted from fabric widely used 
|in the clothing industry for trench 
| coats and heavy-duty sports wear, 
|the nylon is available in colors to 
| harmonize with body finishes and 
upholstery. 

Fifth 1949 K-F model to be intro- 
duced in recent months, the four- 
door Virginian embodies the me- 
chanical advances of its predeces- 
sors, including the K-F 112-horse- 
power Thunderhead engine, in addi- 
tion to its styling features. 

The Virginian also is available 
in a deluxe model which includes 
automatic window controls, deep 

nap crush carpets and custom 
color styling, This model is iden- 
tified by chrome “DeLuxe Vir- 
ginian” script lettering on the 
front fenders. 








Ban on Front-Seat TV 


Stymied in Nebraska 

LINCOLN, Neb.—The labor 
committee of Nebraska’s uni- 
cameral legislature has_ side- 
tracked a bill forbidding tele- 
vision in automobiles—by a vote 
of four to one, 

The committee declared the 
| bill, which banned television in 
the front seats of automobiles, 
was “too futuristic.” 





en 








PACE-SETTER—The 1949 series 88 Oldsmobile convertible that will pace this year's 500 mile 
Memorial day race at Indianapolis rolls off the assembly line at the Oldsmobile plant '" 
Lansing. Inspecting the new model are Wilbur Shaw (at the wheel), president and manage’ 
of the Indianapolis speedway; S. E. Skinner (at Shaw's right), general manager of Oldsmo- 


bile, and J. F. Wolfram (standing), chief engineer at Oldsmobile. Selection of the 
by Shaw at a press conference and dinner neld 


88 to pace the classic event was announced 


' at the Indianapolis Athletic club. 
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ELOW IS the text of a letter 
written by a new-car dealer lo- 
eated in Chicago. It was recently 
mailed to a great many dealers 
throughout America. The capital- 
jzation is mine. 

Important Announcement to Dealers 

“Do you know you can secure just 
the model used car you can deliver 
to ‘That Special Customer’? 

“One of the outstanding services 
rendered by our wholesale depart- 
ment is to SECURE, FOR DEAL- 
ERS, the model and year cars they 
can handle most profitably. This is 
accomplished through our CON- 
STANT CONTACT with the SEV- 
ERAL THOUSAND NEW-CAR 
DEALERS in the Chicago Area. 

“Write us and advise the model, 
or models, you are most inter- 
ested in. Also advise the amount 
you can afford to pay for the car 
or cars you wish. Be sure to state 
if you want NEARLY NEW 
CARS (ANY NUMBER UNDER 
1,000 MILES), cars under 10,000 
miles, or higher mileage clean 
cars. 

“We have in stock a good supply 
of late-model clean cars for whole- 
sale at current low prices. We do 
not handle taxicabs, drive-yourself 
or police cars, except on definite 
and special order for a dealer.” 

The above letter doesn’t deserve 
publicity, but I’m bringing it out in 
the open to reveal a situation that 
greatly concerns dealers. 
oa a7 


7 
Another Dealer 
Gives Reply 
~ THE morning’s mail came com- 
ments on this letter from an out- 
standing dealer. What he says is 
typical, I believe, of the reaction of 
the great majority of members of 
this trade. He says: 

“Constant contact with several 
thousand new-car_ dealers.’ So 
what? Do these dealers make the 
cars? Obviously not. Where do 
they get them? Foolish question. 
Why do the manufacturers con- 
tinue to furnish cars to dealers who 
maintain a ‘constant contact’ with 
this illegitimate market? Foolish 
question again? 

“We believe every factory now 
requires the dealer to report on 
each retail sale, giving the alleged 
purchaser’s name, address and oc- 
cupation along with the identify- 
ing numbers of the car. Such be- 
ing the case, why do these ‘con- 
stant-contact’ boys remain on the 
favored list unless the factories 
are deliberately acquiescent in 
maintaining this pipeline? After 
all, the total business is no 
greater, the number of cars to be 
manufactured and sold is not in- 
creased. 

“So, some more foolish questions. 
Who benefits? Presumably the 
wholesale dealers who have this 
‘constant contact’ that gives them a 
marvelous volume. Likewise the 
illegitimate dealers who are looking 
for ‘the model and year cars they 
can handle most profitably.’ That 
makes two winners. 


* > 
Bad System Seen 
For Long Time 


“WHO LOSES? Nobody but the 
established dealer, the fellow 
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Dealers tell me 


By John 0. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 
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who is charged with maintaining 
factory goodwill, looking after tran- 
sient customers at no profit to him- 
self in order to uphold the factory’s 
prestige, the fellow who is called off 
the bench to be a pinch-hitter when 
the factory needs a job done. He 
seems to be the forgotten man, the 
— of Macy investigations and 
such. 


“This crazy market is on its 
way out. Production is well along 
toward providing an answer, but 
the manufacturers have permitted 
in the meantime the growth of a 
system which promises to be with 
us for some time, the wholesaler 
who will ‘secure for dealers the 
model and year cars’ they want. 
The system bids fair to be perma- 
nent, the difference being that 
these wholesalers will be paying 
$25 over wholesale instead of a 
couple hundred over retail for the 
cars they sell to their ‘constant 
contacts.’ 


“Manufacturers cannot escape the 
blame for permitting this system to 
grow as it has grown in the hot- 
house of postwar demand. They 
could have stopped it at the begin- 
ning. It will be more difficult now. 
If the urge was lacking heretofore, 
is there any sign that the manufac- 
turers will hereafter accept a 
greater responsibility for channel- 
ing the sale of their cars through 
outlets of their own selection, 
through dealers who will have even 
a slight incentive for considerations 
beyond the immediate dollar?” 

oz 2 - 


New Cars on Lots 


Still a Problem 


NOTHER situation that still 

plagues dealers, and which can 
easily be corrected by the factories, 
is brand new 1949 cars showing up 
on used-car lots. I was told by a 
dealer in a metropolitan city, whom 
I met on the train on my way to 
San Francisco, that the morning he 
left four new 1949 cars in the low- 
priced field, and of the make he 
handled, appeared on a used-car lot 
across the street from him, 


This dealer, like most dealers of 
the low-priced line, still has a 
long waiting list. His public sure- 
ly can’t understand why new 
cars of the make that they have 

(Continued on Page 48, Col. 3) 





‘Sales Potential’ 
Is Not a Sale, . 
CATA Declares 


CHICAGO.—The Chicago Auto- 
mobile Trade Assn., whose mem- 
bership roster continues at an all- 
time high, last week announced 
the addition of seven new mem- 
bers. They are: 

Dunne General Tire & Supply Co. 
(allied industries); Elmwood Ford 
Motors, Inc.; Larry Faul Oldsmo- 
bile Co.; Geary Buick Co.; Sabaini 
Brothers Motor Sales, Inc. (Hud- 
son); South Chicago Motor Sales, 
Inc. (DeSoto), and Nelson Motors, 
Inc. (Studebaker). 


In spite of estimates that the 
industry is 6,000,000 or more cars 
short of meeting demand, the 
CATA in a message to members 
warned that “a sales potential is 
far different from a confirmed 
sale,” and added: 

“Customers have become price 
conscious. Actually, the prices of 
automobiles have not climbed as 
high as have the prices of other 
commodities. But that is some- 
thing the general public seems to 
disbelieve. 

“An aggressive selling job will 
have to be done to break down 
price resistance. Automobile com- 
panies are stressing the impor- 
tance of good sales practices to 
their dealers. Once the spring de- 
mand wears off, it will take real 
salesmanship if the industry is to 
attain its goal of a 6,000,000 sales 
level this year.” 





Seattle Dealers Plan 


Show Next January 

SEATTLE—Lyman Thomas, 
president of the Seattle Automo- 
bile Dealers Assn., has announced 
the organization will resume 
auto shows next Jan. 8-16 with a 
mass display at the Field Artil- 
lery armory. 

Thomas said T. Dayton Davies 
has been appointed general show 
manager. It is hoped to have 
Hollywood entertainers for this 
first postwar showing, he said. 





Interstate Commerce, NLRB Rules .. . 





Federal Labor Laws 
Affect All Dealers 


WASHINGTON.—F ranchised 
dealers in new automobiles come 
under the terms of the Taft-Hartley 
act even though all of their busi- 
ness may be transacted within a 





DEALER COOPERATES IN EDUCATIONAL PROGRAM—H. W. Ebert, Buick dealer in 


Winchester, Va., po Garland Quarles, 
Buick engine to 

James Krause, assistant 
the Washington zone; 


manager, and William Mill, district manager. Le’ 
Mill, Gubisch, Krause, Mowry, Beltaire, Ebert, L. 


Time to Push 


e used in the auto mechanic classes. Participatin 
eneral service manager of Buick; Carl Gubisch, car distributor for 


. istant 
eorge Beltaire, Washington zone manager; Bob Mowry, assis ont them to quit the union and threat- 


principal of Handley high school, with a 1949 


in the program were 


to right: Quarles, M. E. Beaseley, W. 
Yale. 


Sales, Shop, 


Maryland Dealers Told 


BALTIMORE.—Competition has 
come swiftly in the automobile in- 
dustry, but “you can make just as 
much profit if you work about 
three times as hard,” William Re- 
paid told 300 dealers at the annual 
convention of Automobile Trade 
Assn. of Maryland last week. 

Repaid, Washington editor of a 
motor industry news letter, warned: 

“Salesmen will have to use tele- 
phones and ring doorbells again. 
They will have to work, and work 
hard.” 

He forecast that dealers will 
be able to “get all makes of cars 
—all you want—lots sooner than 
you think,” adding: 

“Automobile concerns will have 
to get down to basic selling in 
newspapers and by radio. You will 
not be able to sell automobiles by 
putting a radio star on the radio. 

Repaid advised dealers to “drive 
service into the minds of your 
service managers because it will 
help business.” 

He pointed out that any one of 
38 states in the U. S. has more 
automobiles than all of Russia, 
and that America has 92 percent 
of all the bathtubs in the world, 
and commented: 

“There is no chance of Russia 
ever declaring war against us. We 
have the industrial power.” 

The Rev. John S. Martin, pastor 
of St. Vincent’s Catholic church, 
was speaker at the dinner which 
followed the business session. 

Frank J. Marsden, Motor Sales 
Co., Baltimore, was elected presi- 
dent of the association, replacing 
Louis W. Kiefer. 

Other officers named included 
William M. Scott, Weil & Scott 
Bros., Baltimore, vice-president; 
Foster W. Talbott, Talbott Motor 
Co., Baltimore, secretary-treas- 
urer. 

With the exception of Frank P. 
Palmer, Hyattsville, and Maxwell 
Yingling, Hagerstown, all posts on 
the board are held by Baltimor- 
eans. They are C. Lamar Creswell, 
Joseph J. Rocklitz, Foster Fenton, 
Webster W. Griebel, 
Wood and Mark Chenoweth. 


Deloss Walker, former associate | 


magazine editor, was sent to Bal- 
timore by General Motors to speak 





Buick Dealer’s Estate 


Valued at $670,979 

BUFFALO.—A gross estate of 
$670,979 was left by Matthew Klep- 
fer, secretary-treasurer of the Klep- 
fer Bros. Buick firm, Buffalo, who 
died June 8, 1948, according to a tax 
appraisal. 

The net estate totaled $392,070, 


J. Walter | 





in place of a GM executive who 
was unable to be present. 

Walker advised dealers to “start 
out and sell power again, motor 
power,” adding: 

“You have something Americans 
want. You are in the front line to 
beat a depression. Use sales talk 
and you will sel! motor cars. 

“Any concern makes more money 
when it sells at lower prices to 
please customers. We can raise our 
standard of living by producing 
more and better goods at less cost.” 


Ohio Dealers Hit 


Insurance Bill 


COLUMBUS, O.—Members of the 
Ohio Automobile Dealers Assn. are 
being urged to contact their state 
representatives to assure defeat of 
house bill 274, which, the OADA 
says, “will make it mandatory for 
the superintendent of insurance to 
revoke all licenses where policies 
sold were principally on products 
the dealer-agent sells or handles.” 

At the same time, the association 
asks members to work for the pas- 
sage of house bill 537, which it 
describes as “sound, constructive” 
legislation on the question of deal- 
ers handling automotive insurance. 


On the House . 


Despite field reports, DeSoto has 


state, the National Labor Relations 
Board ruled last week. 


The decision of the NLRB, which 
was unanimous, means, it was 
pointed out by a board spokesman, 
that employes of all car dealers 
now have the protection of federal 
law to form unions and bargain col- 
lectively with their employers. 


In making its ruling, it was 
said, the board reversed a deci- 
sion of an NLRB trial examiner 
that the activities of a California 
dealer did not come within the 
definition of interstate commerce 
as described in the Taft-Hartley 
law. The examiner had recom- 
mended dismissal of a case in- 
volving the dealer—M. L. Town- 
send (Hudson) of Santa Maria— 
and the independent International 
Assn, of Machinists. 


The NLRB returned the case to 
the examiner and instructed him to 
prepare a recommended order on 
the merits of unfair labor practice 
charges brought against the dealer 
by the machinists. 

The union charged Townsend 
with firing three employes for union 
activity, questioning employes about 
their union affiliations, spying on 
meetings of the employes, urging 


ening discharge to those who joined 
the union. 

Chairman Paul Herzog of the 
NLRB signed the decision but said 
he was “reluctant to exercise the 
board’s jurisdiction over an enter- 
prise with so many local attri- 
butes.” He explained, however, that 
he felt himself bound by the major- 
ity decision last spring in the Lid- 
don-White case which involved the 
purchase of automobiles from an- 
other state. 

But in the Liddon-White case, 
Chairman Herzog said the board 
“chose a path which should now 
be followed without regard to 
minor factual distinctions between 
one case and another.” To do 
otherwise, he added, would “only 
lead to confusion and uncer- 
tainty.” 

It was explained that the Town- 
send firm holds a dealer’s franchise 
and purchases all of its new cars 
from Hudson Sales Corp., of Los 
Angeles, and its sales are limited to 
California. 

The board, however, previously 
had taken jurisdiction over Hudson 
Sales Corp., which purchases more 
than 75 percent of its cars, parts 
and accessories outside of Califor- 
nia. This firm was adjudged to be 
clearly engaged in interstate com- 
merce. 

In Detroit, attorneys noted that 
the Townsend ruling “clearly” 
brings Michigan new-car dealers 
under federal labor jurisdiction. A 
previous contention had been that 
since most Michigan dealers buy 
from plants within the state, they 
might be exempt from the exercise 
of national labor laws. 


not altered its plan on distributor- 


ships, according to Sales Chief J. B. Wagstaff. A number of distribu- 
tors have been eliminated, or reduced in size of territory, over the 


they arise. ... 


working directly 


declared. ... 
following six weeks of enforced rest... . 

Kansas association is working for some im- 

portant changes in state’s dealer licensing law. 





“We 


... They’re calling it “Strangulation W” now. 


2,200 in mid-1946, 
Frank Herrick (Michigan) is back 


past several years, but there is no plan to cancel 
them out all at once, he declared. In fact, Wagstaff 
said that DeSoto may never eliminate distributor- 
ships entirely; local situations will be handled as 


Despite current action affecting 


Louis Rose (Detroit), Jim Waters (San Francisco), 
George Byers (Columbus, O.) and Shanks Colby 
(Toledo), DeSoto still has 1,400 associate dealers 


under distributors, compared with 
plus 1,700 direct dealers, Wagstaff 


. . . GM dealers’ 


$1,500,000 Sloan cancer fund donation drew nifty editorial com- 


ment across the nation. ... 


Plymouth Sales Chief Bob Somerville has a good remedy for the 


public’s 


“unwillingness to spend”: 


SELL Chrysler Corp.’s 


A. vanderZee recalls that he and Chevrolet’s Tom Keating “won” the 
first world war. While Van laid mines in the North Sea, Tom chased 
subs in the Atlantic. “What got by me, Tom got,” says Van... . 
“Why does the editor call himself ‘we’?” asks my alma mater’s (Uni- 
versity of Detroit) student paper, adding “So the fellow who doesn’t 
like what he says will think there are too many of him to lick.” 





—Petre WeMHOFF, 
Editor 
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by-one; that is 
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everyone who 
counts in the au- 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, perts and accessories. 4 2. A fair profit to 
M the dealer on every used vehicle accepted in partial payment for a new 
A car or truck. § 3. bey doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
9 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Capsule Comment 


Publicly, the Federal Reserve Board says that the danger 
of inflation is far from past; just now they are talking about 
a “spring inflation.” 

Privately, at least one of the members thinks it would 
be a good thing to have a depression. 


cach Gesase had greater devo- 
tion to Automotive News or believed 
more intensely in the service which 
it renders to its readers. We have 
always feared the consequences 
should someone say something 
really disparaging about this pub- 
lication in Jack's presence. He 
would defend it as he would his 
own mother! 

© > . 


SO JACK GERARD, who resides 
in Lakewood, O., and who has 
represented this publication every 
working day since even before the 
first issue appeared in 1925 (he sold 
his first subscriptions at $12 per 
year from a photo-lithed “dummy”), 
has assumed our portfolio of “Am- 
bassador at Large” and his reports 
and opinions when received here at 
headquarters are given the atten- 
tion which they rightfully deserve. 

* 


AUTOMOTIVE 






2arrago 


NOW FOR the first time in all 
the years I have been writing this 
“A Word in Edgewise” which, 
measured as the crow flies, must 
add up to a mile or so of eight- 
point type, Jack has taken me to 
task, He says, or at least intimates, 
that my column in the issue of 
Jan. 3, headed “Truman Another 
Coolidge?” was hardly one I could 
count on to “Make Friends or In- 
fluence People.” In fact he says 
quite plainly that in the rock-ribbed 


Schenectady (N. Y.) dealers plan to stage an auto show 
March 26-April 2, with a local newspaper publishing a spe- 
cial section opening day. 

Striking while the iron’s hot. 


‘Some Questions ...... 


This is an open forum for the discussion of any subject of interest to our 
rs, and your letters are welcomed. No attention is given to unsigned 


reade: 
letters but 


your name with the 


9 


assurance that it not 


you may sign 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Cuttle’s Address 


dealers (including myself) would 
enjoy hearing and reading a little 
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ing Regulation W—will have to be 
modified if business is to be kept 
on simply a normal basis. Not only 
the present Administration, but 
Congress knows what is going on 
and they think too much of their 
political future to risk turning the 
present controlled deflation into a 
general rout.—G.M.S, 


chance for dealers to recapture some service business. 


Kaiser-Frazer has increased dealer discounts to a com- 
petitive level with retailers handling other makes. 


Smart move. 





Islip, Long Island, N. Y. 


* * * 


More on Used Cars 


I feel that Automortivc News is a 
great help to me in my automobile 
business and would not be with- 
out it. 


However, I believe the used car| mobile 


JULY 
duly 17-19—Mackinac Island, Mich, (Grand 
hotel). Midsummer meeting, Automotive 
Trade Assn. Managers. 
SEPTEMBER 
Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 
OCTOBER 
Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
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A make the most of it! , 


py George D. Keller ) 


ident, Keller Motors Corporation . - « 


This is a reproduction of the 
original Keller message 
brought to auto men and to 
millions of people from coast 
to coast. It has been told again 
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Millions of Americans can’t afford to buy, 
or support in style, a high-powered, high- 
priced, heavyweight automobile. They’re 
great cars, thrilling to behold and drive— 
but price and upkeep put them in the luxury 
class. The public just won’t be dammed up. 
People want and need a really low-priced 
car. That’s common knowledge and talk 
wherever you go. That’s the situation we, at 
Keller foresaw and planned, engineered and 
built to meet. 

Right now, the new size, lightweight 
Keller is by far the nearest answer to Ameri- 
ca’s need for low cost car transportation. It 
marks the return of the lowest price field 
—the crying need for a smart, modern car, 
without needless gadgets, trimmings and 
weight to add to its cost and upkeep. A car 
simplified in engineering to operate at low 
cost—and to cut down owner’s replacement 
and repair bills. 

Right now, Keller shows cars—the 
Keller Super-Chief station wagons —are 
being delivered to key regional areas for 


™““ KKEERELER 


now, more than ever 
... it’s time to make the most of it! 







y T,, 
+ 5 
mr 


dealer display to the public. And more are 
on the way. The Convertible model will 
follow a little later. 

Right now, engineering has been set, 
design frozen, and tooling and mass pro- 
duction plans are well under way. 

Right now, with easing up of materials 
and parts, more than ever the Keller basic 
concept and plan of simplified low cost 
engineering innovations, low cost overhead, 
low cost manufacturing and assembling is 
destined to become a reality on the road. 

Right now, over 1400 Keller dealers 
have staked an important claim in the low- 
est price field for today and in the future. 
For all Keller long range planning has been 
concentrated in the lowest price field. 


We invite any and all inquiries about the 
Keller car. Selected Dealerships are still 


available in some areas. Write or wire the 
Keller Motors Corporation, Huntsville, Ala. 








America’s most needed car 
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THE KELLER STATION WAGON is a standout for style. Beautiful, 
solid, seats five plus baggage. A vehicle of many uses — for 
family pleasure, light hauling, estate or business use. Inde- 
pendent wheel suspension, trailer arm traction, 92” wheelbase, 
4-cylinder, 49 horsepower. Standard parts and equipment. 


THE KELLER FACTORY—the two buildings shown are each 750 
feet long. Floor space 216,000 sq. ft. Railroad spurs and un- 
loading docks on both sides. Located in the T.V. A. waterway 
and low-cost electrical power project at Huntsville, Alabama. 





in size, performance and price 








6 





AUTOMOTIVE NEWS, FEBRUARY 28, 1949 


But Clague Sees No ‘Bust’... 





Warns of Output Cuts 
If Prices Stay High 


(‘UTTING production without cut- 
ting prices currently poses the 
“greatest danger” to the nation’s 
economy, the Economic Club of 
Detroit was warned last week. 

Dr, Ewan Clague, U. S, commis- 
sioner of labor statistics, said such 
a course would “lead to a down- 
ward spiral of contracting produc- 
tion, employment, purchasing power 
and demand.” 

So far, he said, prices have not 
capsized the way they did in 1920 
following World War I. Recent 
price declines have been of a 
more deliberate and selective na- 
ture, he pointed out. 

“I think our experience in the 
past shows that engineers and sales 
managers can be very ingenious in 
redesigning production to maintain 
essential quality and still meet the 
demands for lower price tags,” Dr. 
Clague said. 

* 7 > 
“fMHESE changes may not lead to 
lower prices in the economic 
sense—that is, price reductions on 
identical quality,” he declared, “In 
many cases, such true reductions 
are possible through closer controls 
on costs and the economies that 
arise from availability of materials 

and stability of prices. 

“In many other cases, prices will 
be engineered and merchandised to 
meet consumers’ ideas of what they 
can and will pay. 

“If I had to guess, I would 
guess that the end of 1949 will 
see both prices and price tags 
rather lower than they are now, 
without sacrificing essential qual- 
ity and without marked declines 
in production and employment.” 

Dr. Clague predicted that this 
market would be characterized by 
rising prices in some items and 
falling prices in others. Such mixed 
activity shows a “healthy contrast” 
to the type of headlong price col- 
lapse suffered by the U. S. during 
1920, he said. “pe 


pastors operating at present to 
prevent a 1920-like price plunge, 
Dr, Clague said, include federal 
farm price supports; a greater vol- 
ume of consumer purchasing power 
in savings and income; high em- 
ployment, with unemployment part- 
ly offset by unemployment compen- 
sation; government expenditures 


* * 
McCaslin Joins 
e C7 
Willys Buying 

TOLEDO.—Appointment of Henry 
C. McCaslin as general purchasing 
agent of Willys-Overland Motors 
has been announced by John S&S. 
Conant, director of procurement. 
McCaslin was engineering vice- 
president of Kaiser-Frazer from 
1945 to 1947. 

Wesley H, Lowell has been ap- 
pointed as purchasing agent in 
charge of raw materials; Thomas 

. MacDonald, purchasing agent in 

rge of castings, forgings, pat- 
terns and dies, and George H. 
Kraus, assistant to Conant. 





for exports and armament; more 
prudent management of business 
inventories, and an absence of 
heavy stock-market speculation. 

“One of the encouraging things 
about the price adjustments that 
are going on is that they are not 
indiscriminate—as they would be 
in the case of a general liquidation,” 
the speaker noted. 

“Shortages, such as those we 
are still facing in many metals, 
provide a market basis for high 
prices, Where shortages have been 
overcome, industry - by - industry 
adjustments have been made in 
recognition of a new supply-de- 
mand relationship.” 

Dr. Clague said it was difficult to 
predict at what level stability will 
be found in the price structure, 
marked by a stable relationship 
between prices and incomes. 

“Even when it is comparatively 
stable,” he explained, “our price 
structure is dynamic, with prices 
constantly moving in response to 
demand and supply, with costs and 
competition. Certainly a _ stable 
postwar level would be well above 
the level of 1939, and we should 
hope somewhat below the peak 
levels of 1947-48. ba 


oo is more important than 
the level itself is the economic 
environment in which we may ex- 
pect to find it. I think we will 
recognize the approach of price sta- 
bility because it will be neither 
clearly a buyer’s market nor clearly 
a seller’s market; it will be a mar- 
ket with neither a shortage nor a 
glut of goods. 

“It will be characterized by full 
and steadily expanding produc- 
tion and vigorous competition, It 
will reward efficient enterprise 
with healthy profits, and by the 
same token it will produce its 
crop of failures among the ineffi- 
cient and marginal enterprises.” 

Dr. Clague emphasized the im- 
portance of the’ tieup between 
prices and income, declaring: 

“No price level can long remain 
stable unless it results in a healthy 
distribution of the national product 
between consumption and invest- 
ment. 

“This requires, on the one hand, 
consumer income sufficient to pro- 
vide a steadily rising level of liv- 
ing; and on the other hand, invest- 
ment income sufficient to expand 
capacity and raise productivity. 

“I think we have learned by 
now that if consumers’ real in- 
come rises too fast and too far, in 
relation to increases in production 
and productivity, inflation will 
follow. But if profits and invest- 
ment outstrip real incomes, we 
accumulate capacity and produc- 
tion in excess of purchasing 
power, and deflation will follow. 

“Historically, our productivity has 
increased at the rate of 3 percent 
per year, and there is every reason 
to believe that it will continue to 
increase, There is no reason why 
our level of living, too, cannot con- 
tinue to increase, provided that we 
find the means to share it. 

—Mac Gorpon 





DEALER IN CRIME PREVENTION PROMOTION—Here is Joe Hedrick, vice-president and 
general manager of Grimes Motor Co. (Ford), Montgomery, Ala., in the mock role of a 


parkin 


meter thief. The picture, which appeared in the 
Journal, was cooked up to demonstrate that you can't get awa 


unday Montgomery Advertiser- 
with crime, and as a 


kick-off stunt for that city's observance of National Crime Prevention Week. The Exchange 
club, of which Hedrick is president, sponsored the Montgomery observance. Hedrick also 
is secretary-treasurer of the Montgomery Automobile and Truck Dealers Assn. 








A 100-horsepower gasoline motor 
is said to deliver only 60 horse- 
power at the top of Pike’s Peak. 


Alabama Dealers 
Telling Story 
To the Public 


MONTGOMERY, Ala.—Forma- 
tion of a public relations program 
by the Automobile Dealers Assn. of 
Alabama to promote public under- 
standing and appreciation of the 
automotive business is announced 
by ADAB Executive Vice-President 
Frank Broadway. 

The program, Broadway said, has 
been designed to improve public 
conception of the mutual interests 
of dealer and customer; to boost 
public appreciation of the indus- 
try’s contributions to the economic 
life of community and state, and to 
emphasize the role of a dealer as a 
civic-minded business man whose 
aim is to provide necessary prod- 
ucts and services on a fair profit 
basis. 

The association has obtained the 
services of William R. Lynn, Ala- 
bama newspaperman, as public re- 
lations counsel. 

In connection with the program, 
the association will publish a news 
and information paper to be known 
as “The Alabama Automobile Deal- 
er.” It will be issued the second 
Tuesday of each month, beginning 
in March, 






Montgomery Assn. 


Elects McGough 


MONTGOMERY, Ala. — Thomas 
McGough II, president of Capitol 
Motor Co. (White), has been elect- 
ed president of 
the Montgomery 
Automobile and 
Truck Dealers 
Assn. for 1949, 
succeeding D. W. 
Hodo of Hodo 
Motor Co., Inc. 
(Dodge). 

J. L. Rouse of 
Rouse Motors, 
Inc. (Chrysler), 
was named vice- 
president, and 
Joe Hedrick of Grimes Motor Co. 
(Ford), secretary-treasurer. 


New Goodrich Oil Tank 
Said to Resist Fire 


AKRON. — A new-type oil tank 
capable of withstanding fire and 
temperatures of 2,000 degrees Far- 
enheit has been developed for the 
U. S. Navy by B. F. Goodrich Co, 

The flame-resisting container, first 
of its kind, is also bullet-sealing 
for naval aviation uses. An outer 
coating, in which American-made 
rubber is combined with other ma- 
terials, gives unusual resistance to 
heat and direct exposure to flame, 
greatly increasing the factor of 





T. McGough Ill 


safety of oil cells, particularly for | 


installations in combat aircraft, the 
company said. 





Correction: New Shoes 


At Louis Rose Division 

DETROIT.—A statement that 
Louis Rose’s Cycleweld division, 
a pioneer in the bonded-brake 
replacement field, had bought 
junked shoes early in the de- 
velopment (Automotive News 
2/14/49), was denied last week 
by Joseph Harwood, general 
manager of the division. 

Harwood said that new shoes 
were used from the start. 


















14. Months in a Car? 


Oregon Driver Sealed in Kaiser; Plans to Live 
There on Transcontinental Tour 


ASHLAND, Ore.—Don R. Haynes, 
a home-town boy, is out to set an 
unusual endurance record and also 
earn $25,000. Starting Feb. 19, he 
took off in a sealed Kaiser car from 
here and will attempt to live in it 
for 14 months while traveling coast 
to coast and visiting each state 
capitol, beside thousands of cities 
and villages. 

Haynes, a former Merchant 
Marine and truck driver, is tak- 
ing on all bets that he can exe- 
cute the venture. An Oregon 
rancher, D. B. Maudlin, 75 and 
former world’s champion rodeo 
rider, when he heard of Haynes’ 
plan, decided to place a $1,000 
wager at 25 to 1, Haynes claims. 
Haynes promptly accepted, and 
the money is now on deposit in a 
local bank. 

The plan originated with Haynes 
while he was in the Merchant Ma- 
rine, three years ago. So sure was 
he of starting it that two years ago, 
realizing that an appendectomy is 
a common problem to man, he says 
he had such an operation performed 
although it was not then necessary, 
to eliminate this hazard to his 
dream, 

Haynes’ car, which is barred on 
all sides so that he cannot escape, 
is equipped so that he can enjoy 
some of the comforts of life while 
he is experiencing this strange ven- 
ture. An electric refrigerator, cook- 
ing facilities, shaver, radio, a port- 
able bed, water closet and PX sys- 
tem are included. 

Taking part in the celebration 
of his departure were the Kiwanis 
club, chamber of commerce and 
American Legion, as well as a 
sheriff's posse in full regalia, 
which escorted him out of town. 


His tour will take him directly 
southward; he will visit Las Vegas, 
Palm Springs, San Diego and then 
return north to be in the Ashland 
area when his wife presents him 
with a new heir around Apr. 1. 
Hospital authorities have agreed to 
construct a ramp up to the window 
of his wife’s room, Haynes said. 


After spending a short time near 
his home, he will head north and 
later veer east. An avid sports fan, 
Haynes hopes to catch all the big- 
league baseball teams in action, 
providing they will let him drive his 
car on the field. He also hopes to 
witness the Kentucky Derby and 
the national auto races at Indian- 
apolis. 

So confident is Haynes that he 
will remain in the car over a year 
that he has wired the Rose Bowl 
chairman at Pasadena for permis- 
sion to watch the game from the 
field and has also reserved a float 
space in the parade for his car. 

Invitations are claimed to be 





DeSoto ‘Open House’ 
For Workers, Families 


DETROIT. — A new-car preview 
for all DeSoto employes and their 
families was held in the DeSoto 
plant, 6000 Wyoming Ave., yester- 
day (Feb. 27). The plant was open 
from 2 p.m. to 5 p.m. and approxi- 
mately 15,000 attended. 

The families of DeSoto employes 
had an opportunity to view a dis- 
play of the new line of DeSoto cars. 
Refreshments were served and 
there was musical entertainment 
throughout the plant. The program 
was the first in DeSoto’s history. 
It was conducted by Cass Miller, 
labor relations supervisor, assisted 
by L. B. Van Vliet, employment 
supervisor. 





pouring in to Haynes from civic or- 
ganizations in large cities for his 
appearance there. 

Haynes is 40, has a son Jimmy, 
age 2. His wife Mary is a regis- 
tered pharmacist. 

In case of emergency, Haynes’ 
car is equipped with a hydraulic 
jack spread across the car which he 
could use to make a hasty retreat. 


Ball Forecasts 


Good Market 
For Trucks in °49 


CHICAGO.—A good market for 
motor trucks will exist throughout 
1949, predicts J. D. Ball, manager 
of Ford’s truck and fleet sales de- 
partment. Ball met with Ford 
regional truck and fleet sales man- 
agers from all parts of the country 
here last week to map truck sales 
objectives for the year. 

“Our dealers, however, realize 
that sound selling effort will be 
needed and they are hiring sales- 
men and training them accurately 
to fit trucks to the hauling jobs 
to be done,” Ball said. “All business 
and industry will benefit from more 
nearly normal conditions.” 

Besides Ball, the Chicago meeting 
was attended by the following: 

W. E, Kimbrough, manager, truck 
sales section; G, J. Crimmins, man- 
ager, business management depart- 
ment; J. S. French, assistant sales 
promotion manager; John Parrott, 
truck and fleet sales department, all 
of Detroit, 

Also W. K. Edmunds, midwest 
regional manager; C. E, Bowie, as- 
sistant midwest regional manager, 
both of Chicago; W. P. Bave, north- 
eastern regional truck and fleet 
sales manager, new York; T. W. 
Beattie, southeastern regional truck 
and fieet sales manager, Chester, 
Pa.; J. W. Chenault, central region 
truck and fleet sales manager. 

Also M, K. Gant, midwestern re- 
gion truck and fleet sales manager, 
Chicago; V. W. Heland, southwest- 
ern regional truck and fleet sales 
manager, Kansas City; W. D. Ball, 
western regional truck and fleet 
sales manager, Richmond, Calif.; J. 
D. Flynn, New Orleans, district 
truck and fleet manager, and F, A. 
Vickers, Jacksonville, Fla., district 
truck and fleet sales manager, 


Cooperation 
23 Denver Area Dealers 
Plan Joint Ads 


DENVER.—All new and_ used 
automobile dealers on W. Colfax 
Ave., between Sheridan Blvd. and 
Wadsworth Ave., just outside the 
Denver city limits, have banded 
together and will conduct one of 
the first cooperative merchandising 
programs ever attempted in the 
Rocky Mountain region. 

The dealers, 23 in all, comprising 
the Lakewood auto dealers, have 
named the two-mile long automo- 
bile row “The Strip” and the group’s 
cooperative advertising will treat 
the district as one huge sales lot. 

While the new organization’s first 
objective is in the merchandising 
of automobiles, future plans call 
for the drafting of regulations gov- 
erning the management and busi- 
ness practices of the dealers. 





STUDEBAKER DEALER'S SAFETY AID—Ball & Wilson, Oswego, N. Y., donated this Com- 
mander model to the city for use in student driver training. Standing before the auto ar 
| four students and their instructor. 
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The car thal led ts stile attead 
| Its a Studebaker year again 
all over America 





Studebaker’s 
the 1949 stand-out 


with revolutionary 


new trucks, too 
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AAA Asked to Prove Charges .. . 


ATA Counters Truck Attack 


WASHINGTON.—A blast by the 
American Automobile Assn, charg- 
ing that “billions of dollars worth 
of the nation’s finest highways are 
being pounded to pieces by over- 
weight and overloaded commercial 
vehicles,” brought a demand last 
week from the American Trucking 
Assn, for proof or retraction. 

ATA Managing Director John 
V. Lawrence dispatched the fol- 
lowing telegram to AAA Presi- 
dent R, J. Schmunk: 

“Your press release captioned 
‘Billions of dollars worth of nation’s 
finest highways are being pounded 
to pieces by overweight and over- 
loaded commercial vehicles’ is, we 
believe, a sensational and damag- 
ing misstatement of fact. No re- 
sponsible organization is entitled to 
issue such a damning charge with- 
out having before it definite proof 
of the accuracy of its contentions. 


“We publicly call upon you to 
furnish immediately to this organ- 
ization the following evidence: 1. 
Name or number of nation’s finest 
highways and exact location and 
mileage thereon which has been 
‘pounded to pieces’ by overweight 
and overloaded commercial vehicles 
with exact description of damage; 
2. specific and satisfactory proof 
that this alleged damage was done 
by commercial vehicles and not 
caused by faulty construction, 
weather conditions or lack of main- 
tenance. No sweeping generaliza- 
tions will suffice since your charge 
was expressed in billions of dollars 
and thousands of miles.” 

Failing production of this proof, 
Lawrence demanded a retraction. 

Pointing out that state legisla- 

tures are now in session and that 
the AAA blast may influence 
pending legislation to the detri- 
ment of agriculture and industry 
which depend upon truck trans- 
portation, Lawrence asked for an 
immediate response. 

“Trucks have been paying 30 per- 
cent of the special taxes levied 
against all motor vehicles,” he said. 
“They have bought hundreds of mil- 
lions of dollars of equipment de- 
signed to comply with state regula- 
tions as to sizes and weights. Now 
we are confronted with the charge 
that these vehicles, operating law- 
fully on roads engineered by state 
highway departments to carry the 
legal weights, have been damaging 
the highways. 

“If this is true, somebody has 
wasted a lot of public money and 


Louisiana Parley 


Set for March 21 


NEW ORLEANS.—Brown For- 
tier, president of the Louisiana Au- 
tomobile Dealers Assn., announced 
last week that the annual conven- 
tion of the association will be held 
here Mar. 21 at the Jung hotel. 

Fortier also announced that a 
meeting of the directors would be 
held soon at which the various com- 
raittees for the convention will be 
appointed. 





ARE MULES NECESSARY?—I? looks as though Georgia mules may be headed for the life 
of a pampered pensioner. When a mule-operated winch in Swainsboro failed, the 
dealer there, Franklin-Overstreet & Co., came to the rescue with its six-cylinder Ford F-6 
equipped with a Holmes heavy duty wrecker. A 14-room two-story house was moved in four 
by mules. Judson Joiner, owner of the mule, has it up 


hours, about half the time requir 





the trucking industry has _ been 
bilked of millions of dollars. Obvi- 
ously it is ridiculous to force the 
trucks to pay taxes assessed on 


Pontiac Sets Up 
22nd and Largest 


Zone in Denver 


PONTIAC.—L, W. Ward, general 
sales manager for Pontiac, an- 
nounces the establishment of a new 

: Pontiac sales zone 

A with headquarters 

in Denver. This 

brings to 22 the 

number of Pon- 

tiac zones in op- 
eration. 

The Denver 
zone, largest geo- 
graphically in the 
Pontiac organiza- 
tion, covers the 
entire states of 
Colorado, Mon- 








R. 8S. Morrison 
tana, Utah and Wyoming, besides 
large parts of Nebraska, New Mex- 
ico, South Dakota, Nevada and 
Idaho, Ward said. 

There are 183 Pontiac dealers in 
the zone, plus two distributorships, 


Fred A. Carleson, Inc., Salt Lake 
City, and W. K. Hurd Pontiac Co., 
Pueblo, Colo, 

Manager of the new zone is 
George S. Morrison, former assist- 
ant zone manager at Los Angeles. 
A 12-year-veteran with Pontiac, he 
has held assignments as office man- 
ager and car distributor at San 
Francisco and Los Angeles, and dis- 
trict manager and business man- 
agement manager at Los Angeles. 

Morrison will be assisted by Wil- 
liam H. Hunter, former district 
manager in New York City, as busi- 
ness management manager; J. C. 
Corington, office manager and car 
distributor; W. W. Boggess, service 
manager; G. E. Hentschell, parts 
and accessories mer€@handising man- 
ager; A. W. Greenawalt and H. J. 
Gordon, district managers, and 
R. P. MacDuff, service adjuster. 


Mid West Names 
2 Distributors 


PARIS, Ill.—Appointment of Per- 
fection Spring & Equipment Co., 
2550 McGee Trafficway, Kansas 
City, and Perfection Equipment 
Co., 235 N. Emporia, Wichita, 
Kans., as distributors for Mid West 
heavy-duty truck bodies, has been 
announced here by Mid West Body 
& Mfg. division. 

Complete body mounting service 
and facilities for custom painting 
will be available through the new 
distributorships, according to Wil- 
liam J. Boggs, president. In addi- 
tion to Boggs, officers of the dis- 
tributorships are Homer Evans, 
vice-president, and R. A. Haines, 
secretary. 


For: 


for sale, it is reported, and has his eye on a new Ford truck. 


a weight basis and fail to supply 
highways to carry these weights. 

“The AAA statement slyly com- 
bines the terms ‘overweight’ and 
‘overloading.’ Nobody knows what 
overweight actually is and the AAA 
itself last fall admitted this by call- 
ing for an impartial study of the 
subject. A related study is actually 
under way and until it is completed 
no one has any justification for 
making positive statements about 

weight limits. 

“Despite its plea for such a 
study the AAA for some reason 
has seen fit to anticipate its find- 
ings despite the fact that conclu- 
sions to be drawn from the cur- 
rent study are not even in the 
tentative stage. 

“As to overloading, by which is 
meant carrying greater weight than 
the legal limits, the trucking indus- 


try itself has repeatedly gone on 


record against this practice, Cur- 
rently there are enforcement cam- 


paigns in many states aimed at 


detecting such overloading and this 
industry is completely in favor of 
every effort to eliminate such abuse 
as may be occurring. 

“However, there is a great deal 
of difference between a violation of 


the law as such and abuse of the 


highway by an overload.” 


Trailer Output 
Dips in December 


3,424 Units Are 10% 
Below November 


W ASHINGTON.—Truck-trailer 
production during December totaled 
3,424 units, the Department of Com- 
merce reported last week, This, it 
was said, represented a decline of 
10 percent from the 3,819 units pro- 
duced in November but was 4 per- 
cent above December, 1947, output 
of 3,287 units, 

Of the total complete trailers pro- 
duced in December, vans, according 
to the report, accounted for 59 per- 
cent and platforms for 21 percent. 

Shipments of truck trailers dur- 


ing December amounted to 3,451 
units valued at $11,000,000. Of this 
total, the report showed that 3,324 
were shipped as complete trailers 
and 127 were shipped as trailer 
chassis. 


These December figures, it was 


stated, are based on reports from 
91 companies manufacturing truck 
trailers, including all known pro- 


ducers building trailers with a rated 
capacity of five tons or more during 
the month. 


Chamberlain Gets 
Dodge Sales Post 


DETROIT.—Appointment of Mar- 
tin W. Chamberlain as Pittsburgh 
regional manager serving parts of 
Pennsylvania, Ohio, Maryland and 
West Virginia is 
announced by Ed 
C. Quinn, general 
sales manager of 
Dodge division. 

Chamberlain 
joined Dodge as 
business manage- 
ment representa- 
tive in the St. 
Louis region. In 
1947 he was pro- 
moted to regional 
M.W. Chamberlain’ manager of the 
Omaha region, the position he held 
at the time of the Pittsburgh ap- 
pointment. At Pittsburgh, Cham- 
berlain succeeds Robert W. Peek, 
who has been appointed Cincinnati 
regional manager. 


All Clear—Almost 


WASHINGTON. — Completion of 
the paving of the Pan American 
highway through Mexico is sched- 





d|uled for this year, President Ale- 


man of Mexico recently told J. H. 
Sembower, executive director of the 


| International Road Federation. 


| 








the Black Hills area in South 


DEALER SLOGAN CONTEST WINNER—Hundreds of safety slogans from all sections of 
Dakota were submitted in a safety contest sponsored by 


Rapid Chevrolet Co. of Rapid City, S. D., over a local radio station. Winner of the $100 


first prize was Donald E. 


City base. Shown with Edwards at presentation ceremon 
| one of the judges; Harry Peterson, station announcer, and C. J. Hogan of Rapid Chevrolet. 


ward (left), a member of the Air Force stationed at the Rapid 


are (left to right) Earl Gensler, 


Equipment Show Draws 
5,000 in Minneapolis 


MINNEAPOLIS. More than 
5,000 automobile dealers, garage- 
men, jobbers and employes from 10 
Midwest states jammed the Minne- 
apolis Auditorium last week to 
view the second annual Northwest 
Auto Parts and Equipment Show. 

Severe winter weather conditions 


Buick Executives 


Start Trek West 


For Dealer Tour 


FLINT.—Ivan L. Wiles, general 
manager of Buick, and O. L, Wal- 
ler, general sales manager, left here 
Thursday (Feb, 24) for a series of 
West Coast dealer meetings. 

The western trip is the first for 
Wiles and Waller since they suc- 
ceeded Harlow H. Curtice and W. 
F, Hufstader, respectively. It con- 
tinues a national series of zone and 
regional meetings at which Wiles 
and Waller have met with dealers 
to discuss 1949 plans for manufac- 
turing, sales and merchandising. 

Their first western meeting was 
to be Feb. 26 at Spokane, Wash. 
Today (Feb. 28) they will meet with 
Seattle and Tacoma zone dealers at 
Seattle; on March 1, Portland, Ore., 
and Boise, Ida. zone dealers at 
Portland; March 2, San Francisco 
zone dealers at San Francisco, and 
March 3, Los Angeles zone dealers 
at Los Angeles. 

Other Buick officials who will 
accompany Wiles and Waller are: 
Charles A. Chayne, chief engineer; 
R. E. Rudd, director of merchandis- 
ing; C. W. Jacobs, general service 
manager, and P. E, McCracken, 
general parts manager. On the 
West Coast they will be joined by 
John Waddell, regional sales man- 
ager in charge of the western re- 
gion, and various zone officials. 


Ford International 


Names 2 Officials 


DEARBORN. — Appointments of 
Norbert A. Bogdan as vice-presi- 
dent and treasurer, and A. K. Mills 
as vice-president of public and em- 
ploye relations, for the new Ford 
International Co., were announced 
last week by Graeme K. Howard, 
president. 

Bogdan, who had been associated 
with the J. Henry Schroder Bank- 
ing Corp, for many years, joined 
Ford International in June, 1948. 





EXECUTIVES AT DEALER MEETING—L. L. 
Colbert, president of Dodge (right), and W. 
of Briggs Mfg., were 
. © greeted Dodge dealers of 
Michigan, Indiana and Ohio at a regional 
preview of the new cars in Detroit Feb. 15. 


©. (Spike) Briggs jr., 
among those = 


reduced attendance, however, to 
nearly 50 percent of last year’s in- 
augural show, but exhibitors voiced 
the opinion it was a “paying show.” 

Seventy-five exhibitors displayed 
their automotive products and re- 
ported, for the most part, they were 
pleased with results of the show. 
A few manufacturers and distribu- 
tors reported individual orders of 
up to $10,000, but it was the con- 
sensus that less than $100,000 in 
orders had been placed during the 
four-day show. 

One firm displayed motor boats, a 
radical departure at an automotive 
show, and reported sales of about 
seven boats up to the final day. 

Auto repair and service business 
should boom during 1949, providing 
service is promoted by dealers and 
garagemen in greater numbers, the 
consensus agreed. However most 
were of the opinion that with in- 
creasing supplies of new cars be- 
coming readily available, service 
men will have to fight harder for 
their share of the business and for 
sale of new automotive repair and 
service equipment. 


Morris Visiting 
U.S. to Appoint 
Healey Dealers 


LONDON.—S. Morris, managing 
director of S. Morris & Co., London 
automobile distributors, is visiting 
the U. S, to appoint distributors and 
further the establishment of the 
Healey car on the American market. 

Accompanied by M, Davis, his co- 
director, Morris said he plans to 
visit most of the state capitals to 
demonstrate the Healey Sports- 
mobile convertible to interested 
dealers. 

The Healey is claimed to be “the 
fastest car in the world in series 
production.” Morris said a certified 
standard Healey saloon ran up a 
mean average of 110.8 miles per 
hour over a flying mile in the Bel- 
gian speed trials in 1947. 

More recently, he said, a stand- 
ard Healey saloon gained the dis- 
tinction of being the first standard 
production car to cover 100 miles 
in an hour. The Automobile Club 
de France timed the car and it 
covered 103.76 miles from a flying 
start and 101.7 miles from a stand- 
ing start. 

Morris also said he planned to 
investigate the possibilities of sup- 
plying special bodywork for Ameri- 
can chassis and that he wanted to 
study the construction methods of 
commercial vehicle body makers 
since his firm also is engaged in 
this work. 


Austin Defers 
Canada Plant 


MONTREAL.—Austin has decided 
to postpone completion of its Ham- 
ilton (Ont.) plant due to Britain’s 
continued need for dollar exchange 
and the company’s position under 
excise and sales tax regulations. 
This was announced by Duncan 
Brown, chief engineer, on authority 
of L. P. Lord, chairman of the par- 
ent company in England. Brown's 
announcement, made on his return 
from a trip to Britain, elaborated 
on a statement a week ago that 
the company did not intend to pro- 
ceed now with its plans to make 
cars here. 
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Powrm 
proudly announces the production 
of its 


2000.000hm car 















PONTII 


A 


Cc 


DIVISION 


Pontiac Motor executives gather at the foot of the assembly line to greet the three 
millionth Pontiac to be produced by the Division since 1926. Left to right are B. E. Starr, 
manufacturing manager; George Delaney, chief engineer; Arnold Lenz, executive 
assistant to the general manager; Ray Longpre, production manager; General Manager 


H. J. Klingler, Frank McLaughlin, executive assistant to the general manager; L. 


W. 


Ward, general sales manager and Myron Leighton, assembly plant superintendent. 


A few weeks after the 1949 Pontiac had scored its terrific 
nationwide hit on Announcement Day, a stunning cream- 
colored convertible rolled off the assembly line at the great 
Pontiac plant in Pontiac, Michigan. It was Pontiac car 
number 3,000,000. 

The event is noteworthy for several significant reasons. 


It brought Pontiac into the small and select group of com- 
panies which have endured long enough and built well 
enough to manufacture that number of automobiles. And it 
came at a time when the Pontiac dealer organization had 
just enjoyed the largest and most enthusiastic crowds ever 
to admire—and order—a new Pontiac model... a new model 


OF GENERAL 


representing the culmination of a product program inaugu- 


rated some years ago. 


Here—in total cars built and in current model success—is 
DOUBLE PROOF that Pontiac’s product program has paid 
off to the American people and to Pontiac dealers. It has 
given the public over the years a consistently GOOD AUTO- 
MOBILE—one with attractive appearance, excellent all- 
around performance, exceptional economy, dependability and 
long life. And the owner goodwill and general reputation 
thereby created have given Pontiac dealers everywhere an 
advantageous competitive position which is the most valuable 
long-haul asset of their selling agreements. 


MOTORS 


CORPORATION 








Employment Drop Cited 
As Largely Seasonal 


By William Ullman 


Washington Correspondent 


ETWEEN mid-December and mid-January 1,750,000 
workers lost their jobs, according to the Bureau of 
Labor Statistics. But Ewan Clague. chief of the bureau, sees 


no cause for alarm. 

“The downturn in January,” he says, “is largely seasonal. 
ne a, ae ee 
knowledges, however, that 
the downturn this year has 
been “somewhat more” than sea- 
sonal, especially in the manufac- 
turing industries than in other 
postwar years. This he attributes 
to a “small and selective” readjust- 
ment to postwar business levels. 

Clague estimates that about 
3,000,000 people-—about 5 percent of 
the nation’s total worker population 
—are now out of work. But he enough evidence 
states that unemployment doesn’t to indicate a de- 
begin to get serious until between | pression is underway.” 


if 








four and five mil- 
lion lose their 
jobs and remain 
jobless for an ex- 
tended period. 

“IT don’t think 
we're going to 
reach that fig- 
ure,” he said. 

“On the data 
we have right 
now there is not 
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The automobile market is still 
strong and, according to Clague, 
has another year or two of good | 
demand ahead. He thought steel 
and furniture also have good | 
prospects. 


However, some manufacturing | 


industries, such as rubber tires and | = 







tubes, have been readjusting to | a7 
lower levels of activity for the last; 


two years, he added. | @ 


“We've had continuing good| 
times,” Clague said, “because vari- | 
ous industries don’t reach a re-| 
adjustment point at the same time.” 

Labor bureau statistics reveal | 
that while employment in private | 


industry declined sharply, govern- | ; 


ment employment was at the high- | 
est January level since the war. | 
Persons employed by governments | 
—federal, state and local—in Jan-| 
uary this year totaled 5,761,000, as| 
against 5,498,000 in January, 1948. 

The most significant changes in 

employment occurred in the 
manufacturiing industries, the 
report showed. 

From a postwar high of 16,700,000 
in September, manufacturing em- 
ployment declined in each of the 
four succeeding months to 15,875,- 
000 in January. This was almost 
400,000 under January, 1948. 

Out of the 1,750,000 decline in to- 
tal employment in January, a total 


you 








BELGIUM HONORS WALKER—L. W. Walk- 
er (right), parts sales manager for Pontiac, 
is congratulated by L. W. Ward, Pontiac 
general sales manager, after the Belgian gov- 
ernment had conferred on Walker the Order 
of the Crown of Belgium. Walker, who com- 
manded the Ist, 9th and 15th armies’ supply 
depot at LaLouviere, Belgium, previously re- 
ceived the Legion of Merit and the Bronze 
Star. He was months in the ETO. 


of 1,250,000 was considered purely 
seasonal by Clague. 
* * . 

Forget Price Jitters? 
RESIDENT TRUMAN'S chief 
economic adviser wants the 

country to keep calm over the re- 

cent price decline. After a talk 


When costs continue to pile up and get you down, here’s the way to reduce 
fire insurance costs simply and safely: 
Select an insurance carrier that specializes in writing protection 
for your class of business. 
Select a dividend paying insurance carrier with a sound record. 


Remember: For 27 years Universal Underwriters has been specializing in 
fire insurance for authorized automobile dealers. And Universal 
Underwriters has returned 27 consecutive annual dividends. 


Four Convenient Offices: 


1000 R. A. Long Bidg., 
Kansas City 6, Mo. 


509 Terminal Sales Bidg., 
Portland 5, Oregon 


8844 Stymais Bivd., 
Beverly Hills, Calif. 


1205 Nat'l Bank Commerce 
Norfolk, Va. 


° FIRE e 


WINDSTORM 
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and 


ALLIED 


UNIVERSAL UNDERWRITERS 
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with the President, Dr. Edwin G. 
Nourse, chairman of the Council of 
Economic Advisers, said there js 
no reason for the country to get 
“jittery.” 

The drop in commodity levels, 
which has excited general atten- 
tion, Nourse said, comes from a 
relaxation of inflationary pressures, 
It is not the signal of the start of 
a recession. 

But, he warned, if people get 
themselves into an unnecessarily 
worried frame of mind, the psy- 
chological impact “might snow- 
ball into a recession.” 

He called the commodity drop “a 
process of disinflation” rather than 
a trend toward depression. Dr. 
Nourse’s reassuring statement came 
after President Truman, at a press 
conference, stated that the price 
drop was no cause for fear. 

Meanwhile, on Capitol Hill, the 
joint economic committee, which is 
trying to decide whether to ask 
Congress to follow the President's 
recommendation for a broad pro- 
gram of controls, heard divided 
opinion from industry, labor and 
agriculture. 

Spokesmen for industry in gen- 
eral took a firm stand against the 
administration’s view that govern- 
ment controls are the way to head 
off further inflation. 

Labor representatives, however, 
strongly commended a proposed 
control bill which would give the 
government broad powers to di- 
vide up scarce materials, control 
prices and wages and, if the 
President thinks necessary, build 
production plants. 

Agriculture joined with industry 
in denouncing standby price and 
wage controls. Farm spokesmen 
insisted, however, that the govern- 
ment must maintain farm price 
supports. 


* * * 


Tax Action Unlikely 


| THE VIEW of Washington 
observers, the House ways and 
means committee is not likely to 
open hearings on tax proposals un- 
til late April or early May. Giving 
precedence to expansion of the so- 
cial security program makes it im- 
possible to take up taxes very 
much earlier, they say. 

Since revenue legislation must 
originate in the house, nothing, 
of course, will be done by the 
Senate finance committee until 
after passage of a bill in the 
other branch. 

House passage of any measure 
increasing taxes does not seem 
probable before late in May or some 
time in June. That would make 
Senate passage and final enactment 
before July unlikely. 

With Congress anxious to end the 
session by July 31, the statutory 
date for adjournment, pressure at 
that stage likely would be for de- 
ferment of final action until Jan- 
uary, 1950. 

+ * * 
Highway Outlook 
Hz. in summary, is what Maj.- 
= Gen. Philip Fleming, head of 
the Federal Works Agency, told the 
Washington convention of the 
American Road Builders Assn.: 


Traffic congestion on city 
streets is likely to become worse 
before it becomes better. There 
will be no appreciable let-up in 
demand for highway services in 
the next 5 to 10 years. 

A comprehensive program of ur- 
ban redevelopment should include 
plans for reconstruction of main 
thoroughfares. There should be a 
close tie-in between slum clearance 
and proposals for urban express- 
ways. 

Coordination of urban highway 
planning and slum clearance pro- 
grams will expedite acquisition of 
rights-of-way for express routes, 
and prevent a waste of funds, in- 
efficiency, and duplication of efforts. 

It will take 15 or 20 years, per- 
haps longer, to modernize thou- 
sands of miles of main rural high- 
ways and city streets that are ob- 
solete and overcrowded with traffic. 

For years to come, road builders 
will have a very important role in 
urban redevelopment. 


Service Managers Club 


Elects in Portland 


R. E. LeBlond has been elected 
president of the parts and service 
managers club of the Portland 
(Ore.) Automobile Dealers Assn 

John Steiner was elected vice- 
president and Harold Adkins, sec- 
retary-treasurer. 
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Some things 


you may not know 


about 


WE HAVE BOUGHT WILLOW RUN ... when 
we started we selected this huge plant because 
there we could do more manufacturing under one 
roof than in any other automobile plant. It offered 
great potential economies of operation. Willow Run 
is now our home. We’re proud of it and find it a 
more efficient production unit every day. 


STEEL ... it takes tons of steel to build automo- 
biles in volume. Steel has been hard to get. To 
secure the high quality sheet we insist on using, we 
had to get part way into the steel business. That is 
why we bought a blast furnace in Cleveland and 
other steel facilities. Now we’re assured of thou- 
sands of tons of automotive steel each month for 
the next five years. This eliminates much of the 
premium costs we have previously paid for steel. 


KATISER-FRAZER 


OUR OWN ENGINE PLANT is operating at con- 
stantly increasing efficiency. We are producing new 
higher compression engines which give faster accel- 
eration, greater power and sustained economy at all 
speeds—you get more from every drop of gasoline 
you buy. 


WE’VE BUILT 350,000 CARS in a little over two 
years ... owners have driven them over 3 billion 
miles ... Over 4500 completely equipped dealers 
sell and service them. 


What does all this mean to you? Look at all the 
other cars—then get a Kaiser or a Frazer out on the 
road. There is only one way to buy any new car— 
RIDE—THEN DECIDE. 





The KAISER Special 


RIDE - 7HEN DECIDE ! 


The FRAZER Manhattan 





Heard Hear? Heart Lalor Uinchel Every Sunday...same time...same station! 





12 


AUTOMOTIVE NEWS, FEBRUARY 28, 1949 


New Line Features Comfort. . . 





Dealers Getting Set 
To Show DeSoto 


(Continued from Page 1) 


inches, but overall length has been 
slightly reduced. This, DeSoto 
claims, makes for easier parking 
and handling in traffic, but allows 
passengers to be cradled between 
the axles for more comfortable 
riding. 

Both horsepower and compression 
ratio of the DeSoto six-cylinder en- 
gine have been stepped up. The car 
now produces 112 horsepower, 
against 109 previously. Compression 
ratio is upped from 6.6-1 to 7.1-1. 

DeSoto accents its claims that al- 
though overall width and height of 
its new models have been reduced, 
seat space is wider and there has 
been no loss in headroom. 

Moreover, there is more legroom 
in front and rear seats, the divi- 
sion says, explaining that this was 
accomplished by the following 
moves: recessing the instrument 
panel’s right side and moving the 
heater under the hood, and a 
fixed-position toe-rest in rear 
seats of sedans that remains con- 
stant, no matter how the front 
seat is adjusted. 

On the outside, extensive use of 
chrome trim is said to protect fen- 
ders and body from scrapes and 
dents. Fenders can be quickly re- 
moved for economical repair and 
are designed so that tires may be 
changed and chains put on with 
greater ease. 

A “cascade-type” chrome grille 
and massive wrap-around bumpers 
are other exterior highlights. 





READ BY EVERYONE 
WHO COUNTS 


IN AMERICA'S 
NO. | INDUST 


NOW MORE 
THAN 37,200 


CIRCULATION! 


wars -FOUR percent more 
glass area is claimed in the wind- 
shield and improved electric wipers 
are said to sweep 44 percent more 
windshield area, 

The V-type windshield of un- 
curved glass provides full vision 
without distortion, an added safety 
factor, and windshield replacement 
is far less costly than other types, 
according to DeSoto. 

The steering wheel has been 
placed so that shorter drivers 
may see over it easily and long- 
legged drivers will not bump their 
knees into it, it is stated. 

Other safety factors include the 
grouping of all instrument panel 
controls within instant reach of the 
driver; “black lighting” of. control 
dials to eliminate glare; better hy- 
draulic brakes; improved, easier 
steering, and new mounting of 
shock absorbers for better lateral 
control. Tail-lights have been placed 
to obtain maximum visibility from 
the rear and sides. 

Gyrol Fluid drive with Tip-Toe 
Shift transmission now is standard 
equipment on DeSoto Custom mod- 
els and optional on Deluxe cars. 
Airfoam front-seat cushions are 
standard on Deluxe styles. Airfoam 
cushions, front and rear, and back- 
up lights are standard on Customs. 

* + * 


THER FEATURES are an auto- 
matic back-up light on Custom 
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models; tamper-proof locks on win- 
dow vents, 
controlled all-weather system which 
uses fresh air. 

Booster springs can be inserted in 
front and rear seats, tailoring the 
seats to any weight. The luggage 
compartment permits the spare tire 


The counter-balanced lid opens at 
floor level so that luggage can be 
slid in or out easily, DeSoto says. 

Among the mechanical improve- 
ments are a new ignition system 
which includes a splash-proof dis- 
tributor; longer front coil springs; 
improved waterproofing of the en- 
gine compartment; dust-proof 
switches; thicker, softer rubber 
body mountings; an armored, 
“theft-proof” ignition cable, and 
Parko-lubrite treated cylinder 
walls for longer engine life. A 
turn of the ignition key now 
starts the engine. 

Increased quietness of engine op- 
eration is claimed from the larger 
silencer volume of the air cleaner, 
which is now tuned to the engine. 
The air cleaner also has lower sil- 
houette to accommodate the new 
hood lines. 

Improved servicing of the engine 
crankcase and increased protection 
against dust is said to result from 
use of a longer breather pipe with 
improved sealing at the breather 
cap. Further protection of the en- 
gine crankcase against dust is fur- 
nished by better sealing of the oil- 
level indicator at the entrance to 
the tube. 





* * * 


D® SOTO REPORTS greater re- 
liability of the fuel system is 
assured by a new higher-capacity 
fuel pump, from which the filter 
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to be stowed upright to one side. | 


gasket and sediment bowl have 
and thermostatically | been eliminated and an air dome 


provided on the suction side. 
Smoother, more positive accelera- 

tor-pedal action is claimed by 

means of a new pedal construction 


(and linkage which eliminates slid- 


ing friction through the floor seal. 

Another engine feature is a 
more flexible curved upper radia- 
tor hose which replaces the 
straight hose previously used. Pre- 
vention of coolant and anti-freeze 
loss during high temperature 
emergency periods is avowedly 
made possible by provision for a 
new-type pressure cap for the 
cooling system as special equip- 
ment at extra cost. 

Smoother, easier clutch disengage- 
ment is claimed with a new, heavier 
over-center spring and a new low 
friction linkage at the spring con- 
nection in which a rolling action is 
utilized. These features give a 
lighter and more nearly constant 
pedal pressure and provide for ad- 
justment of over-center spring ten- 
sion and position, according to 
DeSoto. 

Longer life and more simple serv- 
icing of certain transmission com- 
ponents is made possible by changes 
in the electrical and hydraulic sys- 
tems of the transmission, it is 
stated. The kickdown relay has 
been eliminated, a new simplified 
wiring circuit is used and an auto- 


matic resetting enclosed circuit 
breaker replaces a fuse. 

The speedometer drive location is 
changed from the right side to the 
left, resulting in a shorter, straight. 
er speedometer cable. 

* * o 


EAR SHIFTING has been made 

easier, quieter and more posi- 
tive, DeSoto says, with new gear. 
shift control lever lengths, more 
rigid connecting links and new 
“anti-rattle” springs. 

Gearshift level wobble on rough 
roads and under acceleration has 
been reduced by the relocation of 
the bell crank on the frame instead 
of on the engine, it adds, 

Cycle-Bonded brake linings, 
which replace the riveted linings 
previously used, will wear longer 
and scoring of brake drums by 
rivets has been completely elimi- 
nated, the division declares. The 
new linings are attached to the 
brake shoes by a Cycleweld ce- 
ment, dispensing with rivets and 
rivet holes. 

This is said to increase the effec- 
tive brake-lining area and eliminate 
the dirt-retaining pockets which 
had a tendency to score the drums, 
These linings can be used for sub- 
stantially longer periods of service 
before replacement because the full 
depth of the lining is available, 
rather than just the portion down 
to the rivets, DeSoto points out. 

Firmer setting of the hand brake 
with less effort, especially by 

(Continued on Page 55, Col. 2) 


Showing DeSoto Features 





MORE LEGROOM AND HATROOM—The custom club coupe shown here demonstrates the 


| objectives which DeSoto set out to meet in bringing out its postwar-designed cars. 


One 


of the major claims for the new DeSotos is that tali passengers need not remove their hats 


Tw 
as a “no-distortion" V-type. 





EASES FAMILY TRAVEL—Space in the lopeeee, c 
e| 


increased by installing a jack mounting 





enty-four percent more visibility is offered on the windshield, which the division describes 


compartment of the new DeSoto has beer 
the upright spare tire. A new latching 
mechanism permits improved sealing and positive alignment and locking of the trunk lid 


' 








INSTRUMENT PANEL PLAN PROVIDES ROOM—Recessing of the right side of the instru 
ment panel provides additional roominess in the new DeSoto. Grouping of all of the driving 
controls directly in front of the driver permitted the cutting back of the panel. The steering 
wheel forward edge has been tipped downward so that shorter drivers can see over 
easily and long-legged drivers will not bump their knees against it, DeSoto says. 
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3. BODY BY FISHER— 


Even a casual inspection of the new 
Chevrolet reveals the superiority 
of Fisher craftsmanship and mate- 
rials plus such new refinements as 
push-button door handles. 
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4. VALVE-IN-HEAD ENGINE— 


The proved efficiency and economy 
of valve-in-head design is leading more 
and more manufacturers to introduce 
valve-in-head engines. 


1. BONDED BRAKE LININGS— 


Lining life is nearly doubled through a 
special ‘“‘“Perma-Bond”’ process (no rivets) 
developed by Chevrolet and GM Research 
Laboratories, thoroughly tested and 
proved by millions of units in actual use. 





2. COMTER<POINT STSRING — 5. UNITIZED KNEE-ACTION WITH AIRPLANE TYPE 
The advanced geometry of SHOCK ABSORBERS— 


true Center-Point Steering 
makes driving easier and 
surer with an amazing re- 
duction in road shock and 
“‘wander.”’ 


Chevrolet pioneered and 
proved Unitized Knee- 
Action in its field and 
now offers it in a new 
and improved form. 
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These are just a few of the many reasons why Chevrolet remains outstanding in its field 

. and, according to all available evidence, the most-wanted car in America. The 
Chevrolet Dealer today is in the enviable position of offering “‘the most beautiful buy 
of all’? because Chevrolet long ago recognized that leadership in sales must be based 
upon leadership in value! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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Committee Named 


For NSPA Parley 
On West Coast 


CHICAGO.—Ira C. Lambert, pres- 
ident of Lambert Co., Ltd., of Los 
Angeles, has been selected as chair- 
man of the regional business meet- 
ing to be held in Los Angeles 
March 18 under National Standard 
Parts Assn. sponsorship, it was an- 
nounced last week by Jack L. Wig- 
gins, executive vice-president of 
NSPA. 

The Los Angeles meeting will be 
the first of a series of four planned 
during March, April and May. It 
will be held in the Biltmore hotel. 

Serving with Lambert on a Cali- 
fornia all-wholesalers committee 
are Fred J. Curtis of Curtis & 
Christensen, Inc., Long Beach; J. 
Leonard Gibson of Gibson Motor 
Parts, Inglewood; A. H. Eckdahl 
of Eckdahl Auto Parts Co., Ingle- 
wood; C. Bob Porter of Southern 
Auto Supply Co., Bakersfield, and 
J. K. Wilkinson of Pomona Motor 
Parts, Pomona. 

In addition, Jack Layley of Smith 
Auto Parts Co., Portland, Ore., and 
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DEALERS IN MIDWEST SEE '49 DeSOTO—More than 600 from Minnesota, North and South 
Dakota, Wisconsin, lowa and parts of Montana previewed the new line in Minneapolis 


recently. Eight models were on display. R. 
the group. 


M. Rowland, western sales manager, addressed 





C. M. Burnett of Automotive Sup- 
ply Co., Visalia, Calif. who are 
NSPA West Coast directors, will 
aid the committee and appear on 
the program. 

The session will open with a re- 
view of current NSPA activities by 
Charles R. Crowder, president. G. 
Walter Kleinschmit, senior vice- 


president, will discuss more effec- 
tive store layouts and machine 
shop practices. Charles C. Tapscott, 
junior vice-president, will discuss 








the development and importance of 
the automotive service industry. 
On the program also will be Wal- 
ter A. Kirkpatrick, chairman of 
the NSPA catalog committee; Har- 
old Halfpenny, legal counsel for the 
association; George Stout, advertis- 
ing counsel for the wholesalers’ di- 
vision, and Wiggins, whose subject 
will be “The Washington Scene.” 


To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 


yE 
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Break-Even Points 
Worry Makers 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


ao concentrated thinking is being given by industry 
officials on the matter of break-even points. This is true, 
not only in automotive manufacturing, but in plants of sup- 


pliers of parts and materials as well. They have watched 
cost Curves rising steadily? 


since 1945, along with profit 
curves. This can be true, 
however, only so long as demand 
holds at top level, or beyond. Climb- 
ing with cost and profit curves was 
the dividing line between profit and 
loss; just how much no one seems 
to know for a certainty. As long 
as the heat was on production and 
materials, not too much attention 
could be paid to break-even points. 

In recent weeks, signs have ap- 
peared of at least a leveling-off in 
the demand curve, in some cases 


W/ 


@ Now you can completely eliminate “comebacks” due to 


valves ... strengthen your reputation for top quality work ... make 


valve setting doubly profitable in any Ford-built engine. 


y i“ 
ne _\ 4) = With a Manzel Valve Clearance Indexer any mechanic can 







Manzel Valve | 
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Manzel, Inc. 
Buffalo 10, N. Y. 


Signed 


I am enclosing check 


return an engine to original factory performance ... 
and save an hour or more in doing it. The 
indexer keys into camshaft slot of models up to 1948, 
and slips directly into distributor of 1949 models. 
Interchangeable drums for the different engines are accurately 


calibrated to indicate the exact point for setting each valve. 


These indexers are already in use in thousands of shops. They 
a-ean be used with engine in or out of chassis, in any stage of 
+ mbly. Price is so low that they'll repay you on the first few 
able from Manzel ONLY. Take steps now to improve 


Mficiency in your shop. Send in the coupon today for 


eeeel-Valve Clearance Indexer Set you need. 
Sie aR bigtitie er - 1 


Ta Cae kta) 2 ee 


Gentlemen: Please rush the Manzel Indexer Sets checked below to 


(Company) 
(Address) 
6251-J Indexer for all Ford 4 & 6, Ford and Mercury V-8 
and Lincoln V-12 engines up to and including 1948______ $12.95 
6251-AC Indexers for all 1949 Ford 6 & 8, and Lincoln 
and Mercury 8 cylinder engines _____ $11.00 


money order 


Title 


for $ 


wexers 





a definite down- 
ward sag. Con- 
currently has 
come pressure on 
prices which 
throws into sharp 
focus the dangers 
of excessive in- 
ventories. This 
trend was sensed 
late last year 
when many man- 
ufacturers began 
cutting back on 
their floats of material and parts. 

So, where are the break-even 
points today? Are they 60 per- 
cent of present operations? Sev- 
enty percent? Or may they be 
as high as 80 percent? Closer 
scrutiny is being given the ques- 
tion, for if a 20 percent produc- 
tion cutback is going to throw 
the business into the red, then 
maybe the time is ripe for “steps 
to be taken” to bend the cost 
curve down. 

There is some water which can 
be wrung out of manufacturing 
costs without disturbing wage 
rates. As a specific case consider, 
at the suggestion of Carboloy Co., 
what may be accomplished by “co- 
ordinated tool control.” After sev- 
eral years of research, it has been 
found that substantial contribu- 
tions to cost reduction—without in- 
vestment in capital equipment— 
may be realized from a compre- 
hensive plan of tool control. In one 
instance, an 80 percent reduction 
per piece was effected in tool cost, 
tool resharpening costs and ma- 
chine down-time. 

” cz aa 


Problems Listed 

THER items which Carboloy 

has found mount up to surpris- 
ingly large proportions are: 

1. Excessive idle time of ma- 
chines and operators, due to and 

accompanying changing of tools 
when dull. 

2. Unnecessarily high tool main- 
tenance costs. 

3. Unnecessarily high dollar val- 
ues of tool inventories (see above). 

4. Unnecessarily high initial cost 
of tools due to lack of standard- 
ization. 

5. Loss of production, due to im- 
proper tooling. 

6. Loss of production, due to too 
low a machine speed or feed. 

7. Unnecessarily short tool life 
and excessive tool spoilage. 

8. Excessive scrap, due to tools. 

9. Machine efficiency too low. 
10. Using more machines than 
necessary to obtain a given output. 
11. Insufficient training of per- 

sonnel—tool supervisors, grinders, 
etc. 

To help interested manufactur- 
ers concerned with these prob- 
lems, Carboloy offers three things 
—a complete and detailed man- 
ual of tested cost-reducing tool 
control systems; a complete 
training course, including six 
slide films, for in-plant training, 
and a 200-page tool manual deal- 
ing with the technical phases of 
tooling. 

It would appear numerous other 
manufacturers and suppliers are 
going to be burning the midnight 
oil trying to develop cost-saving 
techniques for their customers. In 
the end, it can only mean improved 
customer relations, and more busi- 
ness. 





A. H, Allen 


Truck Equipment Cuts 

BUFFALO.—Truck Equipment 
Co., producer of dump truck bodies, 
hoists and truck-trailer axles, has 
cut its employment about one-third 
since November. President Ells- 
worth R, Boeck said he hoped to 
start rebuilding his forces “in three 
weeks or a month.” 
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Now, Reo trucks are available for 
delivery in medium and heavy-duty 


“|; 


<_ 


models. Tractors and straight trucks 
range from 8,000 Ibs. G.V.W. to 
76,000 Ibs. G.V.W. 


Ye ' 


i 


- 
i 


YOU NAME THE TEST / 


Then you'll see why REO trucks can handle your TOUGHEST jobs! 


You, as a truck owner or operator, name any test in life than other medium and heavy-duty trucks. 
the book for truck maneuverability, stamina, long life 
or fast service. 


So you name the test!—And we'll show you 
why the right Reo for the job can perform 
Then see your Reo dealer. against the best record of any comparable 
You'll see proof that Reo More-Load design trucks truck you own. 

are the most maneuverable trucks on the road, model Right now is the time to find out if you’re getting the 
for model. best service from your trucks. And your Reo dealer is 
You'll see the facts and figures that prove a greater the man to see. 


percentage of Reo trucks give longer on-the-job service REO MOTORS, INC., Lansing 20, Michigan 


e Qyesttllttragy 
PERFORMANCE:‘BACKED BY ast" Se 
= . 


fe, 
At 
. 


NOTARIZED, 


WITH THESE RECORDS 
Record-breaking performance! This Reo tractor Notarized Proof! Hundreds of Reo dealers 


made 19 round trips from Detroit to Los Angeles throughout the U.S., as shown on map above, are 


TRUCKS AND a8 S | without a mechanical failure, no costs beyond gas, ready to serve you with trained mechanics using 
oil and routine service. genuine Reo parts. 
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Used-Car Notes... 
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Broad Plans Weighed 
For NUCDA Parley 


DETROIT.—A broad program, 
including a used-car show, is being 
considered for the third annual 
National Used Car Dealers Assn. 
convention Sept. 7-10 in Detroit. 

Also being weighed is book to 
mark the convention. It has been 
proposed that the book contain 
merchandising information and 
statistics on the used-car indus- 
try, as well as the convention 


program. 

Marty Barrar is chairman of the 
convention committee and Lynn 
Wertz co-chairman. 

Although the show is still in the 
formative stage, it is expected that 
NUCDA will invite finance com- 
panies and firms making recondi- 
tioning equipment and other prod- 


Trade Winds 


Louisville Auction Setup 
Suffers Big Blow 

LOUISVILLE. — Sixty-mile-an- 
hour winds damaged facilities of 
the Fred Miller auction here last 
week when a quonset hut housing 
the auction was ripped from its 
moorings and carried about 30 feet 
onto a highway. 

The damage occurred during 
early morning hours. Miller esti- 
mated damages at about $7,000. 
One truck inside the building at 
the time of the squall was dam- 


A few short hours before the 
Miller crisis, three holdup men 
robbed Austin Sumerlin, manager 
of Seventh St. Auto Service, of 
about $170. Sumerlin’s place of bus- 
iness is only a few doors from 
Miller’s auction center. 


* . * 
Maurer Opens Parts Setup 
In Indianapolis 


INDIANAPOLIS.— The Dave 
Maurer used-car business has been 
expanded with the opening of a 
used-parts department at 744 W. 
Michigan St. The used-car business 
is operated at 919 N. Senate Ave. 

William Talbott will be in charge 
of the used-parts department. He 
plans to keep between 150 and 175 
cars on hand for wrecking pur- 
poses to supply the demand for 
used parts. 

In the expansion, Dave Maurer 
announced also that his brother, 
Mickey Maurer, also has entered 
the firm as a partner. Dave and 
Julius Maurer conduct the sales 
end of the business and Mickey 
has charge of the contract and 
title department. 

* * 7 


All Officers Reelected 


By Tidewater Assn. 


NORFOLK, Va.—All officers of 
the Tidewater Used Car Dealers 
Assn. have been reelected, it is an- 
nounced here. They are A. A. Pur- 
chase, president; D. M. Burlage, 
vice-president, and N. R. Miles, sec- 
retary and treasurer. 

The board of directors includes 
Purchase, Wallace Bowler, C. H. 


Boothe, E. H. Lawrence, N. C. De- | 


vane, G. W. Bratten and Calvin 
Sawyer. 
+ ce 
Alfke Again President 
Of Calgary Assn. 

CALGARY, Alta.—Ardmore Alfke, 
manager of Waldron’s used-car lot 
here, has been reelected president 
of the Calgary Used Car Dealers 
Assn. Bruce Speer was elected sec- 
retary and W. P. Laboret, treas- 
urer. 


Injured Employe Sues 
Hull-Dobbs for $177,365 


LOUISVILLE.—A $177,365 dam- 
age suit charging Hull-Dobbs, Inc. 
(Ford) with being “grossly negli- 
gent and careless” has been filed in 
circuit court here on behalf of Law- 
rence Nall, a mechanic for the firm. 


Nall, who has been hospitalized 
over a year, charged the company 
with negligence in allowing another 
employe to perform welding duties 
in the same garage where he was 
cleaning and adjusting a carburetor. 








ing 


ucts used by used-car dealers to 

tell their story in booths. 

is being given by 

NUCDA to some method of work- 

in a public relations angle 

through the book and the show. 
- + - 


Thought 


13-Year-Old Ford 


Brings $60 Over List 

TO —A 1986 Ford two- 
door sedan was sold for $660 to 
a Georgia dealer at a recent 
auction sale operated by Earl 
(Doc) Greiner on Telegraph road 
near here, just north of the 
Ohio-Michigan state line, 

Original cost of the car was 
less than $600. Greiner said that 
the unit was just like new, had 
16,000 actual miles on it and 
featured the original paint job, 
tires and a spare tire which had 
never been used. 





British Dealers 
Unite to Abolish 
Export Racket 


LONDON.—The British Motor 
Trade Assn. is tackling what 
threatens to become a major rac- 
ket—the domestic sale of British 
cars that were intended for export. 

The association reports that the 
racket is being operated on a large 
scale by black marketeers in this 
country, resulting in losses of thou- 
sands of pounds to the British Ex- 
chequer. 

However, Col. W, Adkins, deputy 
secretary of the association, pointed 
out: 
“The car crooks have made one 
big mistake. The stooges they have 
put up to take delivery of new 
cars ordered for overseas buyers 
have signed covenants not to resell 
within 12 months or remove the 
vehicle permanently from the 
United Kingdom. This has given the 
association the right of action. 

“We are going to bring the full 
rigor of this covenant down upon 
these people.” 


Firestone Progress 


HAMILTON, Ont.-—Firestone Tire 
& Rubber Co. of Canada, Ltd., an- 
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Atlanta, was 


BURKE'S FACILITIES IN ATLANTA—Burke Motor Co., 3167 Peachtree St. 
opened by Robert J. Burke, associated with Ford Motor for 20 years. In Buckhead, @ north 
side suburb, Burke's slogan is "Better Buy From Burke in Buckhead."' While a factory official 


he was connected with the Atlanta and Jacksonville plants. During the war he covered 14 
Western states as home office representative. Burke resigned as district manager of the 
Atlanta assembly plant to open the dealership. 


is now being erected. The project 


has been underway since last Oc- 
tober. 


nounces that a $1,000,000 addition 
to its plant here will be finished 
early in the spring. Steel structure 








What the people wanted... 






























@ Our people know instinctively what they 
want—what is best for them—and they have 
a persistent habit of getting it. 

One of the things the automobile-buying 
segment of our population agreed upon was 
the real need for better visibility. And today 
practically all new cars are equipped with 
larger vision panels. Wider windshields and 
bigger windows have become standard with 
most of them. 

When you select the Safety Glasses for 
your cars, it will be to your advantage to 
insist upon “Pittsburgh.” That will be your 
assurance of quality Safety Glasses . . . prod- 
ucts with a record of unexcelled service in the 
automobile and aviation industries. And 
Pittsburgh Safety Glasses have the support of 
car buyers and manufacturers alike. 


Now mass-produced in curved as well as 
flat panels, Pittsburgh Safety Glasses are 
available to fill your needs. So, whenever you 
have a problem of glass application in the 
design and construction of your automobiles, 
consult our Safety Glass specialists. There’s no 
obligation. Pittsburgh Plate Glass Company, 
2124-9 Grant Building, Pittsburgh 19, Pa. 


SEY CHASE vrs 


DUOLITE SAFETY WINDOW GLASS 


DUPLATE SAFETY PLATE GLASS : 


PITTS eek GH 
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CHEMICALS - BRUSHES - PLASTICS 
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There’s Still Room 
For Tax Cuts 


y George Deery 
one Editor 

OW, let’s take the case of the 

“inebriated taxpayer.” It would 
be a different nation if it were 
generally realized that “every man’s 
a taxpayer,” not a king. Then 
every man might balk at some of 
the things for which he is forced 
to fork over his money. 

But, back to the inebriated tax- 
payer, Like his counterpart in the 
bar, he has reached the errone- 
ous conclusion that “one more” 
won’t put too much of a dent in 
his purse, or his physical condi- 
tion. 

The continuity of the “one mores” 
brings on a spree, the like of which 
can be found only in the spending 
sprees of some of our government 
agencies. 

Too many of our “inebriated tax- 
payers” have reached that mellow 





mood that presages the “one more 
won’t hurt me” stage. 
+ . * 

UR case in point, the “one 

more,” is the flabby reasoning 

that since about 75 percent of the 

budget goes for defense, pensions 

and national debt, there is little 





Auto Stocks 
Feb.21 Feb. 14 


Chrysler .................. 52% 52% 
Crosley ................... 6% 6% 
General Motors .... 58% 59% 
PO, -oscicinccnew sce 9% 10 
Kaiser-Frazer ..... 6% 6% 
Nash -Kelvinator.. 138% 18% 
i 38% 38% 
Studebaker ............ 18 16% 
EY ani dicaseisiii 1% 1% 
Willys-Overland.... 6 6 
Average for — -—— 
10 Stocks .......... 17.61 17.61 





left to get excited “about in efforts 
to take the axe to certain tax 
policies. 

But, is there? No matter what 
the figure might be for the 
balance of the budget (it’s a sub- 
stantial one, which will be dis- 
cussed further on), such an atti- 
tude is fallacious. 

In the first place, it assumes that 
any amounts over those more-or- 
less fixed sums enumerated above, 
are just naturally necessary for the 
operation of the federal govern- 
ment. 

Secondly, such an attitude on 
the part of taxpayers encourages 
loose spending because Washington 
knows there will be little checking, 
or protest, on expenditures by that 
segment of the public resigned to 
“Well, what of it?” line. 

om * + 

|= remaining three-quarters is 

nearly $10 billion! If that figure 
and the possibilities of cutting ad- 
mitted waste in government do not 
impress sufficiently, we might re- 
call that Truman wants $4 billion 
more in taxes, 


ing that such is necessary (the 








majority of economists seriously 


Ten billion is quite a sum to take | 800d idea to strike out govern- 
a look into for tax cuts. Truman|™ental waste and inefficiency and 


wants a $4 billion tax boost. Grant- | Save this proposed additional sum? 








FORD DEALERS ViSIT NEWSPAPER PLANT—More than 200 dealers and Ford factory per- 
sonnel, Seattle district, attended the dealer meeting held in the new Post-Intelligencer 
$3,000,000 building, alongside the new I6-unit printing press. Dealers were present from 
Oregon, Idaho, Montana and Washington. Walter C. Patterson, district manager, presided 
and conducted the open forum with the keynote: ‘Something new and something different." 





lion, even if our “inebriated tax- 
payer” isn’t seeing double yet. 

Tax boosts, or failures to cut the 
existing high schedules, mean that 
everyone will continue to pay, be- 
cause these levies are added to the 
price of goods. The business firms 
make no bones about admitting 
that taxes are added to the price, 
not taken out of corporate reserves 
or earnings. 

When will taxpayers realize this 
and act accordingly? 

+ + * 


Shortside Rises 
HRYSLER, General Motors and 
Nash _ registered substantial 
gains in the list of short holdings 
released by the New York Stock 

Exchange Feb. 15. 

Noticeably lacking from the most 
recent tabulation were heavy posi- 
tions in some of the leading oils 
which, on and off for the past sev- 
eral months, have been frequent in 
the monthly report on extension or 


doubt its need), wouldn’t it be a 








After that there might be room, 
too, for more Cuts in the $10 bil- 





MORE MILES! After 26,007 miles of hard 

» service, this B. F. Goodrich Silvertown 
still has ‘plenty of good tread left’’ writes 
Dr. H. C. Baumann of Pottstown, Pa. The 
BFG tread lasts longer because it’s wider, 
more level. Greater contact with the road 
surface means slower, more even wear. 


MORECOMFORT! Truly ial addilieane. 
« ice’, writes W. T. Sherrin of Greenwich, 


MORE SAFETY! T. F. Clifford, Westfield, 
« Mass., has driven 44,000 miles on his BFG 


N. Y., who has driven 


Silvertowns 43,519 miles. That remarkable 
service includes more comfort, proved by rid- 
ing tests that show BFG tires ride smoother 
than other regular tires. 


tires. Allsafe miles too, thanks to the stronger, 
bruise-resisting tire body. You get more with 
BFG tires because B. F. Goodrich research 
— now backed by industry's greatest Re- 
search Center—keeps them ahead of the times. 


his B. F. Goodrich 


get more miles because Fiesearch Aegps 


B.EGoodrich 


B. F.G. MUD-SNOW 


Best traction 


all 
a 


si 


ASK YOUR B.F. GOODRICH SALESMAN TO TELL YOU HOW HANDLING B.F.GOODRICH TIRES CAN PAY YOU EXTRA PROFITS! 


B. F. G. SILVERTOWN 


Sit tn 


Cm aL 


B. F. G. EXTRA-CUSHION 


Feubber 


tam Osa te) 1 


Smee Highest quality 








lessening of the short lines. 

Gulf, however, chalked up a 
short drop to 800 shares from the 
3,010 shares credited to it Jan. 15. 
Goodrich just about held its own, 
showing 5,382 shares on Feb, 15, 
against 5,260 at the middle of 
January. 

General Motors’ position went up 
to 35,890 on Feb. 15 from 27,286 in 
the first 1949 report, Chrysler to 
27,494 from 21,939, and Nash to 7,175 
from 2,025. The range in Hudson 
during the same period was to 6,959 
from 6,205. 

+ . . 

HE boost in the shortside in the 

above motors was consistent 
with the general picture on Feb. 15, 
which showed a rise of 166,689 
shares to 1,220,286. 

While the recorded short lines 
indicate that some buyers look 
for drops in the value of certain 
issues, they also point up the con- 
clusion of another school of in- 
vesting thought: 

It is that when, as, and if the 
shorts are forced to cover there will 
be buying demand in the issues in 
which they anticipate a decline in 
price, 


Ford Resumes 
Training for 


College Grads 


DEARBORN.—The third class of 
the Ford field training program- 
a two-year course to acquaint se- 
lected college graduates with opera- 
tions of Ford Motor and prepare 
them for a future with the com- 
pany—has started. The class of 24 
represents 17 different colleges and 
universities and 16 states. 

The first class of 22 entered the 
program a year ago. They spent 
the past year working in the vari- 
ous manufacturing operations at the 
Rouge plant. 

For the next year, they will con- 
centrate on operations of such 
company divisions as legal, finance, 
industrial relations, engineering, 
purchasing and sales and adver- 
tising. A second class of 23 began 
work in July, 1948. 

Applicants for the course are 
screened by company officials, who 
study their college records, bot" 
scholastic and extra-curricular, and 
work experience. 








AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensi\¢ 
method of reaching the men who wa! 
what you have or have what you wan:: 
See the back pages of this issue, 
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Cuts office costs for Auto Dealers 


No one knows better than an automobile dealer that 
horse-and-buggy methods are a relic of the past. And yet, not 
every dealer realizes that the one sound answer to today’s high 
cost of “hand” accounting is mechanized accounting. 


A Modern National Mechanized Accounting System cuts office costs, because it . . . 


@ eliminates duplication of rec- 
ord keeping. 
@ processes and balances sum- 
maries with speed, accuracy, and 
control . . . with each line of 
posting mechanically proved. 
@ keeps customers’ statements 
osted to date... ready for mail- 
ing on the first day of the month. 
@ produces vendors’ checks, with 
up-to-date remittance statements 
. ready for mailing any time 
during the month. 


@ keeps sales journals up-to-date 
and in balance . . . with figures 
on sales and cost of sales always 
available. 


@ facilitates month-end closing, 
and the preparation of the finan- 
cial statement, with speed and 
accuracy. 


@ provides daily operating fig- 
ures . . . always available and 
ready for management. 


National has a complete mechanized accounting system for automobile 


dealers, large and small. Ask your local National representative 


analyst—to discuss with you the many advantages of this modern, stream- 


lined accounting system. Ask him to show you a copy of the “Complete 


Accounting System for Auto Dealers” (shown at left). He will be glad to 


explain how this system reduces overhead and 
increases profits. Or, write to The National 


Cash Register Company, Dayton 9, Ohio. 


CASH REGISTER COMPANY 


a systems 
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Dealers Urged to Back 
May Safety Program 


HIN the next two months 
dealers in the automotive and 
allied industries will be encouraged 
to assist in the promotion of the 
National Safety Council’s May 
“Operation Safe- 
ty” program. 
The program 
will feature the 
slogan, “To Check 
Accidents, Double 
Check Your Car.” 
© Stress will be put 
on the need for 
safe mechanical condition of ve- 
hicles and good driving practices. 
“Operation Safety” kits of ma- 
terials for use in the promotion 
of the May program will be made 
available to all state committee 
chairmen and state automobile 
dealers association managers 
after March 1, according to the 





Highway Safety 


The May kit contains suggested 
news releases, radio scripts, spot 
announcements, suggested outdoor 
poster designs, handout leaflets and 
other program aids. 

* * of 
Wate aTED industry sup- 
port of this activity was 
pledged at a meeting of augomo- 
bile and tire company service man- 
agers Dec, 15 in Detroit. 

Cosponsors with the IHSC for 
this activity are the U. S. Junior 
Chamber of Commerce, cooperat- 
ing through its local units, and the 
Automotive Exhaust Research In- 
stitute. 

M. R. Darlington jr., managing 
director of the THSC, is sub-com- 
mittee chairman for the May pro- 
gram, while George F. Zeismer, 


Inter-Industry 
Committee. 


NADA president, is serving as a 
committee member. 

Theme for the April “Operation 
Safety” program is “It Can Happen 
to You” and the April slogan is 
“Your Life Is in YOUR Hands.” 

The April program emphasizes 
law observance, consideration for 
others, driving skill and common 
sense caution as elements of per- 
sonal responsibility for _ traffic 
safety. 


Part ot New Code 
In Texas Ruled 


Unconstitutional 


Part of the new uniform traffic 
code of Texas has been ruled un- 
constitutional by the state’s court 
of criminal appeals, 

The court said the section of 
the code authorizing prosecutions 
merely for driving “without due 
caution or circumspection” was un- 
constitutional. 

It pointed out, however, that its 
ruling does not apply to the entire 
reckless-driving provision of the 
code nor even to the “due caution” 
section when it is coupled with 








THIS IS WEIL & SCOTT BROS.’ NEW eee oes ie 1ttl Cathedral 


+t re an investment of about 


$300, firm has been a 


Nash dealership 


since 1936. The building has a total floor space, ‘including the park roof which is reached 
by a ramp, of over 36,000 square feet, and provides facilities for the servicing of about 45 


cars at one time. 
and Maryland Ave. 


and showers for employes, and a customers’ lounge, 
equipment, modern wash racks, automatic and electrically operated doors. 
of structural steel to accommodate two additional floors. 


straightenin 
Foundation 4s 


other provisions dealing with wil- 
fulness and disregard for the rights 
of safety or property of others. 
“Criminal prosecutions for mere 
negligent acts have not been au- 
thorized because of the require- 
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EARNING POWER 


Here’s a man who knows the automotive service 
business! Every day he helps to make it more 
profitable for both owners and mechanics! He’s 
your Sun Man, a neighbor and one of the 400 
Sun Representatives who cover the nation from 
coast-to-coast. He’s a mighty good man to know 
...in more ways than one. Here are three ways 


2. Increase Mechanics’ Skill 


Sun Training, conducted by your Sun Man, will bring the most 
modern methods of diagnosis to everyone in your shop. New 
° mechanics and old timers will learn how to cut service time and 
insure greater accuracy... how to increase their earnings as well as 
shop profits. Ask your Sun Man to schedule Sun Training in your 


shop. There is no cost or obligation! 





6327 AVONDALE AVENUE 





0 your 


i Improve Sales Methods 


Today’s conditions call for modern sales meth- 
ods! Your Sun Man is well versed in methods 
used by the nation’s leading shops. He will be 
glad to show you what modern methods of Sun 
Diagnosis can do for you in dollars and cents. i 
Your Sun Man will not only show you how... 
he will help you do it. You pay nothing for 
these Sun Services... they are available to a// 
owners of Sun Diagnosis equipment. Whether 
you own Sun equipment or not, your Sun Man 
will call and show you how owners and 
mechanics can increase their earning power! 


S ttt wiser CORPORATION 


CHICAGO 31, ILLINOIS 





he can help you: 


Catalog. 
ing Power. 


| 








Mail this 


coupon TOD AY 


Sun Electric Corporation 
6327 Avondale Ave., Chicago 31, Illinois 
Have my local Sun Man call and bring a com- 
plimentary copy of the new, illustrated Sun 


i'd like more information on the 3 
Important Ways Sun Can Help Increase Earn- 


II. oo in we waemen 


inks 05 NR cin pcan bdinebcn wanes’ Sino a 
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SUN MAN .. 
NCREASE 


I. Secure Modern Equipment 


Improved testing equipment may be your answer to 
selling better repair service at greater shop profit. Per- 
haps the solution to your problem lies in the adoption 
of improved methods of using testing equipment. Your 
local Sun Man stands ready to study your particular 
problems and put to work for you Sun's experience with 
thousands of successful shops! 











For customer convenience, it has service entrances on both Cathedral St. 
Features include twin-post lifts, rotating lubrication lifts, locker room 


latest l-alignment and frame- 


ment of definiteness in criminal] 
statutes,” the court said. 


“We are constrained to agree that 
in so far as the statute authorizes 
prosecutions merely for the driving 
of an automobile upon a public 
highway of this state ‘without due 
caution or circumspection,’ it is 
vague and indefinite and falls with- 
in the condemnation of statutory 
and constitutional guarantees.” 


N. J. Death Toll 


Lowest Since ’22 


Dropping to their lowest level in 
26 years, traffic fatalities in New 
Jersey last year totaled 597, accord- 
ing to State Motor Vehicle Director 
Arthur W. Magee. 


The 1948 total was 6 percent be- 
low that of the preceding year and 
was the lowest death toll on New 
Jersey highways and streets since 
1922, when traffic fatalities num- 
bered 527. 


Magee pointed out, however, that 
26 years ago there were only one- 
third as many motor vehicles and 
one-fourth as many drivers as there 
are in the state today. 

eo 7” * 
Government Publishes 
Highway Statistics 

The Public Roads Administration 
has issued “Highway Statistics, 
1947,” the third of a series of bul- 
letins presenting annual statistical 
and analytical tables of general 
interest on the subjects of motor 
fuel, motor vehicles, state highway- 
user taxes, state highway financing 
and highway mileage. 


The bulletin, plus others of the 
same type for 1945 and 1946 and a 
summary to 1945, are available 
from the Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, Prices range 
from 35 to 50 cents for the booklets. 





Safety Events 


Feb. 28-March 4— Milwaukee. 
Teacher training institute at 
Marquette University. 


Feb. 28-March 4—Portiand, Ore. 
Fleet supervisor training 
course at Oregon State college. 


March 6-8—Tampa, Fla. (Hills- 
boro hotel). Tenth annual 
Southern safety conference. 


March 14-15—Boston. 28th an- 
nual Massachusetts safety 
conference. 


March 18—Washington (Statler 
hotel). Annual meeting, Na- 
tional Committee for Traffic 
Safety. 

March 21-25—Raleigh, N. C. 
Fleet supervisor training 
course at North Carolina State 
college. 


March 21-25—Americus, Ga. 
Teacher training institute. 


March 28-Apr. 1—Valley City, N. 
D. Teacher training institute 
at State Teachers college. 


March 28-Apr. 1— Gainesville, 
Fla. Fleet supervisor training 
course at Florida University. 

March 28-Apr. 1—Charleston, 8. 
©. Teacher training institute 
at South Carolina University. 

March 29-Apr. 1—New York. 


19th annual Greater New York 
safety convention. 
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Always remember your A.B.C. . . . The Audit 
Bureau of Circulations is the foundation of America’s system 
of mass distribution through advertising. 





@ When the A.B.C. was organized in 1914, 
“multiple readership” and “‘secondary circu- 
lation’? were entrenched in the mental pro- 
cesses of many publishers and circulation 
managers—although harassed advertisers and 
space buyers used different language to de- 
scribe unsupported circulation claims. 


Then A.B.C. curbed “creative” imagina- 
tions, established verified value with audits of 
actual copies sold. On this businesslike basis, 
advertising flourished, but now—after a long 
generation—the soothsayers and palm readers 
are again on the loose . . . Don’t forget your 
A.B.C.! 

In The American Weekly your advertising 
goes into 9,410,561 homes from coast to coast 
—through 20 great Sunday newspapers whose 


circulations are audited by the A.B.C.—the 
largest audited circulation offered by any 
magazine in the world . . . and at the lowest 


cost, as shown below: 
Latest Cost per color 

audited page per thou- 

circulation sand circulation 


The American Weekly . 9,410,561 $2.36 
Ss 6a arate © <.% 5,446,089 4.50 
Saturday Evening Post . 3,923,606 4.08 
Ce 6 6 @ 6:4 4.0 0 2,899,175 3.88 
Dt. i» © «qrkialece « ¢ 2,912,689 4.12 


Stick to your A.B.C. for quantity of audited cir- 
culation, but look to editorial performance for 
intensity of readership and interest. 


The American Weekly is edited for the millions 
—with a range of subjects covering the 12 great 
basic human interests, from love, sex, romance, 
mystery, and tragedy, through science, education, 
history, health, and religion. A recent series of 
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ae ‘ln one short trip through the park, ovr Professor ey J 
| added twenty readers fo our great and growing Siesta Circulation /” i 7 





double-spread articles on old California Missions 
brought this request from a great church leader 
in Chicago: — 

“The series of California Mission stories, illustrated 
by Dean Cornwell, has particular significance to our 
organization, which is named after the illustrious Father 
Serra who founded these missions. We would like to 
have two copies of each suitable for framing.” 

And here is still another, from the Vice Presi- 
dent of an armored express company: — 

“In your issue of November 14, 1948, appeared an 
article headed: ‘New Look for ‘Crooks—they wear outfits 
that fool their victims.’ We would like permission to 
send copies of this warning to all our customers.” 

But The American Weekly is not primarily 
devoted to either religion or crime fighting. 
Each and every issue is edited for, and appeals 
to, the millions—9,410,561 A.B.C. circulation. 


THE AMERICAN 
‘cmt \ \\/EEKLY 


in the World 
‘‘A Hearst Publication’ 
MAIN OFFICE: 63 VESEY STREET, NEW YORK 7, N * 














BUILT OVER SLAVE CELLARS—When Illingworth-Bailey Corp. (Pontiac), Syracuse, N. Y., 


started excavation for its new quarters, E Genessee St. and S. McBride, it discovered 
-* round quarters used for slaves. The dealership is headed by Leonard C. Illingworth 
nd William a Bailey. 





AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an estimated more than 100,000 readers weekly! 



















ASHTABULA, OHIO 





Ashtabula’s fine quality leathers adorn most 
of the motor cars of distinction and impart a sense 
of luxuriousness, in good taste, to environments 
furnished with furniture upholstered in leather. 
The heritage of Ashtabula leather makers 
continues to inspire and guide the tanners of today. 


JASHTABULA HIDE AND LEATHER CO. 


anufacturer of Fine Quality Russet and Finished Leather 
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Affecting Factories and Dealers... 
Auto Advertising 


Color spreads will appear 
in all major magazines. 


By Jim White 


Associate Editor 


Plymouth division’s introduction 
of its 1949 line of models on March 
18 will be preceded by teaser adver- 
tising copy appearing in regular 
newspapers having a countrywide 
total circulation of approximately 
51 million, it was announced last 
week by the company. 

Other mediums will include large- 
scale radio spot coverage before 
and during introduction week and 
liberal use of billboards and color 


posters. 


Local merchandising aids _ will 
include an unusual window display 
wherein a 1949 model will be as- 
sembled day-by-day for completion 
March 18. 

* we + 


Pontiac’s Three-Pager 
Pontiac’s one-shot, three-page 
color advertisement in Life, Col- 
lier’s, The Saturday Evening Post 
and Automotive News is believed to 
be the largest single national ad- 


ASHTABULA 
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Herbert P. Kidner, 
Superintendent Dry Side 


Thomos H. Maynard, 
Superintendent Wet Side 


BOD ciininistigieph des aie tiscies ies did cas cuadh dsstgiobansinccclh thdbaiabie stat cke 


Hide and Leather Company’s 
Leadership in Fine Quality 


UPHOLSTERING LEATHERS 


@ This leadership is maintained by 
tanners who undeviatingly adhere to the standards, 
and practice the skills, that they were taught, 
as a father teaches a son, throughout Ashtabula’s 
70 years of leather making. 


This leadership in the making of fine quality 
leathers is recognized and appreciated by the leaders 
in the automobile industry and by the leading 
manufacturers of pleasurecraft, buses, aircraft, 
dining car and club furniture and travel luggage. 






New York, N.Y. 












Maurice C. Howe, 
Vice President 



















(Please attach to your letterhead) 
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vertisement by a single manufac- 
turer in the history of the autcmo- 
bile industry. 

Only once before has an au‘o- 
mobile manufacturer taken three 
pages in this manner; that was in 
1928 when General Motors rai a 
piece covering all its divisions. 


The idea for the ad is said to 
have originated with Harry J. Klin- 
gler, general manager of the divi- 
sion. Cost for the one-shot try in 
one magazine alone was placed at 
$75,000. 


Hopes High for Hillman 


The recent launching of the Hill- 
man Minx into the American for- 
eign car market marked the begin- 
ning of one of the largest foreign 
car advertising campaigns in U.S. 
history. 

The Minx is expected by its crea- 
tors to capture 20,000 of the esti- 
mated 40,000 foreign car sales in 
America this year. It will sell at 
about $1,898 on seaboard and pro- 
portionately higher inland. Dealer- 
ships are being spotted across the 
country. Anderson, Davis & Platte, 
New York, handles the account. 

* * «¢ 


$2 Million on Tractors 


The Dearborn Motors Corp., 
Detroit, manufacturers of Ford 
tractors and Dearborn farm 
equipment, plans to spend over 
$2 million on advertising and 
sales promotion this year, it is 
announced. Meldrum & Fewsmith, 
Detroit, handles the account. 

Part of the $2 million will be 
used for a greatly expanded co- 
operative advertising program 
with local dealers, it was said. A 
series of red-and-black double- 
spreads in four leading farm 
journals heads the campaign. Ads 
will also appear in other local 
and specialized farm magazines, 
it was added. 


* * * 


The McCahill Story 


An eight-page mailer has been 
prepared by Mechanix Illustrated 
to tell the story of Tom McCahill, 
the auto industry’s one-man bureau 
of standards. 

The mailer tells of McCahill’s ex- 
periences as unofficial tester of all 
makes of cars and of his lengthy 
association with things automotive. 


* * * 


Sharpened Up 


Lincoln and Mercury sales mes- 
sages for the first quarter of 1948 


| have been sharpened and the theme 


broadened to include specific fea- 
tures and advantages found in the 
it is announced by the divi- 
sion. 

Four-color page ads will appear 
in national magazines having over 
11,500,000 circulation to point up 
such features as supreme road- 
ability, wonderful visibility, pick- 
up, economy and styling. The ads 
will appear in SEP, Life, Time 
and Newsweek. Kenyon & Eck- 
hardt handles. 


* * - 


Names 
Jack V. Shippee has been named 


| to head up the Kansas City offices 


of J. Walter Thompson Co.. where 
he will act as advisor on all Ford 
dealer accounts throughout the en- 
tire 10-state Southwest region. 


At the same time, Ray A. Lewis 
was named to succeed Shippee in 
Houston. He will serve Ford dealer 
advertising in Houston, New Or- 
leans, Mississippi and Alabama. 


William Laurie jr. and Lou Allen 
Maxon have been named as direc- 
tors by Maxon, Inc., Detroit. Laurie 
is a vice-president and account 
executive and Maxon is on the 
agency’s merchandising staff. 


Elias B. Baker has joined the 
Philadelphia staff of U. 8S. News & 
World Report. He was formerly 
associated with Gray & Rogers 
Philadelphia. 


R. M. Hood has been appointed 
advertising and sales promotion 


|}manager of Gillette tires division. 
|United States Rubber Co. He suc- 


ceeds Leon Sklarz jr., who has been 
transferred to the U. S. Tires di- 


>| vision. 


Ken W. Purdy has been named 
as editor of True, The Man’s M.a8- 
azine. He resigned as editor of 
Parade, the Sunday supplemen'‘, to 
join True. 
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> [THIS ONE MAGAZINE GIVES YOU MORE 
y/\\ READERS IN THE SOUTHS GREATEST 
MARKET THAN THE 8 LARGEST 
NATIONAL PERIODICALG COMBINED / 










860 OUT OF EVERY 
1000 NEW ORLEANS FAMILIES 
READ THE TIMES-PICAYUNE 
SUNDAY ROTO MAGAZINE 






. . « Only 5 out of every 1,000 New Orleans families are reached by the Big 3 syndicated 
Sunday Supplements ... American Weekly, This Week and Parade. 


. « » Only 218 out of every 1,000 New Orleans families are reached by the Big 3 of the 
Weekly Magazines ... Life, Saturday Evening Post and Colliers. 


. « « Only 236 out of every 1,000 New Orleans families are reached by the Big 4 of the 
Women's Magazines ... Ladies Home Journal, McCall's, Woman's Home Companion and 
Good Housekeeping. ; 

. « » Only 73 out of every 1,000 New Orleans families are reached by the Big 4 of the 
Shelter Group Magazines... Better Homes and Gardens, American Home, House & Garden 
and House Beautiful. 

The combined circulation of the above Magazines, plus Cosmopolitan, American, Red Book 
and True Story, represent 741 copies per 1,000 families in New Orleans, or only about one- 
third of the average for first 50 Metropolitan areas! 


The Times-Picayune States Roto Magazine ALONE reached 860 unduplicated fami- 
lies out of every 1000 in metropolitan New Orleans. Add this powerful medium to 
your advertising schedule and you add the rich New Orleans Market to your sales 
potential. Monotone, Spot, Duotone and full color at a rate comparable to or lower 
than each of the magazine groups. 


The Times-Picayune States Roto Magazine 


has 40 equal for productiveness and family 


coverage in the South’s Greatest Market 


v New Okeata TIMES: 
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% MORNING e : ) EVENING 
OWNING AND OPERATING RADIO STATIONS WTPS AND WTPS FM — REPRESENTATIVES: JANN & KELLEY. INC. 





Dealer 


Stevens Elected President 
Of Winston-Salem Assn. 


W. H. Stevens of H & H Motor 
Co. has been elected president of 
the Winston-Salem (N. C.) Auto- 
mobile Dealers Assn. M. 8S. Hiatt 
of Hiatt’s, Inc., was chosen vice- 
president, and R. E. L. Morefield 
jr. of Modern Chevrolet Co. was 
named secretary-treasurer. 

Elected directors were E. N. 
Vaughn, Auto Repair & Sales; M. 
D. West, West Motor Sales; J. E. 
Dodge, Forsyth Motor Co., and F. 
J. DeTamble, Twin City Motors. 

* > * 
Cooke Motors in Toronto 


Distributor for Nuffield 

James L. Cooke Motors, Ltd., 
2489 Bloor St. West, Toronto, has 
been appointed Ontario distributor 
for Nuffield Exports, Ltd., Oxford, 
England. Showrooms opened Feb. 
5 at Toronto, with the Morris Ox- 
ford on display. 

The Morris Minor is to be shown 
soon, company announces, and will 
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Doings 


sell in Canada for $1,595 delivered. 
Among other Morris models and 
equipment to be handled by the 
company are the Imperial Six, 
Wolseley, Riley, Tourer and Midget 
passenger cars, the Morris commer- 
cial cars and Morris marine en- 
gines. 
* * os 


Lester Is Named President 


Of Allegany (N. Y.) Dealers 

Pat Lester was elected president 
of the Allegany County (N. Y.) 
Automobile Dealers Assn. at a re- 
cent meeting Held at Wellsville, 
N. Y. 


Donald Witherell was chosen 
vice-president and Donald Dwyer 
was reelected secretary-treasurer. 

+ * > 


Propst Buys Out Dollefield 


In Oregon Nash Firm 


E. ©. Propst has announced 
his purchase of the interests of 
Henry A. Dollefield in the firm 
of Propst & Dollefield (Nash), 
Portland, Ore. The name has 









ings. One is very, very tall. One is 
medium height. One sits close to 
the ground. 


But, as different as these buildings 
oppear, they are really all alike. 
Yes, sir, really all alike—because 
they ore HOME buildings. 


been changed to Propst Motors. | 
It is also announced that Nor- | 


man Sheldon is assistant man- 
ager. Sheldon has been with the 
Pennzoil Co. since 1938 and for- 
merly held a Ford franchise in 
Los Angeles. 

+ * * 

Schroeder Heads Up Firm 
Of August Ebke (Willys) 

George L. Schroeder has been ap- 
pointed general manager of August 
Ebke, Inc. (Wil- 
lys), Buffalo, it is 
announced by Au- 
gust Ebke, presi- 
dent. 


firm for nine 
years and is from 
Hamburg, N. Y. 
He has been in 
charge of sales 
during the past 
three years. 

* * * 


Studebaker Detroit Deal 


Purchased by Murphy 
Desmond P. Murphy announces 
he has purchased Nagel Motor 
Sales, Inc. (Studebaker), 12151 
Grand River Ave., Detroit. The 





G, Schroeder 


| 


concern will be renamed Murphy 
Motor Sales. 

For the last 16 years Murphy has 
been a partner in Stotts & Murphy 
(Studebaker), 12300 E. Jefferson 
Ave., Detroit. He is a director of 
the Detroit Auto Dealers Assn. 

* a * 


Biemiller Motors (Chrysler) 


Completes Plant Expansion 


A $60,000 improvement and ex- 
pansion program has been com- 








Ano that gives the business executive something to 
think about. For these HOME structures are a major fac- 
tor in the SALES structure of any Chicago marketing 


plan. 










It takes a lot o’ buyin’ to keep good HOMES a-goin'! And big scale sales success 
depends upon getting into these HOMES — these good HOMES — with what you 
have to say about your product. 


I T'S a break for advertisers that Chicago has a news- 
paper like the Daily News. It is welcomed every week- 
day evening to the HOMES of the kind of people who 
have the desires to buy and the means to buy as well. 


Tre Daily News auvdience—its million reader-friends—are rated by many an 
advertiser as Chicago’s most IMPORTANT million consumers. That verdict comes 
from time-ripened experience, confirming the fact that it takes o lot o’ buyin’ to 
keep good HOMES a-goin'! 






CHICAGO'S Leading Newspaper 


in AUTOMOTIVE LINAGE in 1948 


Morning, Evening or Sunday 






CHICAGO DAILY NEWS 


For 73 Years Chicago’s HOME Newspaper 
JOHN S. KNIGHT, Publisher 


DAILY NEWS PLAZA: 400 W. Madison Street, CHICAGO. Offices in New York, Detroit, Miami, Los Angeles 









IN PACIFIC NORTHWEST—Andresen Motor Co. (DeSoto) is at 4019 W. Alaska St., Seattle 
Schroeder has} It calls attention to emphasis on parts and accessories by a sign the same size as those 
been with the) for the dealership's name and the franchise. 


pleted by Biemiller Motors, 
(Chrysler), Baltimore. 

The new additions provide an 
extra 4,200 square feet, five twin- 
post lifts, a front-end and wheel 
alignment unit and other service 
units. George Buffington has been 
named parts manager. 

* * a 


Dealer Donor 
Spencer Pays Off Winners 
Of Radio Quiz 

Two winners of prizes on the 
“Hit the Jackpot” radio program 
have received their awards from 
Paul Helmcamp, vice-president of 
Spencer Motors (DeSoto), San An- 
tonio. 

Mrs. Hulda Wilbert, 2113 Santa 
Monica St., won a movie outfit 
worth $293. 

M/Sgt. Richard Cullen of Fort 
Sam Houston received a gold wrist 
watch. 


Inc. 


* * * 
Former Factory Men Open 


Another Dallas Buick Deal 


The second Buick dealership in 
Dallas, Strayhorn-Lacy Buick Co., 
has opened at 606 N. Edgefield 
St. in temporary quarters pend- 
ing the erection of a modern new 


t. 

Strayhorn has been connected 
with the Buick division of Gen- 
eral Motors 25 years, the last 15 
as Buick zone manager in Dallas. 
Lacey has been with Buick for 
28 years, serving at one time as 
assistant Dallas zone manager. 


Boyson Named Manager 


Of Van Etta Motors 


Advancement of Edward M. Boy- 
son to general manager of Van 
Etta Motors (Lincoln - Mercury), 
San Francisco, was announced by 
Edward E. Lowery, president. Mov- 
ing up to take Boyson’s former po- 
sition as used-car manager is Alan 
L. Kreuzberger. 

Lowery, in announcing the ap- 
pointment, said his firm was gird- 
ing itself for a continued expan- 
sion of sales volume to top the 
previously set record of $1,000,000 
in new and used-car sales recently 
established for a 30-day period. 

od * 7 


Thad Felton (Ford) Plant 
Underway at Baytown, Tex. 


Construction of a new Ford deal- 
ership for Thad Felton, Baytown, 


| Tex., has been started on W. Texas 
| Ave. The new building is expected 


to cost about $150,000. 
The building will be of steel 


|frame construction with masonry 


walls and steel roof trusses. The 
exterior will be of concrete, tile, 
brick, stucco, plate glass, alum- 
inum, and stone. 

* oe * 


Knoxville Mack Firm 


Under New Management 


Mack Distributors, Inc., Knox- 
ville, Tenn., has been announced 
as under new ownership, Lambert 
Bros., Inc. 

Earl E. Holt is service foreman, 
J. Herbert Stamps is general man- 
ager and R. C. Hiskman is parts 
and service manager. 

* * 


* 
Capital City Motors 

A state charter has been issued 
to Capital City Motors, Inc., Spring- 
field, Ill. Capitalization is set at 
10,000 shares of common stock with 
a par value of $10. Incorporators 
are A. C. Burger, Imogene Burger 
and J. T. Eversole. 


* a * 
John Welch has joined the stuff 
of Jensen, Inc. 
Hartford, Conn. 


(Chrysler), West 
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Dealer Doings 





Florida Motors (Pontiac) 
Opens in Ft. Lauderdale 


Florida Motors (Pontiac) 
opened new showrooms at 500 N. 
Federal Highway, Ft. Lauderdale, 
Fla. Complete service and repair 
facilities and a separate used-car 
department are included. 

Everette Beaty is general man- 
ager; L. C. Ferguson is president; 
Bud Howell is sales manager, and 
Bill Trahan is service manager. 

= * * 


Roehr Named Reo Dealer 


At Russell, Kans. 

Roehr Implement Co., Russell, 
Kans., has been appointed a Reo 
truck dealer. 

The implement firm will also 
handle the servicing of trucks. 

2 = 


Quality Motors (Oldsmobile ) 


Moves to New Location 

Quality Motors Garage (Oldsmo- 
bile), Lake City, Minn., has moved 
from its former N. Washington 
Ave. location to a new building at 
N. Lakeshore Drive. 

The dealership is managed by 
Cecil and George Herron. 

* * * 


O’Dea Reports Enlargement 
Of Detroit Studebaker Outlet 





Extensive alterations have been 
completed at James M. “Pat” 
O’Dea, Inc. (Studebaker), Detroit, 
of which James 
M. “Pat” O’Dea 
is president, cov- 
ering additional 
space to exhibit 
Studebaker cars 
and trucks. 

The building at 
12345 Woodward 
Ave., which was 
purchased by 
O’Dea in 1942, 
covers 52,000 
square feet with 
a frontage of 130 feet. Associated 
with O’Dea is Florence M. Ulrich, 
secretary-treasurer; James A. Kel- 
ly, sales manager; R. J. A. Mc- 
Cleery, office manager; Richard J. 
Niemer, parts manager, and Ed- 
ward A. Emig, general service 
manager. 





“Pat” O’Dea 


* * * 


Hess Elected President 


Of Ohio Dealer Group 


Harold Hess of Hess Automo- 
bile Agency, Xenia, O., has been 
elected president of the Greene 
County Automobile Dealers Assn. 
Other officers are Walter Cum- 

Cedarville, vice-president, 
and D. C. Anderson, Chenoweth 
Motor Co., Xenia, secretary-treas- 
urer. 

Lynn Murray, secretary of the 
Dayton Automobile Dealers Assn., 
spoke at the election meeting. 


* * * 
Ray Rixman Completes 
New Plant in St. Louis 


A new sales and service building 
at 7916 N. Broadway, St. Louis, 
has been completed for Ray Rix- 
man, Inc. (Dodge). 


The property has 22,000 square 
feet of space, with service facili- 
ties for both passenger vehicles 
and trucks. Grease-resistant con- 
crete floor and specially designed 
waste trenches combine with white 
tile walls to keep the service area 


clean, 
7 * + 


Simpson Opens New Home 


In Oklahoma City 


Simpson Auto Co, (Ford) held 
open house in its new Oklahoma 
City dealership. The occasion also 
marked the firm’s introduction of 
British-made Fords in the area. O. 
L. Simpson and W. G, Horton own 


the firm. 
~*~ 7. + 


West Coast Dealers Named 
Officers of Civic Group 
_Two prominent Southern Califor- | 
nia automobile dealers and local 
civic leaders have been installed as 
1949 officers of the Santa Monica- 
Ocean Park chamber of commerce, 
At a formal induction ceremonial, 
Tom Lynch, Santa Monica Lincoln- 
Mercury dealer, was sworn in as 
first vice-president, a position for- 
merly occupied by Link Anderson, 
Pontiac-GMC truck dealer, who 





was seated as one of the chamber’s 


directors. 
* + * 


has| Williams and Storey Head 


Cuyahoga Falls Dealership 


Falls Motors, Inc. (Hudson), Cu- | 


yahoga Falls, O., is now headed by 
Bob Williams and Aaron Storey. 
A franchise was granted to them 
a short time ago. 
* *k * 


Clarke-Moffatt Opening 


Celebrated in Toronto 

Clarke - Moffatt Motors, Ltd. 
(Ford-Monarch), held open house 
to celebrate the opening of its 
new showrooms and service cen- 
ter at 895 Millwood Rd., Toronto, 
Ont. 

The company’s new quarters 














= it as 


GRIMES MOTOR CO., MONTGOMERY, ALA.—This Ford dealership recently opened its 
new truck headquarters at Bell and Holt Sts., especially designed for truck maintenance. 
The structure contains 14 work stalls 14 feet wide, 14 feet high and 40 feet deep. Front | 
apron and work stall space cover more than 20,000 square feet. The service center is 
equipped with the latest in heavy duty equipment, such as 25,000-pound hydraulic lifts. 
Grease pits are constructed to lubricate tractor and trailer as one unit. Ray Campbell is 
service superintendent. 


burg, Pa., has been renamed a 
member of the board of pardon in- 
street, and modern service center | spectors by Dauphin county com- 
forming main part of the build- | missioners. 

ing. Ronald Clarke is president a es. Oe 

and Alex Moffatt vice-president 
of the outlet. 


* * + 


are ultra-modern in architecture, 
with fully-exposed showrooms on 





Ferman Wins Jay Cee Award 
As Outstanding Citizen 


Selection as Tampa’s “Outstand- 
ing Young Man in 1948” has been 
accorded James L. Ferman, secre- 


Snyder Reappointed 


Louis 8S. Snyder, president of 
Warner Motors (DeSoto), Harris- 





for the finest carburetion 


ECLIPSE-MACHINE DIVISION OF » 
© Standard Equipment Sales: Elmira, N. Y. 


© Service Sales: South Bend, Ind. AVIATION CORPORATION 
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é a tary of Ferman Motor Co., Tampa, 


Fla., by the junior chamber of 
commerce. 

Ferman was selected by unani- 
mous vote and is the 18th person 
to receive the award. 

* + > 


New Ford Tractor Deal 


Hub City Tractors, Inc., has 
opened its Ford tractor implement 
parts and service in a new spacious 
building on Scott Rd., Lafayette, 
La. 


* * * 


Star Names Jones 


R. L. Jones has been named used- 
car manager at Star Motor Co., 
Ine. (Ford), Logansport, Ind. 

+ + * 


J. Frank Smith has been appointed 
business manager for Rudy Fick, 
Inc. (Ford), Cleveland, it was an- 
nounced by W. L. Thomas, vice- 
president and general manager of 
the company. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

MODERN higher courts consis- 

tently hold that an automo- 
bile dealer never is liable for dam- 
aging acts done by an employe 
outside the scope of his employ- 
ment. 

In Hitt v. East Texas Thea- 
tres, Inc., 203 S. W. (2d) 963, the 
testimony showed that an em- 
ploye confessed that he had will- 
fully set fire to the buildings 
leased by his employer. 

The owner of the building sued 
the employer for several thousand 
dollars damage. The higher court 
refused to hold the employer liable, 
saying: 

“Certainly the fire was not for 
the benefit of appellee (employer). | 

‘ Therefore, Hackney’s (em- 
ploye’ s) acts can in no sense be 
attributed to or binding upon ap-| 


pellee (employer).” 
+ + * 


Custom Important 
ators gated to a recent higher 

court a garage owner is solely 
liable for injuries caused while he 
or his employe drives a customer’s 
automobile, if the testimony shows 
that it is a custom of the garage 
owner to call for and deliver auto- 
mobiles needing service. 

For instance, in Stanolind Oil & 
Gas Co. v. Trosclair, 166 Fed. (2d) 
229, the testimony showed facts, as 
follows: 

The Stanolind Oil & Gas Co. 
was drilling an oil and gas well 
near Lafayette, La. One Wiggins 
was in charge of the drilling 
operations. One day _ Wiggins 


GM of Canada | 
Unveils 3 New | 
Models for ’49 | 


OSHAWA, Ont.—The only new | 
General Motors models available to | 
the public this month will be Cana- | 
dian-produced Chevrolets, Oldsmo- 
biles and Pontiacs, it was learned 
at a preview of the company’s prod- | 
ucts at Oshawa plant. 

This policy has been followed 
since the United States dollar em- 
bargo was imposed two years ago. 

Neither the new Buick nor Cadil- 
lac will be available in Canada ex- 
cept to those who have a business 
in the U.S. purchase the car there 
with American funds and bring it 
into Canada, paying the duty. 

“On every Buick we bring into 
Canada we pay the government out 
of our U.S. funds about the same 
amount of money we would spend 
on six Pontiacs built in Canada,” 
said an official. 


Munroe to Head 
Gillespie Firm 


DENVER.—-Jack Munroe, veter- 
an Colorado truck and machinery 
dealer, and Rod St. Clair, public 
tramsportation expert, have been 
appointed to head Dean Gillespie 
& Co., officials announced. The firm | 
_founded by the late Dean M. Gil- 
‘lespie, former U. S. congressman 
from Denver, is exclusive Colorado 
distributor of White Motor Co. and 
Allis-Chalmers road machinery. 

Munroe, associated with Gillespie 
since 1915, was chosen president 
of the firm and of Power Equip- 
ment Co., a joint concern. St. Clair 
is the new vice-president and gen- 
eral manager. St. Clair has been 
affiliated with the firm since 1947, | 
but previously was assistant gen- | 
eral manager of the Colorado | 
Springs Transit Co. Ruth Gillespie, 
a Denver attorney and daughter of 
the founder, will remain as secre- | 
tary-treasurer. 


Benefield Fire Loss Put 
At $25,000 in Hereford | 


_HEREFORD, Tex.—A fire, be- 
lieved to have emanated from an 
overhead heater, caused an esti- | 


mated $25,000 in damages here to | 
the Benefield Motor Co. (Chrysler). | 

H. L. and M. F. Benefield, owners, | 
said most of the loss involved appli- 
ances, parts and accessories. They | 
said only $7,000 in insurance was in 
force to reimburse the firm. 


drove a Mercury to the Evange- 
line garage and requested the 
manager of the garage to accom- 

pany him to his home, then to 
drive the car back to the garage 
and repair it. 

The manager accompanied Wig- 
gins to his home, where Wiggins 
got out of the car and the man- 
ager took it over. The manager 
had a bad accident when he was 
driving the Mercury back to the 
garage, and the injured persons 
sued the Stanolind Oil & Gas Co. 
for damages. The lower court held 


the oil company liable for $11,000 
damages. 
* = + 


Decision Reversed 


HIGHER court reversed this 
decision and held the company 
not liable, indicating that the ga- 
rage owner is solely liable. This 
court said: 

“The confusion lies in the failure 
of the lower court to distinguish 
clearly between a mere accommo- 
dation and a common practice. The 
court should have explained to the 
jury that where the service per- 
formed is a matter of common 
practice and custom, then such 
practice and custom makes the ga- 
rage owner an independent con- 
tractor.” 

For comparison, see Landry v. 
McNeil Hunter Motor Co., 122 So. 


3, FEBRUARY 28, 


1949 


293. The ‘facts of this case are 

that an owner drove his Ford 

sedan to the McNeil Hunter ga- 
rage in order to have broken 
glasses replaced. 

A heavy rain was falling at the 
time, and at the request of the 
owner of the car, the garage own- 
er directed Archie Morgan, a me- 
chanic, to drive the car home and 
bring back the Ford to make the 
repairs requested. Morgan did so, 
and when returning to the garage 
he had an accident. In holding the 
garage owner liable the higher 
court said: 

“At the time of the accident the 
Ford sedan was in the possession 
of and under the control of the 
McNeil Hunter Motor Co. It is 
shown that it was customary for 
the motor company to accept de- 


livery of automobiles to be | re- 


rae CASI) AEH ee De) |g 


terrey, Mexico. 


paired, wherever the customer 
might request, and that return d: 
livery from the motor company to 
the owner of the automobile wa: 
upon request, made in the sam: 
manner, without reservation of 


non-liability in case of accident 


Wreckere! Meet March 6 


In San Antonio 

CHICAGO.—The national Auto 
Wreckers Assn. has completed plans 
for holding its first 1949 directors’ 
and members’ meeting on March 6 
in San Antonio, Tex. 

Harry I. Goodman of San Antonio, 
president of the association, has ar- 
ranged novel entertainment for the 
members who attend, including a 
gondola trip through San Antonio 
and a three-day bus tour to Mon- 
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larch 8-10 in Detroit... 


SAE Lists Program 
For Output Clinic 


C. Warner, announcing plans for 
duction clinic on the design, de-|the clinic, said it “will help en- 
velopment and manufacture of mo- | gineers to obtain a better and 
tor vehicles has been scheduled by | broader perspective of progress to 
the Society of Automotive Engi-| date, current operations and future 
neers for March 8-10 in the Book- requirements.” 
Cadillac hotel at Detroit. Engineers| Trends in European car design 
from 23 cities of 10 states will par-| will be reviewed at the morning 
ticipate in the program. session, Tuesday, March 8, with D. 
SAE General Manager John A.|G. Roos, vice-president of Willys- 


NEW YORK.—A three-day pro- 


Overland Motors, Inc., as chair- 


man. 
A symposium on automotive 


| seating, at which K. E. Coppock 


of Fisher Body division, General 
Motors Corp., will preside, is to 
be held Tuesday afternoon. 

Technical highlights of postwar 
automobiles will be discussed Tues- 
day evening, with R. J. Waterbury 
of Chevrolet as chairman. 

Morning and afternoon sessions 
of Wednesday, March 9, will be 
given over to eight separate panel 
discussions. Subjects for discussion 
and panel leaders are: 


Materials handling, O. E. John- 
son, Kaiser-Frazer Corp.; produc- 
tion and manufacturing control, E. 
F. Gibian, Thompson Products, 
Inc.; gear design and production, 
R. P. Lewis, Spicer Mfg. division, 


Dana Corp.; preventive mainte- 
nance of plant equipment, H. R. 
Boyer, General Motors Corp.; in- 
spection and quality control, A. A. 
Weidman, Detroit Diese] Engine 
division, General Motors Corp.; sur- 
face finish, C. R. Lewis, Chrysler 
Corp.; recent developments in heat 
treating processes, R. G. McElwee, 
Vanadium Corp. of America; body 
steel and its treatment, H. C. 
Smith, Great Lakes Steel Corp. 
On Wednesday evening there 
will be a symposium on frame 
versus frameless cars, with E. 8S. 
MacPherson, executive engineer 
of Ford Motor Co., as chairman. 
W. S. James, vice-president of 
Fram Corp., will preside at the 
Thursday morning symposium on 
elements of car performance. Tech- 
nical papers to be presented cover 


27 


new ways of measuring road per- 
formance, thermal efficiency and 
mechanical losses of engines, ve- 
hicle wind and rolling resistance 
and description of a versatile car- 
testing dynamometer. 

New engine designs and possibil- 
ities for air-cooled engines will be 
reviewed at the Thursday after- 
noon session. The chairman will 
be F. F. Kishline, chief engineer 
of Nash Motors. 

The production clinic will close 
with a dinner meeting Thursday 
night. President Earl L. Shaner of 
Penton Publishing Co., Cleveland, 
will speak on “Steel Will Come 
Through.” 


Drain Crankcase 
Each 1,000 Miles, 
Oil Man Warns 


ST. LOUIS.—The need for chang- 
ing motor oil every 1,000 miles was 
emphasized anew here last week at 
the winter meeting of the lubrica- 
tion committee of the American 
Petroleum Institute. 

Addressing a business session, 
Chairman Dayton P. Clark said 
changing every 1,000 miles is more 
necessary than ever before in auto- 
motive history for low-cost, efficient 
operation of modern cars. 

Clark, assistant general manager 
of the lubrication sales department 
of Gulf Oil Corp., declared: “The 
plain fact is that current trends in 
automotive design have made the 
1,000-mile oil change of growing, 
rather than lesser, importance for 
insurance of car life.” 

Clark said that greater power, 
higher temperatures, pressures and 
speeds of the modern car have vast- 
ly increased the demands made 
upon oils today. He added that 
abrasive dust drawn into the oil 
stream from the outside exerts a 
more destructive effect on the pre- 
cision-machined parts of modern 
cars than in earlier models. 


Won't You Be? 
Studebaker Dealers Send 


Valentine Greetings 


SOUTH BEND.Studebaker 
dealers combined sentiment with 
business when they observed the 
age-old custom of sending out val- 
entine greetings this year. 

To customers and friends they 
sent more than 1,300,000 valentine 
cards inviting the addressees to 
visit dealers’ showrooms and in- 
spect the 1949 models. 

Each valentine invitation was 
mailed in a special envelope, on 
the face of which appeared a sketch 
of cupid and the words “Will you 
be my valentine?” The face of the 
greeting featured a heart-shaped 
design flanked by more cupids, and 
on the inside pages two stanzas of 
“poetry” and the invitation. 

The cards were imprinted with 
the dealer’s name and address. 


Yates Buys Dealership 
In Litchfield, Ill. 


William Yates has announced his 
purchase of the Kelly Dirbin firm 
(Oldsmobile-GMC) in Litchfield, Ill. 

The dealership, now known as 
Yates Motor Sales, is on U. S. 66 

|in Litchfield. 


| 


TELEVISION IS ON WHEELS, TOO—With 
| television experience of more than 10 ears, 
| the Don Lee System of Los Angeles designed 
@ special body on a I'/>-ton Chevrolet chassis 
for what it considers the most modern port- 
able television truck in the country. The body 
| contains a 12-foot loading space and 73-inch 
headroom. Included in $50,000 worth of equip- 
ment is a motor-driven drum which plays 
out or pulls in 1,000 feet of one-inch camera 
cable. The truck is shown above in action 
picking up the coronation of the "Queen 
\for @ Day" program. 
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New Passenger Car Registrations, All States for December, 1948-1947 
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New Commercial Car Registrations, 9 States for January, 1949-1948 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


Truck registrations by states are 
released here weekly, as com- 


pleted by R. L. Polk representa- 
tives in state capitals. 


Willys-Overiand 


Miscellaneous 


International 
Sterling 
Studebaker 


Brockway 
Chevrolet 
Crosley 
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cpe., .e 721 (deluxe, $1,815); Streamliner 

Standard—4-dr. sed., $1,839 (deluxe, 
$1, O34): sed. =. $1,789 (deluxe, $1,883); 
Chieftain Six Standard—4-dr. sed., $1,792 


The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 

(deluxe, $1,887); 2-dr. sed., $1,742 (deluxe, 


inet || Current Prices on New Automobiles 


charges, state sales taxes, or optional 
$1,560; 2-dr. sed., $1,513; club cpe., $1,529; KAISER—Special—4-dr. sed., $2,244.37; | sed., $1,853 (deluxe, $1,995); 2-dr. sed., | bus, cpe., $1,618; conv. deluxe, $2,169; 





equipment. , ; . “> , ; 
conv., $1,878; stat. wag., $2,288. Deluxe—4-dr, sed., $2,407.11; Virginian, $1,790 (deluxe, $1,932); club cpe., $1, 764 | Chieftain Eight Standard—4-dr. sed., $1.- 
BUIOK—Super Series 50—4-dr. sed., $2,-/ Opogniey — 2-dr. deluxe sed., $959; | $3,200.92. (deluxe, $1,905; conv., $2,180; Serles 88/860 (deluxe, $1,955); 2-dr. sed., $1,810 
192; 2-dr. sed.. $2,092; conv., $2,624; stat. | cony,, $959; stat, wag., $991. LINCOLN — 4-dr. sed., $2,680.50; spt. | Standard—(Hydra-Matic standard) — 4-dr. | (deluxe, $1,904);' sed. epe., $1,810 (deluxe, 
naflow ‘standard)-—4-dr. sed. $2,762; 2-ar. |, FORD Six-4-dr, sed. $1,473.50, (V-8 |4Ps,, S038; conv, eT, Gre town eed, [Secs $8.27 (Gelune, $2,400); Sar. ved. |$a.zgr sy “BOY F686; Cony. deluse 

-dr. dp . ; «ar, . o -dr. 6 ’ . ; ~ar, . . : ‘ r 

sed., $2,661; conv., $3,203; stat. wag., py Tg «. ont, Se oe SR. ss “50); | $3,344; spt. epe., $3,291.50; conv., $4,054. | $2,212 (deluxe, $2,343); club cpe., $2,185| | STUDEBAKER — Champion Deluxe — 
ret. epe., $1,252 (V-8 §1,433.50); Custom Six—| MEROURY—4-dr. sed., $2,116; spt. (deluxe, $2,316); conv., $2,601; stat. wag. |4-dr. sed., $1,688.50; 2-dr, sed., $1,656.75; 
CADILLAC—Series Gl-—4-dr. s04., $2, | Leds, Sed $1,801.50 CV-8, $1,005.50); 2dr. | $2084 00; conv. $2,098.00; wine’ wae.” | Weluxe, | $3,338; ‘Series '96 ‘Standaré—(Hy-| club cpe., $1,683; ‘bus. pe., $1,688.25; 
oe $2010: Series O8—4-dr, eed. | ned.” $1,638 (V-8, $1,617); club epe., $1,620 | $2:890.60. 7 “— Wag, | Gra-Matio standard)--4-dr. sed” 62.643 | Conamion’ Boch Deee—as, ne a 
103: club ‘epe., $3,019; v., $3,549: |(V-8, $1,613.50); conv., $1,886 (V-8, $1,-| was (deluxe, $2,636); 2-dr. sed. $2,408 (deluxe, 743; 2-dr. sed., $1,730.50; club cpe., §1,- 
ie apy A a ree Oates, Vee: | eee enaks ee $2,119.50 (V-8 §2..| >. NASH--t00 Super—4-dr. sed., 833; $2,562); conv. deluxe, $3.01 56.75; bus, epe., $1,662; conv, $2,086.25; 
ae ye gr el Oy ‘7-pass. Senaen 8 as., ’ *" | 2-dr, sed., $1,807; club cpe., 588 2 Sates ohne eae sed., $2,275 Geacaee Deluxe—2-dr. $2,019. 25: 
f . . ; . . Super Special —4-dr ont (deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 2-dr. sed., $1,987.75; a Pag cpe., $2,014; 


sed., $5,063; 7-pass. Imperial, $5,253;| FRAZER—4-dr. sed., $2,482.77; Manhat- | sed., $1,885; club cpe., ty Re 
; ee ae fiz: 2 ear wed ga, | $2,517); stat. wag., $3,245; Super Eight— | Us. cpe., ap 1919-255 


ot gaekt fete: Sr pass. Das, Im- |tam—4-dr. sed., $2,746.11 4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., | Deluxe—4-dr. sed., $2,140.50; 2-dr. sed.. 


perial, $4,922. 254; club ¢ ina ; Ambassador 

HUDSON—Super ‘6”’—4-dr. sed., $2,- pe., $3,250; 7-pass. sed., $3, ! | $2,108.75; club cpe., 53.138; , oan, cpe., #2,- 
CHEVROLET — Fieetline Spectal — 4-ar. | 222.25 (8-cyl., $2,343); 2-dr. sed., §2,- | Special—4-ar. o,f $2,348; 2-dr. sed., $2,- | 850); 7-pass. lim., $3,650 (deluxe, §4,0005; 040.50; Land Cruiser 4-dr. ‘sed., $2,327 

sed., $1,481; 2-dr. sed., $1,434; Mleetline | 171.25; club cpe., $2,219 (8-cyl., $2,339.75) ; bs a cpe., $2,344 : Ambassador Custom Custom Eight—i-dr. sed., $3,750; 2-dr. | C°MV-, $2,467.50. 

Deluxe—4-dr. sed., $1,560; 2-dr. sed., $1,-|bus. cpe., $2,069; conv., $2,835; Commo- | —*" sed., = 489; 2-dr. sed., $2,464; sed., $3,700; conv., $4,295; 7-pass. sed. WHLLYS-OVERLAND — Jeep stat wag. 

513; Styleline Special—4-dr. sed., $1,481; |dore ‘6”’—4-dr. sed., Ay (8-cyl., | Club cpe., $2,485. $4,704; 7-pass. lim., $4,868. (4-cyl), $1,856.71; ott wag., 1,- 

2-dr, sed., $1,434; club cpe., $1.439; bus. | $2,514); club cpe., $2,374.25 (8-cyl., $2,- OLDSMOBILE—Series 76 Standard—-dr. PONTIAC — Streamliner Six Standard— | 951.43; Joop stat. sed. ¥"g2 008.78; Jeepster 

cpe., $1,360; Styleline Deluxe—4-dr. sed., | 489.75); conv., $3,056.75 (8-cyl., $3,187.75). sed., $1,864 (delyxe, $2,006); 4-dr. town! 4-dr. sed., $1,771 (deluxe, $1,866); sed. | conv., $1,87 











you are invited 
to Esquire’s 
1949 auto show 


Advertisers and readers alike are enthusiastic 
about the new Esquire with its outstanding supplements. 
These special editorial sections cover a wide range of 
masculine interests... have helped stimulate 
business across the board. 
And now the automotive industry steps into the Esquire 
spotlight. In the June issue (on sale May 6) 
Esquire gives to America’s car-hungry public something they 
have missed since before the war — a 
truly national auto show. 
Consisting of twelve colorful pages, it is probably 


the most comprehensive automobile-show-in-print 





published by any consumer magazine — the 
June Issue tempting pictures of new models and accessories are alone worth 
On Sale — May 6 the price of admission! Yes, this issue will be read — and 
remembered —- by every Esquire reader who 
plans to buy a new car now, or in the future, or who 


plans to add exciting new accessories 


to his dream car. 


The more than 750,000 upper-income readers of 
Esquire form the nation’s top market for luxury 
products. A 1947 survey shows that 85% of 
Esquire families own an automobile — a figure 
which is considerably higher today — and that a 
healthy percentage of this audience owns 
two or more. Esquire’s brilliant June 
supplement will open their eyes to the automobile 
advertising in the June issue. Exhibition 






space is available at any of the Esquire Chicago 


offices listed below. _Exquire Building 
Chicago 1, Illinois 


Detroit 
417 New Center Building 
Detroit 2, Michigan 


New York 
366 Madison Avenue 


© Esquire, Inc. New York 17, New York 
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AED) IAT 


* They slammed it over the corduroy roads, * Inside, the leg-room and seat-room are 
with throttle flat on the floor-board . . . greatly expanded for comfort—yet from road 
to roof, a Nash Airflyte is far lower than most 
contemporary cars. 





They whipped it around curves miles faster than 


ever before... 
The entire passenger compartment is cradled 


between the axles. With weight balanced fore 
and aft, and with wheels widespread, the way 
an Airflyte tracks around curves is a wonder 


They gave it the works on unbanked turns, on 
““dipsy-doodles” and ankle-deep gravel, begging 
for trouble... 


* And day after day those Nash test-drivers to behold. 
came back beaming— * And only with Unitized Body-and-Frame can 
“Airflyte is right!” fullest advantage be taken of four wheel coil 
springing—the use of longer, softer springs 
Now from the public, from people who have calibrated to the rate most restful to the human 
driven a Nash Airflyte over every conceivable body, 70 to 84 oscillations per minute. 


kind of road in America, the same word is 


' Add the staunchness of Torque-tube drive... 
coming back— 


add the aerodynamic efficiency of completely 


“AIRFLYTE /S RIGHT!” streamlined fenders . . . add the high quality 
* * * soundproofing for which Nash is known... 
* There IS something — in the ride of an AOE SE PR TE re Pee eee Se 
automobile. A new road-anchoring balance, a * To really know an Airflyte . . . to really 
new “soft as a cloud” feeling—an Airflyte understand the complete and whole-hearted 
feeling that is Nash, and Nash alone. enthusiasm of its owners—you’ve got to drive 


one yourself! You, too, will agree... 
Airflyte is right! 


What happens between wheels and body in a 
Nash Airflyte happens in no other automobile. 


Because here, ride and balance begin in basic 
structure—in a Girder-built Unitized Body- 
and-Frame. 


xA single, solid, integral unit, it has the 
strength and quietness of all-welded joints. 


The center of gravity is lowered to the closest ¢ 
practical limit—yet, road clearance is actually 
increased. 


GREAT CARS SINCE 1902 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 
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Wichita Chevrolet 


Dealers to Meet 


WICHITA, Kans.—More than 350 
persons are expected for the one- 
day meeting of the Wichita zone 
‘| Chevrolet dealers association at 
the annual meeting to be held at 
the Broadview hotel, Feb. 28. 

Among the speakers scheduled 
to address the meeting is Dee R. 
Bramwell, Washington, a special- 





The Baltimore Story 


Dealers Catching Up With Backlogs, See 1949 
As Turning Point to Buyer’s Mart 


BALTIMORE. (UTPS)—A survey;ier automobiles might be caught 
among new-car dealers in north-| up by mid-year. 
west Baltimore revealed some in-| As for the popular make light 
teresting facts about the market cars, however, Green said that 
situation here. sales volume would fall short of 
that 100 “woul “be “the. turning NI. HL Parmer of Rialto Motors, SPRINGFIELD COMMERCIAL BODY SHOWROOM This Cambridge (M dealership i eur low, gucsetiieg Ws ‘jane L 
point from a seller's market to @/Inc., felt that Regulation W’s 18-| new England distributor for Anthony dumo bodies and Superior burr funeral cart and | Wiley, Wichita zone manager. 
buyer’s market. Some dealers felt | month limitation blocked many po-| ambulances. The new display quarters were recently completed. - Bramwell will speak on the laws’ 
that the change would come about | tential buyers. Parmer also pointed effects on dealers. 
midyear, others thought the seller’s| out that “it’s only human nature|er’s market are already present,| on the owner of the 1946-1947-1948 Ray Tucker of Bradley Motor 
market would last through most| that buyers want to wait until all| that buyers are shopping and not| automobiles. Such an owner is the|Co., Greensburg, Kans., will dis- 
of 1949. the new makes are out.” doing much purchasing under pres-| only person whose investment in| ¢CUSs “The Outlook for 1949 From 
Ernest Green, vice-president in| A local independent-make dealer| ent conditions. an automobile offers enough equity | the Dealers’ Viewpoint. 
charge of sales at Hoffman-Green| supported Parmer’s belief that the} One prominent local car dealer| to make the difference between his 
Motors, Inc., stated he thought/18-month limitation was reducing| maintained that the market for|car and a new model affordable,” | .. stent seadine af RUTOMOTIVE NEWS 
perhaps the sale volume for heav-! sales. He said that signs of a buy-! new models in 1949 was dependent’! he said. is necessary. 


Passenger Car Registrations, Twelve Months Total, 1948-1947 
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What makes 
one salesman 
better than another? 


You’ve probably seen it happen time after time in your own experience. 
Given an even chance, one salesman will bring in the business where an- 
other salesman will flop—in spite of the fact that both are similar in manner 
and appearance and both have exactly the same story to tell about your car. 


You know the reason. The successful salesman has the priceless 
ability to convince, to make people believe. 


And it’s as simple as that with your magazine advertising. For, after 
all, a magazine 7s one of your salesmen. ..working for you right in 
your home territory. 


Like a good salesman, a good magazine must make a lot of calls. 


It must call on the right families . . . the able-to-buy prospects. And then 
—most important of all—it must get in there and sell! 


Which magazine is the top salesman among the people you want to 
reach? When two magazines go into a home, which does the job? 


Here’s your answer. Recently, leading new car dealers in five cities 
hand-picked their key prospects. Then a research firm asked these people: 
“In which one weekly magazine do you pay the most attention to the 
advertising?” ‘The Saturday Evening Post outscored other leading maga- 
zines by an overwhelming margin! 


That’s why the Post carries far more advertising for new cars than 


any other magazine. 


So, next time you see the car you sell advertised in the Post, you'll 
know you have the Number One salesman on your team! 


ae reaches the people 


pos SV whe men legenore 
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Young Joins Nash Motors 


As Fleet Representative 


A. E. Young has been appointed 
representative for fleet sales of 
Nash Motors, it is announced by 
H. C. Doss, sales vice-president. 

Young, formerly associated with 
General Motors, Alemite, Chrysler 
and Fiot, attended the University 
of Minnesota. He has been en- 
gaged in automotive work since 
1920 when he joined Rickenbacker 
Motor Co, 


* * * 


Ford Industrial Relations 


Streamlined at Rouge 

John S. Bugas, industrial rela- 
tions vice-president, Ford Motor 
Co., has announced the establish- 
ment of an industrial relations de- 
partment for Rouge automotive 
operations. Logan Miller, general 
manager, Rouge automotive opera- 
tions, has appointed E. M. Baker, 
former hourly personnel head, as 
manager of the department. 

Clarence C. Donovan has been 
named supervisor of labor relations 
in the new department. Charles 
Columbus will be head of hourly 
personnel; Kenneth A. Dunn, sal- 
aried personnel; Joseph E. Patten, 
plant protection; W. M. Heston jr., 
employe services, and Dr. Harley 
L. Krieger, medical services. 

a a 


Nicholl and Day Appointed 


Chicopee Vice-Presidents 


J. F. Nicholl has been elected 
vice-president and « member of 
the board of directors, and G. H. 
Day II has been elected vice-presi- 





4. F. Nicholl 


G, H, Day Il 


dent of Chicopee Mfg. Corp., it is 
announced by G. O. Lienhard, pres- 
ident. 

Nicholl is general manager of 
the Lumite division of the corpor- 
ation. He joined the company in 
April, 1945, as head of its decora- 
tive and upholstery fabric section. 
Day is general sales manager of 
Lumite division. He joined the 
company in January, 1945, to en- 
gage in the formation of sales poli- 
cies and consumer education for 
Lumite insect screen cloth. 

* * * 


Circo Names Scanlon 


Automotive Manager 


John Black, president of Circo 
Products Co., announces the ap- 
pointment of John T. Scanlon as 
manager of automotive sales and 
service. 

Circo is a supplier of vapor de- 
greasing equipment to the automo- 
tive trade. Scanlon has wide ex-| 





perience in the field of vapor de- 
gfeasing, Black said. 
* a * 


Krogstad Heads Up Office 
For 1-H, Oklahoma City 


The establishment of a separate | 
motor truck district office in Okla- 
homa City, headed by E. E, Krog- | 
stad as district manager, has been | 
announced by International Har- 
vester Co. 

Krogstad will direct wholesale | 
activities to I-H dealers in sur- 
rounding areas, it is said. 

> - * 


Struth Joins API 
As Research Chief 


H. J. Struth, veteran oil econo- 
mist and analyst, has joined the| 
staff of the American Petroleum | 
Institute in New York as head of | 
the research section in the depart- | 
ment of information. 

Struth resigned the editorship of 
the Petroleum Data Book, a publi- 
cation of the Petroleum Engineer 
Publishing Co., Dallas, to accept the 
position with the API. 

- * * 


Bakelite Announces Merger 


Of Two Divisions 


Bakelite Corp., unit of Union 
Carbide and Carbon Corp., an- 
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| lated Products division, G. A. | or- 
| chik, manager of replacement sz es 
announces. 

In his new capacity, Slonaker il) 
be responsible for the development 
and sale of Willard dry batteries, 
battery service equipment, cables 
and cable accessories. Slonaker 
joined the company in 1926 and 
has served Willard as sales and 
factory representative throughout 
the South and Middle West. In his 
new position he will maintain 
headquarters at the company’s 
main office in Cleveland. 

* + - 


Klier Named Dixie Rep 


G. W. Klier Co. has been ap- 
pointed sales representative for 
Lorraine and Appleton spotlights 
for the southeastern territory, 
which is comprised of Virginia, 
North and South Carolina, Georgia, 





nounces that the Laminating divi- 
sion and the Adhesives division of 
the Thermosetting department have 
been consolidated. 


This division will be known as 
the Laminating and Adhesives di- 
vision, according to Harry Carlson, 
who has been appointed manager. 
J. L. Rodgers becomes assistant 
manager. 

+ * * 


Terry Organizes New Firm 


To Handle Metal Machines . 
C. R. Terry has organized Terry | 373" Bree A 
Machinery Co., Hanna Bldg., Cleve- | 
: S TRAILER DRAMA—Posed before their new Mack Model T tractor and Fruehauf trailer 
land, as a sales agency for metal | are several members of the Margaret Webster Ecaetee Be, From left: Ofelia Cornejo, 
working machinery. sroesen pom, Altved Pryde, = Siegen, =. rece ead Vicginle Mepowel. Miss Me. 
owall, who plays elia in “Hamiet’’ an a ac in "Macbeth," is the sister o 
Terry is the former manager Of | fijmdom's Roddy Mc wall of the Lassie series. Students “of neorty 20 states from coast to | Alabama, Florida, Mississippi and 
Hydraulic Press Mfg. Co. in Cleve- 


coast and in Canada will see Shakespeare brought to life by a professional troupe on a | Tennessee. 
land and Pittsburgh. 30,000-mile trip during a 30-week tour, which began last September in Buffalo. Each per- * * * 
7. * ® 


formance is sponsored by the local board of education or chamber of commerce. Germain Gets Mercury Deal 

ae SS ae eee oe ee sagt _ az 4 Fr , 
Clapp Named Sales Manager seen, Brake en > = Slonaker Gets Promotion | Warren F. Germain, who has 
‘ See . orge ury, division presi- . : 
At American Brake Division | dent. : At Willard Battery seediheenentoms af on Seen 
Philip H. Clapp jr., formerly| Clapp has been with Brake Shoe| E. M. Slonaker, district sales|al division, has announced his re- 
sales representative, has been ap-| since 1946. He will continue to be| manager for the Willard Storage|tirement after 30 years with Ford 
pointed sales manager of the En-| located at the division’s headquar-| Battery Co. in Chicago, has been| Motor Co. Germain has acquired a 
gineered Castings division of Amer- ters in Rochester, N. Y. named to direct the company’s Re-/| Mercury dealership in Columbus, O. 














“Most of our customers 


Ay MM eC 


Says Harry F. Bruen 
General Manager 
Noyes Buick Company, Boston 


“It is our practice to deliver cars with only such equipment as 
the customer himself selects. The fact that most of our cus- 
tomers order Ventshades speaks high praise for the merits of 
this product in the eyes of the motorist. 

“We enjoy selling Ventshades, not only because of the profit 
7” they yield us and the extra comfort they give our customers, but 
also because of the high quality of the Ventshades themselves. 
“They make a beautiful permanent installation; and we are 
particularly impressed with the way the chromium stands up in 
the salt air of the New England states. Few, if any, accessories 
give the all-round satisfaction of Ventshades. 
“What’s more, in these days of shortages and broken prom- 
ises, it’s a pleasure to do business with a company that is prompt 


in shipping and completely cooperative in all matters.” 
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; Auto Personnel 


Roth to Handle Weaver 


In Northern California 


Weaver Mfg. Co., Springfield, IIl., 
has announced the appointment of 
Cc. E. Roth as northern California 
district sales representative. 


Roth will maintain headquarters 
in the San Francisco area. 
= + * 


B. F. Goodrich Names Three 


To New Sales Positions 


Everett C. (Pete) Shingleton has 
been named assistant product man- 
ager for automotive, industrial and 
farm services tire sales in the auto- 
motive, aviation and government 
division, and I. N. Kimsey has been 
named field sales manager of the 
industrial products sales depart- 
ment, it is announced by B. F. 
Goodrich Co. 


At the same time, it was an- 
nounced that Charles F. Pankey 
has been made regional store man- 


| ager for the Pacific Coast division 


of the replacement tire sales divi- 





|recently named manager of the | 


|Made of Heavy Chrome-Plated Brass 
|Rigid — Rattle-Proof — Rust-Proof 

| Quickly and Easily Installed 

| Approved by Leading Car Manufacturers 
\Now Available for Latest Models 


Coupe Sets — List price $9.00; Dealer's cost $5.40 
Sedan Sets — List price $17.50; Dealer's cost $10.50 
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ant to the U.S. attorney general | 


San Francisco district. 
= > * 


Swain Midwest Sales Chief 


For Koppers Piston Rings 


H. H. Swain, formerly midwest- 
ern regional sales manager for 
Thermoid Co., has been named cen- 
tral states regional sales manager 
for the American Hammered Pis- 
ton Ring department of Koppers 
Co., Inc., Baltimore. 

Swain will manage automotive 
replacement, engine rebuilders and 
fleet sales in Illinois, Michigan, In- 
diana and Wisconsin. His head- 
quarters will be in Chicago. 

* a * 


Attorney Named Officer 
Of Engineering Group 
Stewart Kerr, a Detroit attorney, 
has been appointed executive secre- 
tary of the National Assn, of Engi- 
neering Companies, according to 
Walter W. Schmitt, president of the 
organization. 
Kerr has served as special assist- 











and in several capacities in the De- 
partment of Justice’s anti-trust di- 
vision and criminal division. 

* * > 


Bower Heads Engineering 


At Waukesha Motor 


Lloyd L. Bower has been ap- 
pointed chief engineer of Wauke- 
sha (Wis.) Motor Co., succeeding 
James B. Fisher, who retired Jan. 
31 after 35 years of active duty, 
according to James E. DeLong, 
president. 

Bower has been active in the 
company’s engineering department 


| more than 20 years, and as Fisher's 


assistant for half that time. Bower 
entered the automotive transport 
field as layout draftsman and trans- 
mission specialist for Garford 
Truck Co., Lima, O. 


* * * 


Gets Allis-Chalmers Job 





Frank H. Stohr has been named | 


general manager of Allis-Chalmers 
Mfg. Co.’s Norwood works, accord- 
ing to W. C. Johnson, executive 
vice-president. Stohr had been ex- 
ecutive vice-president and a direc- 
tor of Elliott Co. of Jeannette, Pa. 
He succeeds R. W. Davis, general 
manager of the Norwood plant since 











STUDEBAKER DEALERS TAKE CRUISE—Nine of the many Studebaker executives and dealers 
attending the NADA convention in San Francisco put aside their shore duties long enough 


to take a three-hour cruise around the bay. All smiles as Ye 
cabin cruiser owned by J. L. Glikbarg, dealer in San Francisco, the 


met aboard the 40-foot 
group included, bottom 


row, left to right: Glikbarg, J. R. Townsend, dealer, San Diego; L. E. Minkel, sales manager 
for Studebaker Pacific, Los Angeles; K. B. Elliott, Studebaker sales vice-president, and Paul 


R. Davis, general sales manager. 
promotion division; C. 


op row, left to right: C. 
K. Whittaker, president of Studebaker Pacific; T. F. Laughlin, Stude- 
baker assistant sales manager, and C. K. Revelle, San Francisco regional manager. 


F. Watson, Studebaker sales 


1944. Davis, who has been a mem- 
ber of the Allis-Chalmers organiza- 
tion for 40 years, will continue in 
an advisory capacity to the general 
manager. 


Tailor-Made to Fit Each Individual Model 
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VENTSHADES PLEASE YOUR CUSTOMERS 
AND BOOST YOUR PROFITS 


Sead for full information today! 


AUTO VENTSHADE COMPANY 
Box 1402, Atlanta 1, Georgia 


send me complete information about Ventshades. 
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| 
| 
| 









dealer. Please 
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Hoover Named to Direct 
Crosley Quality Control 


George M. Hoover has been ap- 
pointed quality control director for 
Crosley Motors, it is announced by 
Powel Crosley jr. 

Hoover was formerly quality 
control manager for both Stude- 
baker and Packard. During the 
war he was works manager for 
Palmer Bee Co.’s gear and radar 
division, Hoover went to Crosley 
from Kaiser-Frazer Corp., where 
he served as chief inspector and 
quality control manager at Willow 
Run. 

* * ” 


U. S. Rubber Promotes 
Green and Ramsay 


Wilson O. Green has been ap- 
pointed sales manager of Fisk 
Tires division, U. S. Rubber Co., 
succeeding H. M. Ramsay, who has 
been transferred to the U. S. Tires 





H. M. Ramsay 


division to supervise farm tire 
sales. The appointments were an- 
nounced by H. N. Hawkes, assis- 
tant general manager of the tire 
division. 

Green joined U. S. Rubber in 
1935 in the operating department 
at Baltimore. Following sales posi- 
tions in Charlotte and Raleigh, he 
returned to Baltimore in 1947 as 
district manager for U. S. Tires. 

Ramsay joined U. S. in 1935 as 
special sales representative and 
later became Fisk district manager 
at Newark, Baltimore and Chicago. 

* * 


H. C. Allen Heads Output 
At Allen Industries 


Jerry J. Tobias, general manager, 
Allen Industries, Inc., announces 
that Harold C. Allen, who for the 
past 18 years has been executive 
vice-president of Allen Industries, 
Inc., will now be in complete charge 
of all manufacturing operations for 
the six Allen plants. 

In addition to his other duties, 
Allen will be vice-president in 
charge of manufacturing. 

6 2 * 


Wilson O. Green 


Moore Expands Line 
Cole-Hersee Co., Boston manufac- 
turer of switches and automotive 
electrical equipment, announces the 
appointment of A. D. Moore as rep- 


| resentative for lower Indiana and 


southwest Ohio. In addition to the 
Cole-Hersee line, Moore also repre- 
sents the Milford Rivet & Machine 
Co., Allied Screw Machine Co. and 
Mayfair Motor Products. 


* * * 


General Promotes Glick 


Robert Glick has been appointed 
office manager of General Tire & 
Rubber Co.’s Houston branch, it 
was announced by J. J. Goldie, di- 
rector of administration for the 


company, in Akron. Glick succeeds 
S. A. Harland, who has been granted 
|} an extended leave of absence, 
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WE FINALLY, Detroit is go- 
ing to have one of those super- 
duper retail truck merchandising 
plants that we have been traipsing 
all over the country to see—a plant 
that rivals even the famed C & S 
Ford dealership in San Francisco 
and the s0on-to-be-famous Snyder- 
Lynch setup in Los Angeles that I 
saw on my way back from the 
NADA convention in San Francisco. 

The new deal—and it is a brand 
new deal—is the Walter Davison 
Co. (Dodge) within 20 blocks from 
Automotive News’ offices in De- 
troit’s Penobscot Bldg. Just to give 
you an idea of this “right down- 
town” truck emporium, let us start 
out with 32,000 square feet under 
roof and 8,000 square feet of paved 
parking strip on the side and 
around the main shop. 

If that isn’t enough, the sales and 
service building sets on one corner 
of about four acres of mighty val- 
uable property (all owned) and faces 
on Fort Street, where 80 trucks per 
minute pass the showroom practi- 
cally every working hour of the 
day. Being on a main ingress road 
to “Dynamic Detroit,” it also has a 
more than lively truck flow past its 
doors from sunset to dawn. 

a a * 


ALT DAVISON, prexy of the 

company, is an old Ford man— 
once was head of Lincoln sales for 
the Dearborn branch and later a 
partner in Park Motor Sales, which 
took over the Lincoln retail store 
out Woodward way and operated 
deals in Birmingham and Grayling, 
Mich. 


The vice-prexy is the son of an 
oldtimer I knew when he was just 
a little wheel-builder trying to get 
along—Dallas Kelsey, son of “Uncle,’ 
John Kelsey, who gave birth to 
what is now the gigantic Kelsey- 
Hayes Wheel Co. When I first 
knew John back in the “befuddled” 
past, his company was fighting for 
a share of the wooden truck wheel 
business of the industry and when 
there were more truck companies 
in Michigan alone than there are 
now truck and car manufacturers 
in the entire country. 

Leonard Willis, the general man- 
ager, is new to me but was with 
Walt back in the Park Motor Sales 
days and knows his office manage- 
ment and how to organize systems 
and things. But Gene Reynolds, 
sales manager, was a protege of 
Johnny Mack, when Johnny was 
with Fargo division. Gene has had 
his nose rubbed in the truck busi- 
ness for a couple of decades or so 
and should know which end of a 
truck a pintle hook is mounted on. 

Walt and his cohorts are giving 
Detroit something that it has needed 
for some time—and I don’t exactly 
mean a show house, but it fills the 
bill for that, too. What I mean is 
a setup with a large-size frame and 
front-end pit that will accommodate 
the largest trucks on the road; a 
paint booth that will take the larg- 
est van job and equipped with ovens 
for the light stuff; lubrication racks 
that will hoist the “biguns” up 
where a grease man can get at 
them; a coffee-and-sinker spot open 
day and night for the drivers that 







































stop by, and bunks for those that 
pull in during the wee early. 
* o >. 


rat 14-FOOT doors give access 

to the service floor from a side 

street, a rear and a side paved area. 
(Continued on Page 54, Col. 1) 
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Service, Tradein Disposal Stressed .. . 





‘Musts’ in Truck Deals 


EGARDLESS of how a dealer 

approaches the operation of a 
truck department, two “musts” that 
immediately confront him are how 
to provide good service and how to 
profitably merchandise used ve- 
hicles? 

All speakers on the truck sym- 
posium held during the recent 
NADA convention emphasized these 
essentials. 

S. L. Savidge, in his talk on or- 
ganization, contended that before 
a dealer could get and hold good 
truck salesmen, he first must 
have a service department that 
attracts truck operators to his 
place of business and hold them 
as customers after they are sold 
the dealer’s vehicles. He also em- 
phasized that in a large opera- 
tion, the dealer must have an ex- 
pert used-truck manager. In a 
smaller operation the dealer him- 
self must know how to fix up and 
sell used vehicles, he said. 

J. L. Shelburne, of Rodman 
Chevrolet Co., who spoke on how to 
make a separate truck setup pay, 
also emphasized those requirements. 
In fact, his approach to the sepa- 
rate truck setup was based on the 
service potential of a dealer’s area 
rather than on the number of trucks 
the dealer could sell each year. 

* 7 * 


p=. JOHNSTON, who spoke on 
making triple truck profits, not 
only emphasized these “musts,” but 
quoted figures from a composite of 
four successful car-truck dealer op- 
erations to show*how much profit 
should be derived from each source. 

K. O. Dalby, Joplin, Mo., a suc- 
cessful White dealer, not only also 
emphasized these points in his 
talk on heavy-duty truck selling 
and guaranteed maintenance but 
added a third requirement that 
was totally new to many truck 
dealers in the meeting of driver 
training. 

Interest in the symposium was 
high. The colonial ballroom of the 
St. Francis hotel was filled with 
dealers when the clinic started, al- 
though there was another clinic of 
great interest running in the audi- 
torium at the same time. 

Questions from the floor had to 
be shut off by Ernest Ingold, mod- 
erator of the program, in order to 
keep the symposium within time 
limits. However, dealers crowded 
around speakers with questions 
they wanted answered for some 
time after the clinic was over. 

* . * 

OF OF THE most hotly debated 

subjects concerned what consti- 
tutes a fleet operator and what fleet 
operators should get discounts and 
how much. Consensus among the 
dealers present seemed to be that 
only fleet operators, designated as 


Top Trucks 


New truck registrations for 
nine states in January: 
1949 Pos. Make 

1—2,088 ev. 
2—1,005 Ford 
877 “Inter’l 
792 Dodge 
412 Stude. 
412 GMC 
378 Willys 
108 White 
102 
42 


1948 Pos. 
2,6384— 1 


669— 
1,235— 
421— 
496— 


4 
2 
830— 3 
7 
6 


573— 5 
94—10 
101— 9 
72—12 
136— 8 
76—11 
13—16 
58—13 
7—17 
17—15 


For further details see page 
28, today’s issue. : 


such by the factory, should be en-; agreed, should le’s than five ve- 
titled to discounts and that the/ hicles in one fleet be considered a 
maximum should not be more than| fleet for discount purposes. 
10 percent. Opinion took no concrete form on 
However, it was conceded that | the question of whether a fleet op- 
conditions in different sections of | erator who was entitled to a dis- 
the country and certain competi- | count should also receive a discount 
tive factors might force some jon bodies and special equipment 
dealers to widen the scope of this | sold on a truck. 
fleet description. Under no cir- Following are excerpts from ad- 
cumstances, dealers present (Continued on Page 40, Col, 1) 


Road Design Holds Answer 
To Grade-Ability Woes 


Dealers and truck makers should laud the Public Roads 
Administration for the stand they have recently taken on 
“grade-ability” standards. . 

The industry has been “geehawed” around on this 
question of the ability of a truck to make passenger car 
speeds on hills to the point where some trucks are ruled 
off the road in at least one state when they pull a trailer. 
And in that very state, many operators can’t make money 
hauling for hire unless they use a truck-semi. 

The Public Roads Administration says it believes the 
answer to the problem of speeds on hills lies in the field 
of highway design. Under this approach, more “sight dis- 
tance” for passing would be provided for long grades. 


In the past, engineers have been attempting to speed 
truck movements by grade reduction, which necessitated 
introduction of many curves into the road—and more 
hazards. 

To prove its point PRA took two roads 21 miles long, 
both crossing the same mountain ridge, with similar 
grades that ran for about equal distances. One was a new 
road with long passing strips, and the other an old road 
that was built to the present standard. 

On the old road, 49.3 percent of the road in one di- 
rection and 45.6 percent in the other were marked for 
“no passing.” On the new road, only 12.2 percent in one 
direction and 11.6 percent in the other were limited 
to “no passing.” 

The result of the test showed that, on the new road, 
the same truck and load averaged 42.5 mph as against 
33.6 mph on the old road. This is translated into a saving 


of eight minutes for the passenger car using the new road. 
e& e * 


Trucks, too, showed a gain in average speed. A typical 
truck averaged 28.5 mph on the old road, and 33.7 mph 
on the new. A typical combination did 22.7 mph on the 
old road and 25.7 mph on the new. 

PRA states that speed observations along each road 
indicate that the reduced travel time on the new road is 
not the result of excessive speed but results from reduc- 
tion of delays in passing on the grades. 

As PRA points out, actual “grade ability” is not all 
locked up in the engine and rear-axle gears—-economy in 
transportation of freight and foodstuffs as well as “bot- 
tlenecking” the roads is also a matter of proper road 
design—and should be laid directly at the door of the 
highway and road authorities of each individual state. 
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Tips Are Given 
On Handling of 
Used Trucks 


When to Junk, Sell 
‘As Is’ or Recondition 
Units Is Discussed 


EALERS at the NADA Truck 
symposium showed considerable 
interest in how to properly mer- 
chandise used trucks, where to find 
used-truck salesmen and how to 
determine when to junk, sell “as is” 
and recondition their truck trades. 
Many of the questions from the 
floor, as well as questions asked 
after the meeting, indicated that 
a great many dealers who now 
are in the truck business in a ma- 
jor way, have never had any ex- 
perience in selling used trucks 
and know little about how to do 
the job properly. 

Feeling that many dealers would 
welcome tips and suggestions on 
this question, gleaned here and 
there from good truck dealer opera- 
tions across the country, AUTOMo- 
tive News offers the following ideas 
for what they are worth and to 
those who can use them to an ad- 
vantage: 

+ * * 

| hy! MOST truck dealerships, unless 

it is a very large operation, the 
truck dealer himself or the truck 
sales manager will have to do the 
appraising of the vehicle being 
traded in. At present there seems 
to be no set values on used vehicles, 
since there has been but little nor- 
mal traffic in these vehicles for sev- 
eral years. 

During the war and for some 
time after, used trucks in fair or 
good shape brought what might be 
termed a fictitious price—the de- 
mand for transportation units in 
useable shape was so great that 
buyers were willing and eager to 
pay any price to get vehicles, 

Today, however, this is far from 
true in most sections of the coun- 
try. Today’s used-truck market— 
outside of unexpected use avail- 
ability, such as the opening of a 
big contract haul as the result of 
building of a new building or 
stretch of road—comprises the 
man who has little money but 
knows where he can make a good 
living operating a truck for hire, 
or someone in business who has 
an occasional use for a truck but 
which use is not sufficient to war- 
rant the purchase of a new job. 

The dealer or sales manager must 
study his local conditions and figure 
out for himself what he can turn in 
the used truck for when making the 
appraisal. In many cases, especially 
in case of older models which have 
seen rough usage, he must consider 
the truck as so much iron and offer 
a price low enough to be safe but, 
of course, high enough to “buy” the 
sale. 

* * a 
[TEALERS, who make a practice 
of having their salesmen dig 
for used-truck prospects and list 
their wants, are in a much better 
(Continued on Page 42, Col, 1) 








WASHINGTON.—Sizes andj/ures is an Arizona bill that would 


Trend T. oward AASHO Uniform Code | 





weights of motor vehicles are re- 
ceiving their share of attention in 
the legislatures now in session, a 
survey by the National Highway 
Users Conference reveals. 

It shows a definite tendency to- 
ward following the provisions of the 
uniform code and the recommenda- 
tions of the American Assn. of State 
Highway Officials, the NHUC said. 

Bills to eliminate formulas and 
provide gross weights based on 
the space between any group of 
axles have been introduced in 
Arizona, North Dakota and Wyo- 
ming. 

Among the more important meas- 


abolish the formula of 800 (L + 40) 
and substitute a table of weights 
based on axle spacing graduated 
from 33,000 pounds if spacing is 4 
feet, to 83,450 pounds if spacing is 
57 feet. 

A California bill would allow 
semi-trailers a length of 45 feet. An 
Iowa bill would reduce the maxi- 
mum length for buses with three 
axles from the present 40 feet to 35 
feet. Nebraska proposes to increase 
maximum length of combinations 
from 50 to 60 feet. 

The New Hampshire house has 
a bill to increase height 
from 12% to 13% feet. Another 


measure would increase the 
weight of two axle vehicles from 
30,000 pounds to 35,000 pounds. 
North Dakota proposes to increase 
width from 96 inches to 102 inches, 
height from 12 feet 6 inches to 13 
feet 6 inches, length of single unit 
from 35 feet to 40 feet, and combi- 
nations from 45 feet to 60 feet. 
Tennessee, considered a_bottle- 
neck state in size and weight lim- 
its, is considering proposals to c!im- 
inate its maximum weight limit of 
42,000 pounds and thus allow gross 
weight to be computed according to 
the existing 700 (L + 40) formu!a. 
Wyoming also proposes a tabie of 
weights based on axle spacing. 
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TRUCK SECTION 
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[As Volume Shipments Show Gain... 





HAS GROSS VEHICLE WEIGHT OF 8,000 POUNDS—The Merchandiser, a new Reo model, 
is made of alloy metal, which is jig-assembled. 


2 Delivery-Truck Models 
Announced by Reo 


LANSING.—New delivery trucks, 
featuring commercial panel and 
metropolitan-type bodies on Reo 
chassis, are announced by R. D. 
Hilty, general sales manager of Reo 
Motors, Inc. 

The bodies, Hilty said, are prod- 
ucts of the Boyertown Body Works, 
Inc., Boyertown, Pa., pioneer deliv- 
ery body manufacturer. They are 
mounted on the new Reo Speed 
Wagon chassis, Model 19XA, with a 
gross vehicle weight rating of 8,000 
pounds. 

Two body types, the Step & 
Serve and the Merchandiser, are 
available. They are made of alloy 
metal which is jig-assembled, riv- 
eted and welded for strength, 
durability and light weight, High- 
tensile alloy metal, 16-gauge, is 
used for the roof crown and rear 
corners. The roof is insulated. 


Other features include stream- 
lined rear fenders, rear bumpers re- 
inforced to the frame, large dome 
light, choice of rear door styles, dia- 
mond tread steel on the rear step 
and the entire cab floor, full-size 
swivel-type driver’s seat, improved 
sliding door mechanism, low en- 
trance step and high headroom, 
full-vision safety glass throughout 
and two large adjustable rear-view 
mirrors. 


Combinations now available are: 


The Step & Serve S-7, a seven- 
foot panel body mounted on a Reo 
chassis and cowl with 113-inch 
wheelbase, 

The Step & Serve S-8, an 8%- 
foot panel mounted on a Reo 
chassis and cowl with 125-inch 
wheelbase. 

The Merchandiser M-9, a 9%4-foot | 


N. D. Committee 
Frowns on Bill 
To Boost Limits 


BISMARCK, N. D.—Two bills to} 
increase the legal width, height and 
length and weight of trucks per- 
mitted on North Dakota highways | 
were unfavorably reported to the 
lower branch of the state legisla- 
ture by its transportation com- 
mittee. 


Two members of the committee | 
indicated, however, that they would 
seek to have the measures amended | 
on the house floor. They were Reps. 









C, T. Virchott of Cass and John 
Fleck of Burleigh. 

Committee action followed two | 
days of hearing of arguments for 
and against the proposed legisla- | 
tion. Trucking interests wanted to} 
increase the width by half a foot, | 
the height by a foot, the length for | 
a truck-trailer combination from 50 
to 60 feet, and the maximum) 
weight from 60,000 pounds to over 
70,000. 

Industry spokesmen contended 
the extra length would result in 
less weight per axle and therefore 
less wear and tear on the roads 
than occurs under the existing | 
limits. | 

State Highway Commissioner N. | 
O, Jones told the committee, how- 
ever, he was “unalterably opposed” | 
to any increase in truck size. He | 
said the larger trucks would boost 
highway maintenance costs, that | 
the extra width would be an addi- 
tional traffic hazard, and that the | 
extra money it would cost to re-| 
build bridges and underpasses to 
accommodate higher trucks would 
more than offset any savings. 


metropolitan-type body for a 113- 
inch wheelbase without cowl. 

The Merchandiser M-11, an 11- 
foot metropolitan-type body for a 
125-inch_ wheelbase without cowl. 





in city streets . 





ON Winding 


Especially suited for ramp work... 





ON Crosnded STREETS 


Ideal for quick pick-ups and towing 
. » fast, economical, 


easy to handle in traffic. 


Minn. Carriers See Good Year 


MINNEAPOLIS.—A shift in em- 
phasis from small to large volume 
shipments is changing the basic op- 
erating pattern of Minnesota’s mo- 
tor carrier industry. In the past, 
most of the cargo carried by trucks 
has been LCL freight. In 1948, how- 
over, a larger number of full truck- 
load shipments was handled than 
ever before. 


This shift, according to Lou Hosk- 
ing, general manager of the Minne- 
sota Motor Transport Assn., coupled 
with a record total tonnage, brought 
Minnesota carriers their most pros- 
perous year since 1941. Motor car- 
riers here anticipate a good busi- 


|nmess year in 1949 despite a leveling 
| off in truckloadings. 


Operating ratios, in 1948, were 
below the danger levels for the 
first time since before the war. 
This has been due largely to the 
30 percent rise in truckloadings, 
a single rate increase on inter- 
state and intrastate traffic and 
general operating economies. 
Hosking attributed the trend to 

the fact that trucks can give faster 


RAMPS 


built low in height with short turn- 


ing radius. 





Light, easy to maneuver . . . 
desirable unit for moving cars in or 


around the shop. 





IN hae SUBURBS 


A complete unit which can easily 
extend the services of a downtown 
shop into near-by suburbs. 


a most 


Wrecker only 
Wrecker with 
Service Body 





SPEED KING WRECKER 


SHIPPED FREIGHT PREPAID 


*Western Prices slightly higher. 


service to volume shipments than 
LCL’s without sacrificing any of 
the advantages. Observers have 
pointed out that truckers now have 
a three-point advantage over their 
railroad rivals; namely, railroads 
have increased rates more than 50 
percent since 1946, freightcar short- 
ages have forced shippers to turn to 
trucks and FOB pricing system 
adoption by steel and cement indus- 
tries has made truck rates more at- 
tractive to consumers, 


Transport clearings in the Twin 
Cities reported a 22 percent gain in 
dollar volume handled by its 54 
members last year, ending Oct. 30. 
The truckers, including most of the 
intercity haulers, handled 1,662,069 
bills for a dollar volume of $144,- 
401,318. 

Another significant 1948 devel- 
opment, Hosking reported, was 
the interchange of trailers be- 
tween one or more motor carriers. 
With this system, merchandise 
can be carried from Twin Cities 
to east coast without rehandling. 

Other developments included: 


OR ee 


re SR 
TOWING 
SERVICE 


655. 


1030.* 


Growing use of trucks to carry 
grains from Dakota elevators to 
Minneapolis and St. Paul terminals; 
a 50 percent increase in petroleum 
tonnage hauled by gasoline trans- 
porters, and completion of four new 
terminals here, including Murphy 
Motor Freight Lines, Union Freight- 
ways, Bison Motor Freight, and 
Schirmer Transportation Co, 

In addition, a more extensive use 
of mechanical devices at freight ter- 
minals, including pallets, fork lift 
trucks and belt chains, was made 
and an increase of legal truck 
lengths by a number of states put 
Minnesota’s industry at a competi- 
tive disadvantage. The problem 
will be taken up with the new 
legislature, 


Ohlmans Sell to Steely 


Glenn Steely is now the sole 
owner of the Soo Implement Co., 
Herington, Kans., dealer in Fergu- 
son tractor and implements. Steely 
has acquired the interests of two 
other co-owners, Milton and Verl 
Ohlman, 





..-A PROFITABLE SHOP UNIT FOR 


CITY PICK-UP AND TOWING SERVICE 


The New Speed King Model was developed to provide city shops 
with a modern Holmes wrecker unit . . . especially adapted to work 
in congested metropolitan areas. The new Holmes Unit is stream- 
lined for mounting on any one-ton short wh truck, is fast, economical 
to use and easy to handle in traffic. Being low in height with short 
turning radius, for clearance of low doors and winding ramps, this 
unit can be easily maneuvered into any place a passenger car will 
go. The Speed King although lighter in design and construction than 
other models embraces all the famous Holmes wrecker features. It 
has speed, power, flexibility, and range of operation for the safe 
handling of all automobiles. A very desirable unit for around-town 
use or as an auxiliary to a larger Holmes Road Unit. See your jobber 
or write us today for details. 


ERNEST HOLMES CO. © CHATTANOOGA, TENN. 





BIG PROFIT JOBS DON’T DRIVE IN—THEY ARE TOWED IN 
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Timken Building 
Hypoid Axles 
For Canadians 


TORONTO.—The first Canadian- 
built two-speed axles with hypoid 
gearing have started to roll off as- 
sembly lines, according to Walter F. 
Rockwell, president of Timken- 
Detroit Axle Co. of Canada, Ltd, 

This marks the first time that 
hypoid gearing has been made 
available to Canadian truckers in 
Canadian-built vehicles, he said. 

This rear-axle differential pro- 
vides two gear ratios for medium 
and heavy-duty trucks. Hypoid 
gearing is used for the first reduc- 
tion and two sets of helical gearing 
for the second. An axle-mounted 
power unit, controlled from the cab 
of the truck, does the shifting. 

The axle gear assembly is being 
produced in Canada under a manu- 
facturing arrangement between 
Timken-Detroit Axle Co. of Canada, 
Ltd. and Canadian Acme Screw & 
Gear, Ltd., Toronto. 


Partnership Dissolved 


Walter J. Barr has purchased the 
interest of his partner, John West, 












one without it . 


See Your 
Bendix Distributor... 
Take the ‘“‘ TONNER TEST” 


Drive a truck equipped with a "Tonner" 
Hydrovac and an “On"—"Off” valve. 
Make a stop with Hydrovac, then make 
. you be the judge! 
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Some Demand for Pickups; Tradein Offers Hit .. . 





RETRACTILE CORD—The electrical connec- 
tions between tractor and trailer for years 
have been a source of trouble for truckers. 
Now, Koiled Kords, Inc., Hamden, Conn., 
claims to have a solution for this problem. 
They are coiled retractile cords that extend 
and retract as the need arises. The manufac- 
turer claims that Koiled Kords, properly in- 
stalled between cab arid trailer, eliminate 
all danger of electrical wires being torn 
loose by catching on projecting corners, 
couplings, handles or moving parts while on 
the road. Koiled Kords extend as the need 
arises to approximately five times their coiled 
length and retract to their original neatly 
coiled size when the pull is relieved. Several 
transportation companies in New England 
have been using Koiled Kords on an experi- 
mental basis for several months and results 
are said to have justified the claims of the 
manufacturer. 


in West-Barr, Inc., motor and im- 
plement firm in Larned, Kans. The 
firm distributes Oldsmobile cars 
and Massey-Harris implements. 








TRUCK SECTION 


Louisville Truck Market Near Standstill 


LOUISVILLE. — Truck sales are 
reported as very quiet, there still 
being a little demand for pickups, 
and now and then a panel in new 
stuff, but with the larger or 
heavier models quite dull. 


In used trucks, pickups are about 
the only thing showing any activity, 
other than where a panel owner 
may be trading for something a bit 
better than what he has. 

Local truck dealers have not been 
at all happy over the advertised 
offers of one big truck dealer that 
he would allow $500 on any used 
truck that could come in on its 
own power, in a trade on a new 
truck. 

Rival dealers say that this is 
trading off all profit on many 
trucks. With salesman’s commis- 
sion, this sort of deal leaves the 
dealer merely what he can get out 
of a junker type of truck in many 
instances, which would not be 
much, what with demand for all 
trucks dull, 


In new cars, demand has slowed 


down to a walk on some models 
and sizes, with some new cars sell- 
ing very slowly. Likewise, the 
higher-priced late model used cars, 
with which dealers loaded their 
used-car lots last year, are today 
being sold in most instances for 
less than the dealers paid for them. 

Many: dealers report they do 
not have a sufficient cushion of 
profit left, after income taxes, on 
money made when things were 
good, to absorb the losses that 
they are having to take today 
on the higher-priced late models 
that they loaded up with. 


Of course the federal regulations 
on short-term payments are caus- 
ing much of the trouble, in that a 
lot of people who would like to 
trade up on used cars can’t meet 
the financial requirements. 


M. E. Helm, manager of the 
Kentucky Unemployment Service, 
Louisville, recently reported 7,492 
fewer workers employed now than 
at the start of the 60-day period 
ending Feb. 1 in the three Falls 











Here’s a chance to offer light truck buyers 
something extra special in braking . . . real, 
big-truck power braking with all the safety 


and braking ease that go with it. 


The 


Bendix “Tonner” Hydrovac is the light truck 


BENDIX PRODUCTS DIVISION 
INDIANA 


SOUTH BEND 20, 


SELL a Bendix ‘“Tonner’’ 


HYDROVAC 


POWER BRAKE 


when you SELL a 
V2 3/4, or 1-ton TRUCK... 










version of the world’s most widely used 
power brake and it’s priced right for volume 
turnover and high profits. So find out about 
the sensational new “Tonner” Hydrovac 
demonstrator that really convinces customers! 


of 


Aviation 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, New York 
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Cities, including Louisville, New 
Albany, Ind., and Jeffersonville. 

The decline is said to be sea- 
sonable, and part of it is due to 
bad weather and slowing down in 
construction work; also a slow- 
ing in furniture factories, food 
and kindred manufacturing 
plants, while the railroads have 
also laid off a lot of men, includ- 
ing shop workers, maintenance 
men and train crews, due to 
reduced transportation activity 
which has been marked in coal 
tonnage. 

The distilling industry is also 
well caught up with production, 
with demand reduced for bottled 
goods, due to employment and 
wages. In addition the 1948 tobacco 
crops have been sold, and many 
seasonal workers employed from 
mid-November to mid-February 
normally are again walking the 
streets in Louisville and tobacco 
marketing towns over the state. 

Bad weather has prevented farm 
plowing or work generally, making 
for rather slow conditions in the 
| farming sections of the state. 





Warns Truckers 
On Rail-Truck 
Freight Claims 


| WASHINGTON.—Motor carriers 
|are being urged by the American 
Trucking Assns. to exercise caution 
before paying claims of concealed 
| nature on shipments which have re- 
|ceived prior transportation by rail 
to a warehouse storage point and 
later reshipped by motor carrier to 
another destination in original con- 
| tainer. 

It has been the practice of many 
motor carriers to pay the entire 
amount of these claims and then se- 
|}cure reimbursement from the rail 
carriers performing the transporta- 
tion into the warehouse for their 
| proportionate share based on a 
| mileage prorate from initial origin 
| point to ultimate destination. 

“Motor carriers continuing this 
practice,” John M. Miller, secretary 
of the ATA’s freight cldim council, 
said, “may find themselves ‘holding 
the bag’ unless before paying the 
entire claim they have taken the 
precaution to determine if the rail 
carriers are agreeable to a prorate.” 

Miller listed three points which 
motor carriers should develop as 
fully as possible before submitting 
claims to rail carriers: 

“First, the claim file should defi- 
|nitely “tie-in” the identity of the 
damaged merchandise with the prior 
rail transportation movement. 

“Second, the file should show 
| clearly that the shipment was not 

warehoused in excess of 120 days. 

“Third, there should be clear evi- 
dence that damage actually was of 
|}a concealed nature and, if inspec- 
tion of such damage was not re- 
| quested within 15 days after deliv- 
|ery by ultimate consignee, there 
should be a clear showing that the 
damage must have occurred while 
the merchandise was in transporta- 
| tion. 

“When the file clearly develops 
these facts and is filed with the rail 
carriers within the nine-month pe- 
|riod, the motor carrier has every 
reason to expect the rail carrier's 
participation,” Miller stated. 











Ohio Weighs Load Rise; 
Mont. Kills Similar Plan 


A bill to permit a one-ton-an- 
axle increase in the maximum 
| weight of vehicles on Ohio high- 
| ways and to allow the state 
highway director to designate 
heavy-duty highways and maxi- 
mum weights permitted on them 
is pending in the Ohio legislz- 
ture. Another Ohio bill provides 
fines for overloading. 
Meanwhile, in Montana, a bill 
to increase the maximum ax!e 
load permitted on its highways 
from 18,000 to 22,000 pounds w:s 
killed by the lower branch «f 
the state legislature through 
adoption of an adverse commit- 
tee report. 
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But 2 Pct. Below November .. . 


Month’s Truck F reight © 


6 Pet. Above 1947 


WASHINGTON.—The American 
Trucking Assns. last week reported 
that the volume of freight trans- 
ported by motor carriers in De- 
cember decreased 2 percent below 
November but increased 5.9 percent 
over December, 1947. 

Comparable reports received by 
ATA from 271 carriers in 42 states 
showed these carriers transported 
an aggregate of 2,572,410 tons in 
December, as against 2,626,142 tons 
in November and 2,430,189 tons in 
December, 1947. 

The ATA index figure, com- 
puted on the basis of the aver- 
age monthly tonnage of the re- 
porting carriers for the three- 
year period of 1938-1940 as rep- 
resenting 100, was 228. 

Approximately 82 percent of all 
tonnage transported in the month 
was hauled by carriers of general 
freight. The volume in this cate- 
gory decreased 2.4 percent below 
November, but increased 6.8 per- 
cent over December, 1947. 


| 

Transportation of petroleum) 
products, accounting for about 9| 
percent of the total tonnage, show- | 
ed an increase of .1 percent over} 
November but decreased 10.4 per-| 
cent below December, 1947. 


Carriers of iron and steel hauled 
about 4 percent of the total ton-| 
nage. Their traffic volume de-| 
creased 3.5 percent below Novem- | 
ber but increased 26.5 percent over | 
December, 1947. 


About 5 percent of the total | 
tonnage reported consisted of | 
miscellaneous commodities, in- 
cluding household goods, textiles, | 
groceries, chemicals, meat, coal, | 
explosives, paper, heavy machin- | 
ery, agricultural, tobacco, wood, 
motor vehicles-and motor vehicle | 
parts. Tonnage in this class in- | 
creased .8 percent over November 


Superior Coach 


Shows 1949 Line 
To Distributors 


LIMA, O.—Four 1949 school and | 
bus coaches, and various models of | 
funeral coaches, ambulances, serv- | 
ice cars and combinations, were dis- 
played for the first time here at a 
three-day sales meeting in the plant | 
of Superior Coach Corp. 


The meeting was attended by | 
more than 200 distributors and 
salesmen for Superior products in 
the U.S. and Canada. Buses were | 
displayed on a revolving stage. First 
to appear was an all-steel safety 
coach, 


Others included a new type of 
school coach—the Superior Pacer— 
for use where capacity needs are 
smaller and roads narrow. Superior 
revealed plans to make this coach | 
available to hotels and vacation 
resorts. 

Another displayed was the 1949 
Schooliner—a streamlined, integral- 
type pusher coach with deluxe fea- | 
tures for regular pupil transporta- | 
tion or for use by athletic teams, 
bands, glee clubs and other travel- 
ing groups. | 


Courtright Heads | 
White at St. Louis | 


CLEVELAND.—J, D. Courtright, 
former sales manager of service 
sales for White Motor Co., has been 
named branch 
manager at St.) 
Louis, according | 
to J. N. Bauman, | 
White sales vice- | 





president. 
Courtright suc- 
ceeds S. P. Le- 


Vore, now region- | 
al wholesale}! 
manager. 

Courtright, prior 
to heading service 
sales, was man- 
ager of White’s Kansas City branch. 
Before that he served as wholesale 
manager in the Kansas City area. 
Previous to joining White he had 
several other years of experience in 
the industry. \ 





J. D. Courtright 


and 11.4 percent over December, 
1947. 

The December tonnage of car- 
riers reporting from the eastern 


district represented a decrease of | 


.2 percent below November but an 
increase of 7.7 percent over De-| 
cember of 1947. 

Carriers in the southern region | 
reported a decrease of 1.8 percent 
below November but increased 13.7 
percent over December, 1947. 


Tonnage reported from the west- 
ern district revealed decreases of 
5.5 percent below November and 
.3 percent below December, 1947. 


The truck loading index for the 
full year of 1948 was 230, compared 
with an index of 206 for 1947, The 
October, 1948, index was 255, set- 
ting an all-time record. Every 
month during 1948 showed an in- 
crease over the same month of 








ATA AND INTERNATIONAL OFFICIALS—This group of American Trucking Assn. 
taphed at a recent trucking ar 
in Chicago. Left to right: Frank W. Jenks, 'HC vice-president; Ted V. Rodgers, 
manager of sales, motor truck division, 
D. Horton, ATA president, and Levin H. 


International Harvester executives was photo 


| ary chairman; W. K. Perkins, 


| Buhner, ATA chairman; H. 
executive vice-president. 


No Fatalities 


School Buses Set Mark 
In West Virginia 


CHARLESTON, W. Va.—West 
Virginia school buses traveled more 
than 10,000,000 miles last year with- 
out a fatal accident, according to 
State School Superintendent W. W. 
Trent, 

School buses transported 155,852 





| pupils each day in the state last 





and 
meeting 
ATA honor- 
Ed J. 
IHC 


International; 
Campbell ir., 





year, he said, using 1,480 buses. All 
except 24 were owned by the county 
school systems. 

During that period, he said, there 
were only 269 accidents, none fatal. 
He credited high standards for both 
drivers and equipment for the 
record. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





every previous year. 


pen and RED 


our Truck Sales...with 


@ That’s the story behind the modern and well-appointed 


yBre” 


building which now houses the sales, service and parts 


departments of Kinsey Implement & Truck Company of 


Lincoln, Nebraska. 


Back in 1945, Mr. C. W. D. Kinsey took on the Mack 


franchise for his territory. “A few years later,” he states, 
“our truck business had doubled and redoubled to such an 
extent that a move to new and larger quarters was necessary.” 


The success story of Kinsey Implement & Truck Company 


is being duplicated by Mack truck dealers in all parts 


of the country. Mack dealers have the advantage of a 
well-rounded line that meets the localized needs of regional 
conditions and industries; gives plus coverage in practically 


every line of business. 


More fleet sales... 





THE NEW KINSEY BUILDING 
is located at the junction of 
two important highways on 
_the outskirts of Lincoln, Neb. 
“Service and parts department 
doubled sales the first month 
and have shown a steady in- 
crease ever since,"’ the com- 


pany reports. 


more repeat orders. . . concentration 


on real dollar volume — that’s the kind of profitable selling 
that goes hand in hand with Mack’s matchless line of 
trucks, buses and fire apparatus. 





IT'S PART OF THE LANGUAGE: 
“Built like a 
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Truck Leasers 
Cite $38 Million 


Business in °48 


CHICAGO.—Members of the Na- 
tional Truck Leasing System at 
their convention here last week 
presented impressive figures on 
their industry’s scope and size. 

They reported, for instance, that 
they did a total business of $36,- 
857,000 during 1948; that their serv- 
ice now extends to more than 135 
American cities, and that they op- 
erate 9,276 trucks, 1,260 passenger 
cars, 90 buses and 1,767 taxicabs. 


Martin Dunlap, executive secre- 
tary, told the meeting that “the 
greatest applications of truck-leas- 
ing arrangements are those where 
a business operates trucks as a 
secondary activity in conjunction 
with its main enterprise.” 


Organized several years ago, the 
system had the objective of giving 
national representation to a num- 
ber of large independent firms en- 
gaged in truck leasing. 








Above: C. W. D. Kinsey, Pres. 
At left: Ernest Wollen, Mgr. 


%* Mack franchises are still available in a 
number of large communities. For informa- 
tion on your territory, write to Wholesale 
Department, Mack Trucks, Inc., Empire 
State Building, New York 1, N. Y. 








Truck “ 








AUTOMOTIVE NEWS, FEBRUARY 28, 1949 


available. Building space available. 
Tools and equipment needed. Man- 
power required and available. Par- 
. |ticularly in multiple dealer cities, 
your location is important. 

A separate truck setup does not 
necessarily have to be located in 
the heart of an industrial district 
to be successful. Plan on having a 
fenced-in, open paved lot located 
next to your truck building. It will 
save considerable in operating cost. 

7. * s 

i DESIGNING your truck build- 

ing and facilities, remember that 
85 percent of all trucks in the 1%-2 
ton field are standard factory pro- 
duction and do not require special 
handling as truck and semi-trailers 
or 10-wheelers do. You shoud be 
able to accommodate these units, 
but your operation should be de- 


ment, genuine parts and service 
maintenance are excellent—if we 
only make it possible for the truck 


Service, Tradein Dis 4 aie 


Truck Dealer ‘Musts’ 


Stressed by Experts 


(Continued from Page 36) 


dresses by the four “experts” who,as dealers, have sold and serviced 
carried the discussion on the truck |trucks and cars from the same 
building, making no provision for 
the special handling that truck 
owners and operators require. 
With the expanding markct for 
trucks and increased production as- 
sured by our factories, we as deal- 
ers should step up.to our responsi- 
bilities and make every provision to 
I assume that most of you have a@j|secure our fair share of this mar- 
dual franchise, such as Chevrolet,|ket, The profit possibilities from 
Ford or Dodge. For many years we, |the sale of trucks, special equip- 


symposium. thee Bie? 


J. L. Shelburne (Chevrolet) 
Fresno, Calif, 


| DISCUSSING this subject, I 
am going to confine my remarks 
to the commercial and the 1%-2 ton 
field. 





Here are some major factors to 
consider before you set up facilities 


nity. Size of the potential market 


All tools and equipment should be 


TRUCK SECTION 


of the type that can w:thstand the 
required. A large stock 
of genuine parts, special equipment 
ry shou.¢ be 


their p 

with their truck 

The parts and service managers 
should be the best in your commu- 
nity, or area, because these two 
people can do more to build up or 
tear down owner confidence than 
anyone else in your dealership. 

ers . 


A™ MECHANICS and parts 
clerks should be well grounded 
in their respective fields in order 
that they may serve your customers 
best. If possible, separate office per- 
sonnel should be used, because truck 
(Continued on Page 41, Col. 1) 





Commercial Car —— Twelve Months Total, 1948-1947 


Truck registrations by states 
are releas here weekly, as 


Ward LaFrance 
Willys-Overland 



































































Truck registrations by states 


are released here weekly, as 


Miscellaneous 
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‘Musts’ for Truck Dealers Stressed 

































(Continued from Page 40) lots of times we have not sold the 


finance problems are different than| CUStomer strong enough on re- 
passenger car problems and should| turning to our dealerships for 
be handled accordingly. All sales-| ™aintenance and repairs. 

men should be trained truck spe-| The average labor sales per repair 
cialists so they can recommend and | order is a mere $7.72, and the aver- 
specify the right equipment to truck | age parts per repair order is $10.22, 
owners. making a total per repair order of 

Selling of new trucks in volume 


$17.94. Now remember, I quote this 
presents the problem of selling used | as a national figure consisting of all 
trucks traded in—in volume, A stock | dealers, including passenger-car 
of unsold used —— eer dealers as well as truck dealers. 
takes a dealer out of the new truc » 

market. Used trucks are like used Now, let's take the average of 


passenger cars—you must buy them — four dealers I mentioned be- 
ore—a 
right, then properly condition, dis- verage labor sales per repair 


order $14.51, average parts sales per 
lay and price them in_keeping i , 
“ x pe S mosietn, Galeemen repair order $15.60, and based on 


1,619 truck orders written during 
should be trained to sell used trucks 
as you would train a truck spe- the year of 1948 these dealers would 


gross a total sales volume of $48,762; 
cialist. In fact, a good truck sales-| 5, joet’s tak ; 
man sells almost as many used|edq an e 40 percent of $30 and 


add another $12 to our $418, and 
trucks as he does new trucks. that gives us $430 gross per truck 
sold. 


Now on the 1948 operation we are 


steps and enter into the average 
used-truck profit. On 97 used trucks 
sold by these dealers the profit was 


efficient, 
with a minimum of delay. 

One of the most important advan- 
tages gained by establishing a sepa- 
rate truck setup in your community 
is the effect on truck owners. The 
extra benefits in terms of increased 
goodwill and the control of future 
truck sales cannot immediately be 
measured in dollars and cents. 


Phil Johnston (Ford) 
Huntington Park, Calif. 
FrIGURES I will give you are com- 

piled from four dealers doing be- 
tween 15 and 30 percent truck busi- 
ness out of their total volume. One 
of these opérations is a large opera- 
tion, two are medium, and one a 
small operation. One operation is 
our own operation in Huntington 


the average of 
trucks sold, the total figure aver- 
aged 223 trucks per dealership, con- 
sisting of trucks from %-ton pick- 
ups to 3-ton units. Ninety-seven 
used trucks were sold per dealer- 
ship t 223 new. This is a 
trading ratio of approximately 1 to 
2%. 
Making triple truck profits was 
an easy job in 1948 compared to 
what it may be in 1949, if we as 
dealers take the easy way out. I 
believe that truck selling in 1949 
will take harder-hitting salesmen, 
better trained salesmen, and twice 
the effort that it took last year. 


Now let us take a look at the 


haps did not do. 

When we sold these trucks, I 
wonder if we missed courtesy lights, 
hand signals, a special paint job, 
road flares and heater. 

The next source of revenue in 
triple truck selling is the contract. 
Only 19 percent of the trucks sold 
now are financed, but in that 19 
percent the gross profit per con- 
tract on new trucks sold, including 
insurance and time sales markup, 
was $102.03. Now I do not say that 
we should take a $2,000 chassis with 
a $1,000 special made body and 
finance that truck for any one-third 
down, because when you do you are 
putting out more cash than you are 
getting in. 

* +. * 

UT I DO THINK that if we 

would try to get 40 percent 
down, or $1,200 in this case, and 
check our customer’s rating, how 
many miles a month that truck will 
be driven, and how it actually will 
be used, we might change our mind, 
and a good way of finding out how 
a man uses a truck is by checking 
the outward appearance of a truck 
or passenger car that he might be 
trading in. 

Now let’s take $398 on number 1 
and add 19 percent of $102.03, or, to 
keep the figures round, $20, and 
that gives us a total of $418. 

Now, let’s go into step three. 

this of the business I 


going to go a little past these three | going 


$67.32. Now let’s take 20 percent of 
that, and it would give us approxi- 
mately $13, so we will add $136 and 
$13 and we have $149, or let’s say 
$150, and let’s add that to our $430 
and we have $580 profit per new 
unit sold. 
o * 

Now, THAT is all rosy and very 

beautiful as we see it on paper, 
but I am not trying to make any- 
one think that it is the whole story, 
because it is not. Let’s consider 
some of the pitfalls in this truck 
business. I know that in 1949, if 
some of us dealers get panicky, we 
will immediately start to throw out 
discounts where discounts are not 
justified. I think that every deal is 
an individual deal of its own, and 
that sometimes we discount to cus- 
tomers who are actually not fleet 
owners and are not entitled to a 
discount. 

I know that in 1949 we are not 
to gross any $136 per used 
unit and I know our financed prof- 
its will not change, if they 


anything 
will go up, but I think the dealer | to take 
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HEAT FOR TRUCKS AND TRAILERS—Cargo 
eloped Drom 


ms, Michigan A i “ evans 
¥ ve., cago. so 
makes refriger, un Tirecks and trail- 


ers. Developed in conjunction with Stewart- 
Warner, the heater uses a 20, .T.U. South 
Wind model in a_ self-contained oo 
Very important in the use of this unit is 

maintenance of even temperature avs 
long runs points where pi- 
cal weather prevails, to northern destinations, 
the company states. It is used to assure safe 
handling of winter crops of tender vegetables 


like beans, peas, peppers, citrus fruits and 
any other commodity subject to extreme 
changes in temperatures, it adds. 


who watches his used-truck opera- 
tion carefully, determines what to 
wholesale and what to retail intelli- 
gently, can break even on his used- 
truck operation. Naturally, that 
makes that $580 figure come lower. 

I do believe that in a highly com- 
petitive market, which is rapidly 
approaching, we are going to have 
some business less than 10 


CO. «se 


Vast 
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percent. I think that our factories 
can play a big part in salvaging 
gross profits if they would encour- 
age dealers not to go beyond a cer- 
tain point of discount and to try to 


_ | hold the price structure up. 
. * ~ 7 


K. O. Dalby (White) 
Joplin, Mo. 
H®EA4Vx-puTy truck selling and 

guaranteed maintenance are 
synonymous. The caliber of main- 
tenance program each dealer is able 
to afford the operators in his mar- 
ket is in direct relationship to the 
new unit sales which he may expect 
from the market. 

In selling heavy-duty trucks, I 
feel that accurately fitting the mo- 
tor truck for the work it is to do is 
the problem most important. All 
motor-truck operation satisfaction 
or complaint stems directly from 
o or not fitting the unit to the 


To do this we must have trained 
personnel in our organizations who 
thoroughly understand the correct 
application of motor truck power to 
any given performance, It is ex- 
tremely important that we all must 
immediately start a salesman’s 
training program, because the 
knowledge of correct power appli- 
cation can be obtained only through 

(Continued on Page 50, Col. 1) 
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How-to-Do-It Suggestions bi aes 


Tips Given on Handling of Used Trucks 


ground and distract the buyer’s| shape, and all safety items such as 


(Continued from Page 36) 


position to trade on fair-te-good 


jobs. They have a spot to place the 
truck with a buyer who wants that 
size, wheelbase and tire require- 
ment when they take in the trade. 
After the dealer owns the 

“trade,” this is when his real mer- 

chandising must come in. Sev- 

eral good used-truck operators 

prewar made it a practice to strip 

off the body and recondition—at 

least appearance wise. Before 

they put a truck on the lot they 

must determine if they are going 

to junk it, sell it “as is” or con- 

dition it. Inasmuch as _ trucks 

that are going to be retailed 

should be on the lot in at least 72 

hours after purchase, this decision 

cannot be put off. 

Junkers should be disposed of at 
once at whatever price they will 
bring. Since it costs a minimum of 
$1 per day for a truck to just set 
around on the dealer’s property, the 
sooner it is disposed of, the smaller 
the net loss. 

All trucks that are to be sold at 
retail should then be prepared for 
display. One smart dealer takes the 
bodies off every truck he retails, 
with the exception of small pickups, 
dumps and panels. The bodies are 
then stacked in an out-of-sight 
place, but where they are readily 
available for showing at the proper 
time. 





TMHERE IS good logic for this 

move. Bodies, especially on 
rough trades, show more abuse than 
the chassis as a rule and are harder 
to make presentable. Truck buyers 
are in the habit of buying chassis 
and cab. Showing used vehicles in 
this condition gives them something 
of a “new-truck” atmosphere. Used- 
truck buyers as a rule wish to in- 
spect the truck quite thoroughly 
and stripping the chassis of the 
body not only makes such inspec- 
tion easy, but also indicates that 
the dealer believes that the truck 
he is selling is in fairly good work- 
ing condition. 

All trucks should then be steam 
or chemically cleaned from stem to 
rear frame cross member. Some 
dealers believe that it pays to give 
the chassis of even the 
trucks a coat of chassis black. Cer- 
tainly all trucks that are condi- 
tioned should be so painted. 

All trucks worth spending any 
money on—trucks in good run- 
ning shape with fair rubber and 
sound engine—should have the 
cab appearance conditioned, and 
the entire chassis painted. If the 
paint on the hood and cab is fair- 
ly good, a good “shinola” treat- 
ment with wax will bring out 
what color is left and make the 
vehicle attractive. 

If the hood and cab must be 
painted, it is better to give both two 
very light coats of finish, rather 
than one full thickness coat, since 
the two light coats will give the job 
a velvety lustre rather than the 
“high stove” polish that is so com- 
mon on many used trucks seen on 
the lots. 

Buyers now are suspicious of be- 
ing offered a truck that has been 
“beat up” in years of wartime serv- 
ice. Outside of testing the engine 
and clutch, most buyers will have to 
judge from appearance and, if the 
truck looks clean, has fair rubber, 
shows no place where the frame 
has been cracked or otherwise re- 
paired, much doubt as to the ve- 
hicle’s former service will be dissi- 


pated. 
. « + 


“AS IS” TRUCKS, that need too 
expensive engine repairs to 
warrant the dealer going to the ex- 
pense of mechanical conditioning, 
can be made to sound more smooth 
at times by the simple expedient of 
setting the idling speed a little 
faster. A faster running engine does 
not show up piston slap or timing 
chain noise as readily, it is claimed. 
Display is very important. First 
the lot or show space should be in 
a good location from the standpoint 
of attracting truck buyers. The ar- 
rangement of the chassis on the lot 
should be so that the greatest num- 
ber of vehicles can be seen from the 
street. Used-truck lots should be 
given just as much attention as to 
cleanliness and orderly arrange- 
ment as a used-car lot. No un- 
sightly crates, barrels or other im- 
pedimenta should elutter up the 








attention. 


All tires should be given a coat 
of black rubber dressing; cab 
windshields and other glass should 
be kept clean and bright; seats 
and seat backs should be repaired 
—or, if beyond repair, replaced. 
Fortunately, there are available 
from most factory used-truck de- 
partments materials for quickly 
and economically repairing both 
torn seats and seat backs so that 
they can be made to look very 
presentable at a very low cost. 

Interiors of the cabs should be 
thoroughly cleaned and, if they look 
rough, refinished. Broken glass 
should be replaced, window mecha- 
nisms repaired and put in operating 





windshield wipers, horns and lights 
made operative. 


After selling the cab and chassis 
—and when the buyer has com- 
pleted his purchase—is the time to 
find out what type of body he 
wants and to lead him over to the 
used-body storage stack. Here he 
can select the body he wants, buy 
that “as is” or find out what it will 
cost him repaired and painted. 
Most dealers will be able to get as 
much for a used cab and chassis 
properly prepared as they would for 
the same vehicle with body. 

. * o 


QasInG the buyer a body from 


the used stock adds to the total 
purchase price. Any work that is 
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needed on the body to put it in the 
shape the buyer wants, adds more 
customer labor and parts profit. 
This “after-purchase” sale also may 
open the avenue to additional sales 
of spare tires, heater, lights, new 
horn or other accessories. All of 
these items produce profits that 
may aid considerably in helping to 
offset any over-allowance that may 
7 been made in the original 
eal. 


In case of trucks which have been 
used as tractors and have had fifth 
wheels mounted on them, the fifth 
wheels should not only be taken off 
but the marks on the fr:.me, where 
the tiedown bolts have depressed 
the frame, should be “ironed out.” 


Most dealers sell used trucks on 
approximately the same terms as 
they sell used cars, with the ex- 
ception of trucks that are going 
into dump-haul work for contrac- 
tors, who have but one season or 
less than a season’s work. Then 


TRUCK SECTION 
experienced dealers demand at 
least 50 percent down and the bal- 
ance in short-time paper, trying 
if possible to have the truck pay 
out in the length of time it wil! 
be on the contract haul. 

It is thus necessary for the dealer, 
or his truck manager, to work 
closely with contractors who wij] 
contract their material hauling, so 
that they will not only know the 
approximate length of the contract 
and the time the hauler will be em- 
ployed on that job, but also as a 
source of good used-truck prospects. 

Like in the passenger-car busi- 
ness, the used vehicle is the 
barometer by which a dealer can 
gauge the number of new trucks he 
can sell profitably. Handied prop- 
erly, used trucks should do better 
than break even, if over-alluwances 
are charged against the new-truck 
sales at the time of tnaking the 
deal, and the trucks are put on 
the lot at their wholesale value. 

—JacK Weep 
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In the Hopper 


Montana House Defeats 
Driver Responsibility Bill 

A bill which would have re- 
quired drivers of motor vehicles 
involved in accidents to post 
proof of financial responsibility 
has been killed by the Montana 
house of representatives. 

* * ” 


Western Turnpike Proposed 


In Pennsylvania Senate 


Erection of a turnpike from the 
' Pennsylvania state line at North 
East down through Erie, Meadville 
and Pittsburgh to the state line 
near West Alexander would be 
authorized and $100,000 appropri- 
ated to pay preliminary costs un- 
der the provisions of a bill intro- 


4 


NGINE PROTECT 


as 


| duced in the state legislature by 
Sens. John H. Dent, Joseph M. 
Barr and John J. Haluska. 
* 


| Support Proposal to Lift 


Bee York Toll Charges 


Support for a full legislative in- 
|quiry into the operations of the 
Port of New York Authority to 
determine the feasibility of reduc- 
ing toll charges on its tunnels and 
bridges is urged by J. R. Crossley, 
vice-president of the Automobile 
Club of New York. 

Crossley, who also is chairman 
of the New York-New Jersey con- 
ference for toll reduction, charged 
in a letter to the authority that its 
policies are “forcing motorists in- 
voluntarily to underwrite the en- 
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tire port development program, al- 
though they benefit from only a 
part of it.” 


* * * 


Pennsylvania Bills Aimed 


At Speeders, Drunk Drivers 


The state would “crack down” 
on drivers convicted of speeding 
and drunken driving under the 
provisions of two measures intro- 
duced in the Pennsylvania legis- 
lature. 

Speeders would receive a stamp 
penalty the first time; a 30 to 90- 
day suspension the second time; 
six months for a third violation, 
and revocation of an operator’s 
license for one year for the fourth 
offense under the terms of a sen- 
ate bill. 

In the house, a bill was intro- 
duced providing for the automa- 
tic five-year revocation of a driv- 
er’s license upon his second con- 
viction of drunken driving with- 





in two years. An additional year 
is added if the driver operates a 
vehicle during his revocation 
period. 


* > > 


75-Cent Minimum Wage 
A bill introduced in the New 
Hampshire legislature by Rep. 
George W. Angus of Claremont pro- 
poses the establishment of a mini- 

mum wage of 75 cents an hour. 
The measure, similar to legisla- 
tion recently put before the national 
Congress, would include farm and 
domestic labor, as well as industrial 


workers. 
= > * 


Idaho Chain Store Tax 


A house-approved bill repealing 
Idaho’s chain store tax has been 
passed by the state senate by a 
vote of 22 to 20, and sent to Gov. 
C. A. Robbins for signature. Under 
the measure, all retail stores in 
Idaho pay a flat $5-per-year license 
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S. Dakota Again Rebels 
At Driver License Law 


South Dakota appears likely to 
retain its status of being the 
only state without a driver’s 
license law. 

A driver’s license bill backed 
by Gov. George T. Mickelson has 
been killed by the South Dakota 
house of representatives. While 
two other driver’s license pro- 

is were introduced in the 
legislature, indications were that 
neither would reach the floor. 


tax instead of the present tax rang- 
ing from $5 per year for one store 
to $500 per store in chains of 20 
or more. 


Oregon Studies 
15-Year Plan 
For Highways 


A 15-year highway program is 
recommended in the report of the 
Oregon legislative interim commit- 
tee, the National Highway Users 
Conference reports. 

The cost of the 15-year program 
is estimated at $949,290,00U—or an 
estimated annual average of $63,- 
286,000—by the Automotive Safety 
x‘oundation in its report of the 
state’s road and street needs. 

Entitled “An Appraisal of the 
Highway, Road and Street Prob- 
lems in Oregon,” the committee’s 
report states that while annual 
revenues from present sources total 
345,625,616, an additional $17,640,384 
annually in revenue is required to 
detray the estimated cost. 

‘Yo meet this revenue deficiency, 
the committee recommends: 

1. An additional one-cent tax 
upon motor fuel, not subject to re- 
fund or credit, the proceeds to be 
used exclusively for the state- 
administered highway system. 

2. A $10 vehicle annual basic reg- 
istration fee in lieu of the present 
$5 basic fee. (An amount equal to 
50 percent of the funds derived 
from the basic registration fee 
would be placed at the exclusive 
disposal of the state highway com- 
missioner for expenditure on the 
state-administered highway system. 

In acknowledging that the pro- 
posed increases in motor vehicle 
taxes would still be short of the — 
annual programmed requirements, 
the report urged that the interim 
committee be continued and that it 
seek a workable revenue producing 
pattern with exploration in the fol- 
lowing areas: 

A. Proportionate tax responsibil- 
ity for the major beneficiaries of 
highways: the road-user, the prop- 
erty-owner and the community. 

B. The specific means (income 
tax, sales tax, general fund or what- 
ever) whereby the community tax 
responsibility shall be met. 

C. Development of an equitable 
formula for the apportionment of 
road-user taxes to state, county and 
city highway administrations. 

D. Exploration of public opinion 
in the above areas (through public 
hearings with road-user, property 
and community groups) as a guide 
and aid in the formulation of an ac- 
ceptable highway fiscal policy ade- 
quate to the needs of the 15-year 
program as outlined in the engi- 
neering study. 

* a * 


Driver Responsibility Bill 
Gains Favor in Texas 


A stringent motorists’ financial 
responsibility bill has been given a 
favorable committee report in the 
Texas senate following a hearing 
at which no one appeared in oppo- 
sition. 

Introduced by Sen. G. C. Morris 
of Greenville, the bill would re- 
quire that both driver licenses and 
registrations be suspended follow- 
ing an accident unless an insur- 
ance policy or bond is deposited to 
cover damages. Maximum required 
coverage would be $11,000. 

* * * 


Gas Tax Increase Bills 


Advance in Montana 

Bills to inerease Montana’s gas- 
oline tax rate from five to six 
cents a gallon and to boost the 
Diesel fuel tax from five to seven 
cents a gallon were passed by the 
lower branch of the state legisla- 

(Continued on Page 44, Col, 1) 
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(Continued from Page 43) 


picketing as an unfair labor prac- 
tice. 


ture and sent to the state senate. 

The proposed one-cent gasoline 
tax increase would yield an esti- 
mated $1,344,700 in additional an- 
nual revenue, while the two-cent 
boost in the Diesel tax would bring 
in $100,000 a year. 

os * 2 


Pennsylvania Bills Ease 


State Labor Restrictions 


Compulsory dues checkoff, coer- 
cion by labor organizations, sec- 
ondary boycotts and jurisdictional 
strikes would be eliminated from 
the list of unfair labor practices 
under a bill introduced in the 
Pennsylvania legislature by Reps. 
Anthony J. Petrosky and C. O. 
Williams. 

Another measure, introduced by 
Reps. Walter T. Kamyk and George 
J. Sarraf, Allegheny Democrats, 
would make it an unfair labor 
practice to picket, secondary boy- 
cott and jurisdictional strikes. Still 
another measure, sponsored by Rep. 
Andrew Kondrath, would eliminate 


* + * 
Freeze Corporate Tax at 4%, 


Rhode Island Governor Asks 

Rhode Island’s tax on corporate 
income would be pegged perma- 
nently at 4 percent under a recom- 
mendation made by Gov. John O. 
Pastore. Unless legislative action is 
taken, the tax reverts to 3 percent. 


* * 


Illinois Bill Asks Licenses 


For Finance Companies 

Interest rates of 6 percent max- 
imum on new cars, 9 percent on 
used cars up to two years old 
and 12 percent on those more 
than two years old are provided 
in a new bill to license and su- 
pervise sales finance companies 
ot in motor vehicles in Illi- 
no 


swap UNAPPLIED TIME For 


PAC edRy 


VARA Mae 


SERVIS-DISPATCHER 


PRODUCTION CONTROL 
2 O28 2.) 





Whether you write a few hundred or thousands of 
repair orders a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 


VOUR Epidebe ORGANIZATION WILL BENEFIT 


DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
dled by full utilization of existing 
facilities ... and efficient handling 
means more satisfied customers. 


SERVICE MANAGER . . . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 





* SHOP FOREMAN . . . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 








SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 
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A STUDEBAKER FAMILY AFFAIR—When Studebaker Corp. honored Armacost Motors, Inc. 
(Studebaker), Kansas City, for 25 years of service, it was a real “family affair." On hand 


were (left to right) Ernest L. 


Studebaker Corp.; Robert 


Armacost, father of the firm's founder; sons 
Robert S. jr., vice-presidents of the dealership; A. J. 
Armacost sr., president and founder of the company, and 


Don R. and 
Van Hecke, regional manager of 


Chester Armacost, a cousin and used-car sales manager. Armacost sr. is president of the 
Missouri Auto Dealers Assn. and a director and past president of the Motor Car Dealers 


Assn. of Greater Kansas City. 


in the state auditor’s office, with 
authority to issue subpoenas, con- 
duct hearings in cases of com- 
plaints and revoke licenses for 


cause, 
* * * 


Farm Tax Saver 


A bill which would cut in half the 
registration fee paid by farmers for 
trucks used exclusively in the oper- 
ation of their farms has been intro- 
duced in the Delaware legislature 
by Rep. Paul G. Spear of Laurel. 


Regulation of 


Stiffer Driver License Law 


Introduced in Kansas 


A new driver’s license law calling 
for physical examinations is pro- 
posed in a bill introduced in the 
Kansas house by Rep. Walter Mc- 
Ginnis, Butler county. 

Under the measure, tests would 
include eyesight, ability to read and 
understand signs, knowledge of 
traffic laws and demonstration of 
physical and mental ability to oper- 
ate a motor vehicle. 


Antifreeze 


Urged in N. Carolina 


Inspection and regulation of all 
antifreeze substances and prepara- 


require the testing of any anti- 


freeze solution sold in the state. 


tions sold in North Carolina is|Rep Carrell Nelson of Colorado 


proposed by a bill introduced in 
the state legislature by Rep. J. H. 
Duncan of Cherokee county. 

Under the bill, before any brand 
of antifreeze could be sold in the 
state, the chemist of the state de- 
partment of agriculture would have 
to inspect a sample of the anti- 
freeze to see if it contained any 
adulterating substance or was mis- 
branded. At present, chemists’ 
analyses are made only upon com- 
plaint that an antifreeze brand is 
faulty. 

Producers and distributors 
would be charged $25 as a license 
or inspection fee. Inspections 
would be made annually, and li- 
censes could be suspended at any 
time the antifreeze was found to 
be adulterated or misbranded. 

The measure would permit agents 
of the state argiculture department 
and gasoline and oil inspectors to 
have “free access” to places of busi- 
ness where antifreeze is sold and 
to take a sample for inspection at 
any time. 

The department could require 
manufacturers or distributors to 
furnish the chemist with a formula 
for the contents of their antifreeze. 
The formula would be kept “con- 
fidential,” however. 

s 


Minnesota Bill Forbids 


Harmful Antifreeze 

A bill designed to protect motor- 
ists against injurious antifreeze 
preparations was introduced in the 
Minnesota legislature by Senator A. 
O. Sletvold of Detroit Lakes, 

The measure would put the anti- 
freeze business under supervision of 
the state argiculture commissioner, 
with antifreeze dealers required to 
obtain licenses from him. Penalty 
for selling injurious antifreeze mix- 
tures would be a fine up to $2,500 
or up to five years in prison. 

“There has been a considerable 
quantity of antifreeze sold in Min- 
nesota that caused damage to auto- 
mobiles,” Sletvold said. “We pro- 
pose to stop that.” 

= e 


Nevada Also Considers 
Bad-Antifreeze Blow 


Use of harmful and noxious in- 
gredients in antifreeze solutions in 
Nevada would be banned under 
terms of a bill sponsored in the 
state senate, 

The bill, which has been referred 
to the judiciary committee, provides 
for bringing antifreeze solutions 
under state laws governing the mis- 
representation of motor fuels and 
lubricants. 


Colorado Bill Proposes 


Anti-Freeze Inspection 
A bill has been introduced in the 
Colorado legislature, which would 











Springs is sponsoring the measure. 


Curb on Public Racial Bias 


Is Advanced in N. J. 
A bill designed to prevent racial 


and religious discrimination in 
places of public accommodation, in- 
cluding “any garage, and public 
conveyance operated on land or 


Y check 
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N. Y. Bill Cuts Age Limit 
For Driver Class Grads 


A bill pending in the New 
York state legislature would 
make youths 17 years old eligibic 
for automobile driving if they 
had completed high-school driv - 
ing courses approved by the 
state education department. 

The present age limit is 1%. 
The bill was introduced by Sen. 
Seymour Halpern, Queens Re- 
publican. 





water or in the air and stations 
and terminals thereof,” was passed 
unanimously by the lower branch 
of the New Jersey legislature and 
sent to the state senate. 

The bill broadens a law passed 
in 1945 to eliminate discrimination 
in employment in New Jersey. 
While the 1945 statute has broad 
declaration of principles its effect 
has been limited to employment 
practices. 


California Bills Outlaw 
Closed Shop, Mass Pickets 


A bill to outlaw the closed 
shop has been introduced in the 
California legislature by Assem- 
blyman George R. Butters of 
Imperial county. 

Also before the legislature is 
a bill, introduced by Assembly- 
man Bruce V. Reagan of Pasa- 
dena, which outlaws mass pick- 
eting in labor disputes. The bill 
defines mass picketing as two or 
more persons. 


Chain Tax Proposal 


Increased chain store taxes in 
Montana have been proposed in 
the state legislature by Rep. John 
Jarussi, Carbon Democrat. His bill 
would increase the present annual 
state license on stores from $200 
to $1,000 each for chains operating 
more than five stores. 

(Continued on Page 45, Col. 1) 
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Complete protection for grille, fenders and headlights. 
All heavy duty steel, all welded construction. 


[4 Handsome baked on finish. 


Quickly and easily mounted, 
no rattling or jarring loose. 
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That's why Stateweld “Monogram” 
Grille Guards are leaders in 

the industry, first in sales, first in 
customer acceptance, first in the 
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tailored to the truck for all 
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including cab over engine. 
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Buffalo Urged to Build ance of only one registration plate 


° ° beginning in 1950 for seven years, 
Tiered Parking Ramps with one or two stickers every sub- 
Two members of the Buffalo| sequent year, 
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and directs that 
common council are preparing to/ money saved from the annual ex- 
introduce legislation for the erec-| pense in issuing two metal plates 
tion of tiered parking ramps by/be allocated to schools for the 
the city to ease the acute parking | driver training program. 

problem in some sections of Buf- i tle Se 


falo. Bill Would Clamp Rein 


The councilmen pointed out that e 
the parking problem in Buffalo is} On Minnesota Speeders 
A bill to put teeth into enforce- 


not confined to the downtown area 
but to heavily populated commu-| ment of speed laws on Minnesota 
rural highways by fixing an abso- 


nity districts as well. 
s lute limit of 65 miles an hour has 


* * 
Lawmakers V ote to Continue | been introduced in the state legis- 


Tennessee Closed-Shop Ban 
Tennessee’s senate has killed a 

proposal to repeal the state’s anti- 

closed shop lew. ‘ 

Referendum on Meter Use 

Sought in Wisconsin Cities 


Wisconsin communities would be 
permitted to hold referendums on 













‘Dry’ Gasoline Stations 
Asked in California 


Sale of any type of liquor in 
gasoline service stations would 
be prohibited under a bill intro- 
duced in the California legisla- 
ture by Assemblyman G, Delbert 
Morris of Los Angeles. 
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lature by Sen. Walter Burdick of 
Rochester. 

Existing Minnesota laws put a 
“prima facie” limit of 60 miles an 
hour on open-road speeds, which 
means that is presumed to be the 
maximum speed limit. A higher 
speed will not result in conviction, 
however, if it can be proved to 
have been “safe.” 


+ * . 
N.Y. Bill Would Screen 


Three-Accident Drivers 

Reexamination of motorists in- 
volved in three accidents within 
18 months that resulted in a 
death or property damage over 
$50 would be made mandatory 
under a bill introduced in the 
New York state legislature by 
the joint legislative motor ve- 
hicles committee. 


N.C. Bill Would Streamline 


State Utility Commission 
Reorganization of the North Ca- 
rolina utilities commission, whose 
functions include regulation of 
buses and trucks, is proposed by 
bills introduced in the state legis- 


lature. 
The bills would increase the 





from 


of commissioners 
three to five, place one commis- 
sioner at the head of each of four 
clearly defined divisions and au- 
thorize the employment of techni- 


cally trained personhel. 
= * + 


number 


Vt. Bill Would Provide 
New 3-Axle Designation 

A bill pending in the Vermont 
legislature would provide that 


trucks, as regards weight limits, 
shall be considered as having 


The measure was introduced by 
Rep. Bailey of Calais. 


* 
Ohio Bill Would Put State 
In Auto Liability Business 

A bill introduced in the Ohio 
house would set up a compulsory 
state automobile liability fund and 
create a three-member state board 
at an annual salary of $10,000 per 
member. 

Another bill introduced in the 
Ohio house would set a 6 percent 
ceiling on finance charges on auto- 
mobiles. On cars two years old, the 
rate would be 9 percent maximum. 
On cars more than two years old, 
the rate would be 12 percent. 

* . . 


S.D. Legislature Passes 
Parking Legislation 


Bills to authorize municipalities 
to pledge general credit for park- 
ing lots and permit use of park- 
ing fees for acquiring parking 
lots have been given final pas- 
sage by the South Dakota legis- 
lature. 


the use of parking meters under 
the terms of a bill introduced in 
the state legislature. 

At the present time, specific au- 
thority from the legislature must 
be obtained by any community 
wishing to install meters. The new 
bill also provides for referendums 
to remove parking meters if, after 
a fair trial, results are unsatis- 


factory. re 


North Dakota Gas Tax Hike 
Spurned in Committee 
The transportation committee 
of the North a ees 
f representati reco 
that © soepnted ewo-aalt increase 
in the state gasoline tax be 








killed. 
The bill had been backed pri- 
marily by the North Dakota 


County Commissioners Assn. as 
a means of obtaining additional 
road funds. During a hearing on 
the proposal, State Highway 
Commissioner N. O. Jones said 
many counties were in an ex- 
tremely embarrassing position 
for snow removal because of lack 
of funds. He said the increase 
would give the counties enough 
money to match available fed- 
eral aid to counties 
without dipping into existing 


revenues. 
o * 


Wisconsin Bill Would Ban 
Closed and Union Shops 

Proposed legislation to outlaw 
both the closed shop and union 
shop in Wisconsin has been intro- 
duced in the state senate. 

The measure was offered at the 
request of “certain individuals,” 
whom Committee Chairman Gor- 
don Bubolz, Appleton Republican, 
declined to name. He said the com- 
mittee had taken no stand on the 
bill. 

o 


= . 
Pennsylvania Senate Ponders 


Two Driver Training Bills 


Bills advancing the driver train- 
ing program in Pennsylvania’s high 
schools have been introduced in the 
Pennsylvania legislature by Sena- 
tors William J. Lane, Fred P. Hare 
jr. and Burton E. Tarr. 

Bill 275 would establish a uni- 
form and standard program of 
driver training in the state’s high 
schools under the department of 
public instruction. The measure 
would appropriate the necessary 
money out of the motor license 
fund. Bill 276 authorizes the issu- 





Ton-Mile Truck Tax 


Defeated in Montana 

By adoption of an adverse 
committee report, the Montana 
house of representatives killed a 
bill providing for imposition of 
a ton-mile tax on trucks, except 
those used by farmers for agri- 
cultural purposes. 

Designed to raise an estimated 
$900,000 a year for highway con- 
struction purposes, the proposed 
tax would have ranged from 3.75 
mills per mile for trucks weigh- 
ing up to 4,000 pounds to 40.87 
mills per mile for those weigh- 
ing more than 44,001 pounds, 
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STANDARD TRUCK CUSHIONS — Poor 
take-up of shock followed by rough 
rebounds. Drivers take up to 50,000 
shocks like this a day. 
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| BOSTROM HYDRAULIC SEAT—Soaks up 
the initial shock and levels out—like 
a passenger car ride. 








Teas ENGINEERING RIDE-GRAPHS 


tell you better than words why . . . Safety slips! Schedules lag! 


Equipment and cargoes take abuse! 


Yes . . . Bostrom hydraulic seats more than pay for 


themselves by reducing driver fatigue. You get 


additional savings by cutting seat repair bills. Ask your 


dealer for a demonstration. For free folder, 


“12 Eye Openers Concerning Truck Seats” write: 


BOSTROM MFG. COMPANY 


133 West @regon Street © Milwaukee 4, Wisconsin 












Fave 1s Mo Subativae te iy 


Kite { 

for a ostvom “ae, Bostrom Hydraulic Seats 
new stendord or optional equipment on the following 
trucks: GMC, Diamond T, Federal, Hendrickson, Peterbuilt 
Walter, Ward La France, FWD, Dart, Oshkosh, and Cole- 
man. Specify Bostrom Model 47 Seats on your new trucks. 








Used Car Auction Prices 


(Eprror’s Note: While we — = ae e a ee all of these 
listings, occasionally some ge us. Ho ve ® abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the. car is probably loaded with extras). 


MINNEAPOLIS FORD—’38 (63 2-dr., $235. 


HUDSON—’'46 (6) 4-dr., $975. 
(Minneapolis (Minn.) Auto Auction. Sale LINCOLN—'47 4-dr., $1,360. 





sale of 
fw enamine MERCURY—’46 club coupe, $1,1 ‘ 
(57 cars sold out of 105 offerings. NASH—'48 (600) 4-dr., $1,310. 18 (600) 


4-dr., $1,030. 
PACKARD—’41 (8) 4-dr., $66 
PLYMOUTH—’47 SD 2-dr., $1, 200, 
4-dr., $1,125. 
PONTIAOC—’40 (8) 4-dr., $500, 
STUDEBAKER—'47 Champion 2-dr., 


Buyers getting active.) 

BUICK—’49 Super sedanette, $2,645, $2,- 
620, $2,585. °46 Special 4-dr., $1,385. 
*42 Special 4-dr., $705. °38 Special 4-dr., 


$405. 
CADILLAO—’49 (62) 4-dr., $4,085, 


"46 SD 


$1,- 


$4,040, 220. 

$3,980. °48 (62) 4-dr., $3,085, $2,990. 
CHEVROLET—’'49 SL Deluxe 4-dr., $2,380, 5 

$2,315, $2,275, $2,245. °48 FL aerosedan, MASON CITY, IA, 

$1,710, $1,685, $1,655. ‘47 FL aerosedan, (Lapiner’s Used Car Auction. Sale every 

$1,520, $1,455. °40 SD 4-dr., $800. Wednesday. Prices are for sale of Feb. 16.) 
CHRYSLER—'42 Windsor 4-dr., $715. (43 units sold out of 85 offerings.) 
DeSOTO—’48 Custom 4-dr., $2,050. BUIOK—’49 Super sedan, $2,590. °'48 Super 
DODGE—’48 Custom 4-dr., $1,725, $1,670,| sedan, $1,88 

$1,655, '47 Custom 4-dr., $1,445, $1,365. |CHEVROLET-'4) SL sedan, $2,350, $2,- 
FORD—'49 Custom 4-dr., $1,795, $1,735, | 300, $2,280. ‘48 SM 2-dr., $1,655. ‘47 

$1,710. ‘47 Deluxe 2-dr., $1,200, $1,115. FL aerosedan, $1,425. ‘46 FL aerosedan, 

46 SD is. $1,180, $1,115, $1,065. °37| $1,150. °40 sedan, $800. 

2-dr., $155 DeSOTO—’48 Custom sedan, $1,835. 
HUDSON—'48 4-dr., $2,115. DODGE—’48 Deluxe 2-dr., $1,580, $1,560. 
LINCOLN—’'49 club coupe, $2,610, $2,300. | FORD—’49 Custom (8) 2-dr., $1,825, $1,- 
NASH—’'40 4-dr., $625, $485. 810, $1,875. ‘48 Custom (8) sedan, §$1,- 
OLDSMOBILE—’ 49 (98) sedanette, $3,100. 450. '46 sedan, $1,000. 


'48 club coupe, $2,100. ‘39 4-dr., $395. | FRAZER—'48 sedan, $1,395. 
PLYMOUTH—'48 SD 4-dr., $1,695, $1,675, | LINCOLN—’47 sedan, $1,395. 

$1,590. '46 SD 4-dr., $1,140, $1,110. ‘41 | MEROURY—’49 club coupe, $2,180. 

SD club coupe, $640. OLDSMOBILE—’48 (98) sedan, $2,175. '46 
PONTIAC—'48 (8) sedanette, $1,990, $1,-| (78) 2-dr., $1,235. 

we "47 (8) sedanette, $1,510, | PLYMOUTH—'48 SD 2-dr., $1,785; 4-dr., 

475. $1,550. 

STUDEBAKER—’48 LC 4-dr., $1,985. PONTIAC—'49 SL (8) sedan, $2,755. '48 


SL (8) sedan, $1,780; conv., $1,990, 
MISCELLANEOUS—’ 48 Chevrolet half-ton 
pickup, $1,210. 


RICHMOND 


(Automobile Auction of Virginia, Inc. 
Sale every Friday. Prices are for sale of 
Feb. 18.) 

= price - over previous week. 

uess increase is running wr to 6 per- 
oa 


BUICK—'48 Super sedan, $2,056. 


PHILADELPHIA 


(Harry D. Gilbert. Sale every Tuesday. 

Prices are for sale of Feb. 15.) 

(Market shows prices somewhat lower, 
with slower bidding. Sold 33 cars out 
of 98 offerings.) 

BUICK—’49 Super sedanette, $2,480. 
Super conv., $2,220. ‘47 RM sedan, 
660; Super sedanette, $1,720. 
club coupe, $925; conv., $900. 

‘VROLET—'49 FL aerosedan, 


"48 


$2,300. ‘47 sta- 


‘48 aerosedan, $1,660, $1,610; FM conv., tion wagon, $1,500. ‘41 Super sedan, 
$1,670; 4-dr., $1,610; club coupe, $1,575; $775, $740. ‘32 sedan, $165. 

SM club coupe, $1,570. °47 FL aero- CHEVROLET—’49 SL Deluxe sedan, $2,- 
sedan, $1,460; FM 4-dr., $1,420, $i. 410, 110, ‘48 FL aerosedan, $1,620, $1, 650. 
$1,375; SM club coupe, ‘$1,425 6 FM ‘47 FL 2-dr., $1,450, $1,370. 46 FL 
conv., $1,370. ‘41 SD 4-dr., $1,000. 2-dr., $1,125. °'42 4-dr., $790, $800. ‘41 

DODGE—’48 Custom club coupe, $1, 775. club ‘coupe, $780, $530; conv., $485. 

‘47 Custom 4-dr., $1,475. DeSOTO—'46 Custom 4-dr., $1, 180, $1,340. 
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@ Dependable performance, safe operation, plus 
the advertising wallop of a smart, streamlined ap- 
pearance, makes an AUTO-TRUCK POWER WRECKER 


one of your best service salesmen. 


There is an AUTO-TRUCK WRECKER model for any 
make or capacity of chassis. The Collapsible Fold- 
away Wrecker converts a single truck into either 
a spacious pick-up or sturdy wrecker whenever you 
need either. 


AUTHORIZED DISTRIBUTORSHIPS ARE AVAILABLE in 
Eastern, Southern and Far Western territories. Write 
for complete information and catalogs. 


HOgarth 9040-9041 -8268-4933 


LYNDON e DETROIT 2.1, MICHIGAN 





AUTOMOTIVE NEWS, FEBRUARY 28, 1949 


TRUCK SECTION 


‘Big Three’ Market Suge 
As Reflected in Mason City (la.) Auction 
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FORD—’'49 Custom (6) sedan, $1,550, $1,- 
675; club coupe, $1,710, $1,730, $1,700. 


48 SD 4-dr., $1,305; half-ton pickup, 
$1,100. °'47 Deluxe 4-dr., $1,175, $1,200. 
"46 Deluxe (8) 4-dr., $1,150, $1,070. ‘°41 
Deluxe 4-dr., $710; half-ton dump, $235. 
"40 2-dr., $410, $380. ‘38 2-dr., $370. 
"30 4-dr., $95. 

HUDSON—'48 Super (6) 4-dr., $1,200. 

LINCOLN—’47 4-dr., $1,250. "40 club 
coupe, $275. 

NASH—'47 (600) club coupe, $1,325. ‘46 
sedan, $675. 

OLDSMOBILE—'47 (66) 4-dr., $1,350. 

PACKARD—’'39 2-dr., $195. 

PLYMOUTH—'47 SD 4-dr., $1,450. ‘41 
Deluxe 2-dr., $700. 

PONTIAC—'49 SL (8) 2-dr., $2,675; (6) 
4-dr., $2,500. ‘40 (6) 2-dr., $375 


STUDEBAKER—’'47 half-ton pickup, $700. 
WILLYS—’41 4-dr., $210. 


LUBBOCK, TEX. 


(Lubbock (Tex.) Auto Auction. Sale 
every Thursday. Prices are for sale of 
Feb. 17.) 


(Market shows 44 units sold out of 135 
offerings.) 

BUICK—'49 Super 4-dr., $2,630. 

CHEVROLET—’49 SL Deluxe 4-dr., $2,525, 
$2,320; FL aerosedan, $2,460; club coupe, 
$2,410. ‘48 FL aerosedan, $1,860, $1,700, 
$1,960, $1,695, $1,725, $1,950. ‘46 FM 
4-dr., $1,260. °42 club coupe, $780. ‘41 
club coupe, $825. 

CHRYSLER—’47 Windsor 4-dr., $1,550. 

DODGE—'47 Custom club coupe, $1,325. 
‘46 %-ton pickup, $865. 

FORD—'49 Custom 2-dr., $1,885. ‘47 SD 
club coupe, $1,405, $1, 475; station wagon, 
$1,305; 2-dr., $1,425, $1,355, $1,410. 46 
half-ton pickup, $805, $1,150. °40 coupe, 
$495. ‘39 2-dr., $1,080. 

MERCURY—’49 club coupe, $2,400. 

PLYMOUTH—'48 4-dr., $1,320. 

PONTIAC—’49 (8) 2-dr., $2,805. 

STUDEBAKER—'49 LC sedan, $2,780. 
4-dr., $1,475. 

YS—'47 station wagon, $1,030. 


LOUISVILLE 


(Auto Auction Sales. Fred Miller, man- 
ager. Sale every Tuesday-Friday. Prices 
are for sale of Feb. 8.) 

(105 cars sold out of 221 offerings. 


47 


Prewars firm. °46 and °’47 models 
showing new strength.) 

BUICK — ‘41 sedan, $1,040. ‘40 sedan, 
$505. ‘39 sedan, $665. 

CHEVROLET—'49 FL sedan, $2,370, $2,- 
340. ‘48 FL sedan, $1,775, $1,700. °47 
FL sedan, $1,445. ‘42 sedan, $615. ‘41 
sedan, $1,015, $960, $840, $725. ‘40 se- 


dan, 95, $680. °39 sedan, $355, $475, 
$400. ‘38 sedan, $615, $485. 
DODGE—’37 sedan, $195, $180. 
FORD—’'49 Custom sedan, $1,700, 
"48 SD (8) sedan, $1,300, 
‘47 sedan, $925. °46 sedan, $1,060, $1,- 
010, $965. ‘41 sedan, $905, $705, $680. 
"38 sedan, $220. 
HUDSON—’41 sedan, $175. 
MERCURY—’'49 sedan, $2,150, 


$1,625. 
$1,165, $1,150. 


$2,100. 





OLDSMOBILE—’46 sedan, $1,230. ‘42 se- 
oiaa $625. ‘41 sedan, $775. ‘35 sedan, 

PACKARD—’38 sedan, $295. 

— sedan, $300. ‘39 sedan, 

| 0. 

| PONTIAC—'41 sedan, $965, $795. °37 se- 
dan, $365, 

STUDEBAKER—’46 sedan, $810. 

WILLYS—’'49 Jeepster, $1,345. 

CONCORD 





(Concord (Mass.) Auto Auction, 
Sale every Friday-Monday. 
sales of Feb. 11-14.) 

(Buyers much more active at recent 

sales. Prices about the same since 

dan, 1. Clean prewars and °46 models 

in demand. Sold 152 units out of 245 

offerings.) 

BUICK—'47 Super conv., 
dan, $1,655. 


Inc. 
Prices are for 


$1,800; RM se- 
‘41 Super sedan, $1,000. 
'40 club coupe, $1,025. ‘39 sedan, $600. 
CADILLAC—'41 (62) club sedan, $910, 
CHEVROLET—'49 FL Deluxe sedan, §$2,- 
200, $2,190; SL sedan, $2,150; conv., 
$2, 350. | °48 SM business coupe, $1,325; 
half-ton pickup, $1,150; FL aerosedan, 
$1,610; sedan, $1,650; FM sedan, $1,655. 
‘47 FL sedan, $1,200; SM club coupe, 
$1,200, $1,250; FL aerosedan, $1,290, $1,- 
400; FM sedan, $1,275, $1, 325; SM sedan, 


$1,025. "46 FL aerosedan, $1,225; FM 
sedan, $1,105, $1,000, $1,170, $1,205, 
$1,300; half-ton pickup, $575. °42 SD 
club coupe, $925. ‘41 SD sedan, $825, 
$775, $815, $755, $750. °40 sedan, $525, 
$510, $760. '39 sedan, $665, $600. 
DODGE—'48 Custom sedan, $1,650. °41 


conv., $695. °'40 business coupe, $465. 
FORD—'49 Custom sedan, $1,735, $1,725; 
half-ton (6) pickup, $1,310. °48 SD se- 
dan, $1,400, $1,375; club coupe, $1,450. 
'47 SD sedan, $1,200, $1,000, $1,190. '46 
SD sedan, $1,090, $1,005, $1,050, $1,065, 
$1,085. °42 station wagon, $700. ‘41 se- 
dan, $800, , $650; conv., $710. 
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+ WILLYS—’48 Jeep, 























conv., $975, $690; sedan, $495, $725, $675. 
'39 sedan, $325, $300. ‘38 business 
coupe, $290, $170. ‘37 sedan, $240, $275. 


36 sedan, 2 at 160, $225. ‘35 sedan, 
$175, $270, $160. 

LINCOLN—'47 sedan, $1,200. 

MERCURY—’48 club coupe, $1,450; sedan, 
$1,100. ‘47 sedan, $1,400. '46 conv., 
$1,235. °40 sedan, $910. 

OLDSMOBILE—’47 (78) sedan, $1,500. ‘41 
(76) sedan, $760, $635; (98) club coupe, 


$625. °40 sedan, $475. 

PACKARD—’46 sedan, $1,100. ‘41 sedan, 
$565. 

PLYMOUTH—’'41 business coupe, $460. ‘38 
sedan, $365. ‘37 sedan, $275. 

PONTIAC—’49 SL Deluxe (8) sedan, §2,- 
465. °47 Torpedo (6) sedan, $1,225. ‘46 
SL (8) sedan, $1,350, $1,260. °42 sedan, 
$775. ‘'41 sedan, $550, $700, $825, $725. 


"40 sedan, $600, $700. 
STUDEBAKER—’'49 Commander LC sedan, 

$2,025, $2,035, $2,135. ‘47 Champion se- 

dan, $1,250; half-ton pickup, $675. ‘41 


sedan, $375, $535. 
$740; half-ton pickup, 
$1,360. 
MISCELLANEOUS—'42 GMC dump truck, 
$800. 


SOUTH BEND 


(South Bend (Ind.) Auto Auction Co., 
Inc. Sale every Friday. Prices are for 
sale of Feb. 11.) 

(34 units sold out of 56 offerings.) 


BUICK—’47 Super 4-dr., $1,475; Special 
4-dr., $610. 

CADILLAC—'47 (62) club coupe, $2,510; 
4-dr., $805. 


CHEVROLET—’ 48 %-ton pickup, $1,525; 
SM 4-dr., $1,410. °41 MD club coupe, 


$750. 40 MD 2-dr. , $615, $545. 
DODGE—'47 Custom 4-dr., $1,410. 
FORD—'49 Custom 4-dr., $1,785; Deluxe 

(6) 2-dr., $1,580. ‘47 SD 4-dr., $965; 


Deluxe 2-dr., $515. 
HUDSON—’48 Super (6) club coupe, $1,920. 


MERCURY—'46 4-dr., $1,060. ‘41 4-dr., 
$610. 

OLDSMOBILE—’48 (98) 4-dr., $2,210. ’42 
(98) 4-dr., $780. 

PLYMOUTH—'47 SD 4-dr., $1,310. 42 
4-dr., $805. ‘41 2-dr., $600. °37 2-dr., 
$260. °36 4-dr., $155. 

PONTIAC—’48 SL 4-dr., $1,985. 41 2-dr., 


$655. 

STUDEBAKER—'49 %-ton pickup, $1,525. 
'48 Champion Regal club coupe, $1,600. 
‘47 Commander 4-dr., $1,460; Champion 
2-dr., $1,325, $1,285; 4-dr., $1,305; half- 
1 pickup, $955. ‘46 half-ton pickup, 
$870. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Feb. 11.) 
(Buyers active. Sold 115 units out of 
258 offerings.) 


BUICK—’'49 Super conv., $3,000; sedanette, 
$2,550. °48 Super sedan, $2,050; RM se- 
danette, $1,800; Super sedanette, $2,075. 
‘47 RM conv., $1,665. '46 Super sedan- 
ette, $1,525; RM sedan, $1,150. 

CHEVROLET—'49 SL Deluxe sedan, §2,- 
350; FL sedan, $2,155, $2,275. ‘48 FL 
aerosedan, $1,725, $1,700, $1,470; FM se- 
dan, $1,610. ‘47 half-ton pickup, $1,135; 


FL aerosedan, $1,525. °'46 SM sedan, 
$1,000, $1,110. °41 SD sedan, $830, $650. 
’40 SD sedan, $775, $405. 


DODGE—’'46 Deluxe sedan, $825; Custom 
sedan, $825. 

FORD—’49 half-ton (6) pickup, $1,475, $1,- 
455; (8) sedan, $1,680; Custom (8) se- 
dan, $1,800, $1,675, $1,750. °'48 Deluxe 
sedan, $1,350, $1,400. °47 Deluxe sedan, 
$1,150. 46 SD sedan, $1,100, $1,075, 
$1,050. °42 Deluxe sedan, $750. ‘41 SD 
sedan, $710, $525. 


| HUDSON—’48 (8) sedan, $1,425. 

MERCURY—’49 club coupe, $2,075, $1,985. 
’47 sedan, $1,325, $1,280. ‘41 conv., 
$600. 

NASH—’'49 (600) sedan, $1,775. °46 (600) 
sedan, $1,000. 

PONTIAC—'49 SL (6) sedanette, $2,600; 
(8) sedanette, $2,460; Deluxe sedan, 
$2,650. 


MISCELLANEOUS—’'48 International KB1 
half-ton pickup, $740. 


HORSEHEADS, N. Y. 


(Horseheads (N. Y.) Auto Auction. Sale 
every Friday. Prices are for sale of Feb. 
18.) 

(Smaller volume of paper; new stocks 

z,) 

BUICK —'47 Special 4-dr., $1,425. °’46 
Super 4-dr., $1,300. ‘42 Special 4-dr., 
$910, $930. °41 Special 4-dr., $700. °'40 
Special 4-dr., $550. 

CADILLAO—'41 1%-ton, $1,250; SL Deluxe 


2-dr., $2,010, $2,080, $1,935; 4-dr., $2,- 
060. ‘48 SM 4-dr., $1,430; 2-dr., $1,450; 
FL 2-dr., $1,585. °47 FL aerosedan, $1,- 
500; SM 2-dr., $1,210. ‘42 SD 2-dr., 
$800. °41 SD club coupe, $810. '40 MD 
2-dr., $525, $675. °'39 MD 4-dr., $380, 
$415. °36 2-dr., $295. 


DeSOTO—'46 Custom 4-dr., $1,290. 
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DODGE—’ 39 2-dr., $420. 

FORD—’'49 (8) club coupe, $1,650. "48 
half-ton pickup, $1,150. ‘47 SD 2-dr., 
$1,090, $1,150. ‘41 Deluxe 2-dr., $470. 
"40 2-dr., $505, $570, $700, $440. ‘39 
2-dr., $390. 

HUDSON—’41 (8) 4-dr., $540. 

MERCURY—’46 conv., $1,180. 

NASH—’49 (600) 4-dr., $1,895. 

OLDSMOBILE—'46 (98) sedanette, $1,340. 
"41 (6) 4-dr., $580. 

PACKARD—'40 club coupe, 

PLYMOUTH—'48 SD 2-dr., 
2-dr., $530. ‘'39 4-dr., $480, 

PONTIAC—’47 conv., $1,690. 
$1,340. ‘40 4-dr., $510. 

STUDEBAKER—’47 Champion 4-dr., 
300. Champion 4-dr., $1,040. 


TOLEDO 


(Doc Greiner Auction. Sale every Thurs- 


30. 

$1,345. 

$460. 
"46 4-dr., 


$1,- 


"41 


day. Prices are for Feb. 17.) 

BUICK—’49 Super sedanette, $2,500. ‘48 
Super 4-dr., $1,935. ‘47 Super 4-dr., 
$1,405, $1,560. ‘42 Super sedanette, 
$805. °41 Special sedanette, $675. 

CADILLAC—'42 (62) 4-dr., $1,280. ‘41 
2-dr., $840. 

CHEVROLET—'47 SM 4-dr., $1,325. ‘41 
SD 4-dr., $715. 

CHRYSLER—’48 Windsor conv., $2,100. 


DeSOTO—’'41 Custom club coupe, $750. 

DODGE—'48 4-dr., $1,705. 

FORD—'49 Custom (8) club coupe, $1,775. 
"48 SD (8) club coupe, $1,150. ‘41 2-dr., 
$945. °40 2-dr., $555. °36 2-dr., $650. 


HUDSON—’'41 2-dr., $440. 


LINCOLN—’49 Cosmopolitan 4-dr., $2,400. 
MERCURY—'49 4-dr., $2,000. 
$975. 


PLYMOUTH—'47 Deluxe 2- dr., 
club coupe, $550. 
PONTIAC—'46 (6) club coupe, $1,285. 
DENVER 
(Denver Auto Auction, Inc., Littleton, 
Colo. Sale every Tuesday. Prices for sale 
of Feb. 15.) 
(Prices still lower than previous weeks. 
Big demand for older clean units.) 
CADILLAC—’48 (62) 4-dr., $3,010; 


4-dr., $3,015. 
CHEVROLET—'49 FL aerosedan, $2,465. 
Col. 1) 


(Continued on Page 47, 
CAR BUYERS 
Don’t Get “Stuck’’! 


GOOD CARS 
FOR ONLY 


$1.25 


Amazing but true! Thousands of car buyers 
saved hundreds of dollars last year after 
reading ‘‘How To Be An Expert Car Buy- 
er.”’ This sensational new book reveals 
authoritative money-saving inside informa- 
tion. It exposes 36 tricks used to defraud 
car buyers. Shows how to spot former 
taxis, wrecks, lemons, stolen cars. Gives 56. 
easy tests. Covers fair prices, trade-ins, 
financing, insurance, repair, operating costs, 
etc. Highly commended by ‘‘Los Angeles 
Dealers News’’ and R. Schmunk, Pres. of 
AAA, 96pp Illus. Only $1.25; COD §$1.50. 
Buy at Macys-NY; Marshall Field-Chic; 
Gimbels-Phila; Technical Bk Co-Los Ang; 
Rands-Detroit; bookstores; Sears Catalog; 
or: 

CUMMINGS ENTERPRISES, Publishers 

Keystone State Bidg., Phila. 7G, Pa. 


"42 


(61) 























These TIRES have Everything 


GUARANTEE-LIFETIMER Remolded 
Tires 12-month GUARANTEE permi's 
you to make adjustments immediately 
and without delay—right ‘on-the-spo! ! 






PRICE — LIFETIMER’S low prices en- 
able you to meet all competition: 
WHITE SIDEWALLS 6.40-16...8./5 
— 6.00-16 eee 
7.00-16....9./5 
1.15 6.50-15....8.75 
7.00-15....9."5 


Black Sidewalis — $0c Lover 


ORDER TODAY! All pr <es 

F.0.8. Philo. . Minimo 

Order Six Tires. 
Capitol Tire Co., 
otts Lane & Ridge, Phila. 29, “9. 


ine. 
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Used Car Auction Prices 


(Continued from Page 46) 


'41 SD 2-dr., $850, $630. °39 4-dr., $650; 


2-dr., $595. ; 
FORD—’49 Custom 2-dr., $1,830, $1,695. 
'47 SD 2-dr., $1,295. °46 SD 2-dr., $1,- 


235, $1,140; (6) 2ldr., $995. ‘41 2-dr., 
$730, $565. 

HUDSON—'’48 Commander (6) 4-dr., $1,- 
910. 

OLDSMOBILE—’41 (6) 2-dr., $565. 

PLYMOUTH—’41 2-dr., $540. ‘°40 2-dr., 


$345, $590. : 
PONTIAC—'42 SL (6) 2-dr., $885. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
Feb. 14.) 

(Trading sagged on all kinds, espe- 

cially new Chevrolet, Buick, Pontiac, 

Ford and pickups. Southern buyers 

galore but they say they have to buy 

cheaper to make money. They sold out 
but hardly broke even. Sold 67 cars 
out of 100 offerings.) 

BUICK—’49 Super 4-dr., $2,450, $2,570. 
’48 Special 2-dr., $1,730; RM 4-dr., $1,- 
950. 46 Super 4-dr., $1,490, $1,460. 
'42 Special 2-dr., $650. °41 Special 2-dr., 


$590. °40 Special 4-dr., $770. 
CADILLAC—’48 (62) 4-dr., $3,100. ‘46 
(61) 2-dr., $1,790. ’41 (61) 2-dr., 


$1,000, $860; (62) club coupe, $975; conv. 
(4-dr.), $900. 

CHEVROLET—’49 SL Deluxe 4-dr., $2,190; 
FL aerosedan, $2,170, $2,225; SL conv., 
$2,375; half-ton pickup, $1,500. ‘48 FL 
aerosedan, $1,600, $1,633; SM 2-dr., $1,- 
475, $1,420; FM conv., $1,830; half-ton 
pickup, 2 at $1,360. ‘47 FM 2-dr., $1,- 
350, $1,235; SM club coupe, $1,340. ‘42 
MD 2-dr., $810. ‘41 MD business coupe, 
$585; SD 2-dr., $730. 
truck, $240. 

DODGE—’'46 Deluxe 2-dr., $1,280. 

FORD—’49 half-ton (6) pickup, $1,410. | 
"48 Deluxe (6) 2-dr., $1,200; %-ton (6) | 
pickup, $1,050. °47 Deluxe (8) 2-dr., | 
$1,215. °46 SD 4-dr., $1,080. 


LINCOLN—’49 2-dr., $2,500. 


’39 %-ton stake 


STUDEBAKER—’49 LC 4-dr., $2,120, §$2,- 
100. °48 Champion 4-dr., $1,450. °47 LC 
4-dr., $1,590; Champion 4-dr., $1,300. 


MERCURY—’48 club coupe, $1,440. ‘47/| 
conv., $1,370. °46 conv., $1,290; club 
coupe, $1,120. ‘41 station wagon, $720. 

OLDSMOBILE—’47 (68) 4-dr., $1,295. °46/| 
(76) 2-dr., $1,380; (78) 4-dr., $1,320; 
(66) 4-dr., $1,300. 

PLYMOUTH—’47 SD 4-dr., $1,280. °46 SD | 
4-dr., $1,185; business coupe, $900. ‘41 | 
Deluxe 2-dr., $620. 

PONTIAC—'49 SL (6) 2-dr., $2,360; (8) 
4-dr., $2,525. °48 SS (6) 2-dr., $1,600. 
"47 (6) 2-dr., $1,525. "41 (6) 4-dr., 
$820, $845. °40 (6) 4-dr., $400. 

| 


AKRON 


(Akron (O.) Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 17.) | 
(65 units sold out of 136 offerings.) 
BUICK—’47 RM sedan, $1,635. °46 Super | 
sedan, $1,475. ‘41 Special sedan, $710. | 

"39 Special sedan, $175. 
CADILLAC—’48 (62) sedan, $3,150, $3,075. 
CHEVROLET—’47 FL aerosedan, $1,375; | 
SM sedan, $1,290, $1,235; half-ton pickup, 


$970. *46 FM sedan, $1,110; half-ton 
panel, $625. °42 FL aerosedan, $645. °41 
SD sedan, $750, $650, $555. °40 MD se- 
dan, $370. | 

CHRYSLER—’41 Windsor sedan, $585. 

DODGE—’' 37 sedan, $285. 

FORD—’49 4-dr., $1,575. °47 SD sedan, 
$1,150, $1,110, $1,035. ‘46 SD sedan, | 
$1,160, $1,025, $985, $935. ‘41 sedan, 


$675, $640, $595, $585. ‘39 coupe, $300. 

"38 sedan, $350. ‘35 sedan, $250. 
HUDSON—’42 Super (6) coupe, $560. 
OLDSMOBILE—’47 (66) sedan, $1,500. '42) 





ATA Conference | 
Sets Up Groups | 
To Study Service 


TAMPA, Fla.—The regular com- 
mon carrier conference of the 
American Trucking Assns. has an- 
nounced formation of five new 
committees, including one to study 
operating practices and develop 
methods of improving common car- 
rier service to the general public. 


D. L. Sutherland of Middle At-| 
lantic Transportation Co. New 
Britain, Conn., was named chair- 
man of the committee on improved 
carrier service. Other committees 
set up by the conference’s board 
of governors are: | 


A committee to study terminal | 
operations with a view to develop- | 
ing uniform operating methods. W. 
W. Callan of Central Freight Lines, | 
Inc., Waco, Tex., first vice-chairman 
of the conference, was named to 
head a committee which will study 
operations in 12 or more motor car- 
rier terminals. 

An administrative committee} 
which, among other things, would 
work on legislative matters affect- 
ing motor common carriers. Chair- 
a CG dg. 
Roush of Roadway Express, Inc., 
Akron. 

A publicity committee, to be 
headed by B. D. Davidson of the 
Davidson Transfer and Storage Co. 
of Baltimore. 

A liaison committee to coordinate 
conference activities with those of 
ATA. No chairman has been an-| 
nounced as yet. ' 





(66) sedan, $810; (98) sedan, $770. ‘'41 
(70) club coupe, $750. ‘38 sedan, $200. 


PACKARD—'47 (6) sedan, $1,430. 


PLYMOUTH—’47 SD sedan, $1,300. °42 
SD sedan, $540. ‘41 SD sedan, $750, 
$665, $630. ‘40 SD sedan, $495. ‘39 SD 
sedan, $150. 


PONTIAC—'42 sedan, $785. "39 sedan, 
510. 
STUDEBAKER—'47 Champion sedan, §$1,- 


285 


INDIANAPOLIS 


(Ken Schaefer’s Auction. Sale every 
Thursday. Prices are partial list of sales 
for Feb. 17.) 

BUICK—'49 RM 2-dr., $2,950; Super 4-dr., 
$2,625. ‘48 RM 2-dr., $1,810. ‘47 Super 
4-dr., $1,725; RM 2-dr., $1,425. ‘46 RM 
4-dr., $1,300. °42 Super 4-dr., $800. °'41 
club coupe, $905; 4-dr., $700. ‘40 club 


coupe, $750. ‘39 4-dr., $415. ‘37 4-dr., 
$130. '36 4-dr., $215. 
CADILLAC—'47 (62) 4-dr., $2,150. "46 


(62) 4-dr., $1,925. °36 coupe, $150. 
CHEVROLET—'49 Deluxe FL 2-dr., $2,200; 


4-dr., $2,195; SL Deluxe 4-dr., $2,090, 
$2,050. °'48 FM conv., $1,700; FL 2-dr., 
$1,500, $1,475, $1,380, $1,225. ‘46 FL 


2-dr., $1,255; FM 2-dr., $1,200; SM 2-dr., 
$1,160; 4-dr., $1,050; half-ton pickup, 
$725. ‘42 2-dr., $760. °41 club coupe, 
$980; 2-dr., $925; club coupe, $815, $790; 
half-ton panel, $410 "40 2-dr., $625; 
half-ton panel, $105. 





CHRYSLER — '48 Traveler sedan, $1,780. 
‘40 Royal 4-dr., $715. 

DeSOTO—'41 2-dr., $620. 

DODGE—’47 half-ton pickup, $795. 
half-ton pickup, $690. ‘42 4-dr., 
"41 4-dr., $585. 

FORD—’'49 conv., $2,005; club coupe, $1,- 
730. °48 club coupe, $1,420; 2-dr., $1,300. 
"47 2-dr., $1,175; station wagon, $1,145; 


"46 
$680. 


4-dr., $1,100. ‘46 2-dr., $1,100, $1,045. 
’41 club coupe, $700; 2-dr., $855. °'40 
2-dr., $600; 4-dr., $455. ‘39 4-dr., $320; 
2-dr., $425. 

HUDSON—’48 (6) 4-dr., $1,700. ‘46 coupe, 
$695. 

KAISER—’47 4-dr., $940. 

MERCURY — '49 4-dr., $2,045. ‘46 club 
coupe, $1,195. ‘'40 club coupe, $550. 

NASH—'40 4-dr., $305. 

OLDSMOBILE—’'47 (76) 2-dr., $1,375. °'41 
2-dr., $730. °40 2-dr., $625. ’39 4-dr., 
$330. 


PLYMOUTH—’48 SD 4-dr., $1,500; (taxi), 
$1,125. °47 (taxi), $990. °41 4-dr., $725. 
"38 2-dr., $480. ‘37 coupe, $275, $300. 


PONTIAC—’'48 conv., $1,875; 2-dr., $1,800. 


'47 2-dr., $1,575; 4-dr., $1,575. °41 4-dr., 
$790. °40 2-dr., $570. 
WILLYS—'49 Jeepster, $1,320. ‘'48 station 


wagon, $1,125. 


KANSAS CITY 


(Kansas City Automobile Auction. 
every Wednesday. 
Feb. 16.) 


(Car supply for auction kept down by 
sleet and closed roads. Prices continue 
lower. Sold 169 units out of 228 
offerings.) 
BUICK—’49 Super 2-dr., $2,732. ‘46 Super 
2-dr., $1,397. ‘40 Super 4-dr., $615. 
CHEVROLET—'49 SL Deluxe club coupe, 


Sale 
Prices are for sale of 








Average Used Car Prices 


(Compiled by Automotive News) 





$1,137 
$1,098 


Il 


Feb. (todate) Jan. 


$1,228 
Dec, 


Feb. 1949 
(to date) 


$1,830 


Jan. 
1949 


$1,928 
1,453 
1,300 
792 
749 
600 


Dec. 
1948 
$2,121 

1,566 
1,361 
848 
805 
666 
$1,098 $1,228 


Average.. $1,137 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 


$2,355; 4-dr., $2,232; 2-dr., 2 at $2,255. 
‘48 FL 2-dr., $1,800, $1,767, $1,750, $1,- 


675; SM 4-dr., 


2-dr., $1,605, $1,512, $1, 
CHRYSLER — '49 Windsor 4-dr., 


$1,642, $1,600. 


450. 


‘46 Windsor 4-dr., $1,400. 
CROSLEY—’'46 2-dr., $272. 


DeSOTO—’'48 4-dr., $1,700. 


115. 
DODGE—'48 4-dr., $1,600. 


4-dr., $1,697. 
257, $1,202; 
(6) 2-dr., $1,172, 


HUDSON—’48 (8) 4-dr., 


INSTALL THE NEW 


$1,125, 
2-dr., $1,112, $1,105, $1, 


‘47 FL 


$2,055. 


"42 4-dr., $1,- 


’42 4-dr., $822. 
FORD—’'48 (8) 2-dr., $1,920, $1,675, $1,895; 


"47 (8) 2-dr., $1,265, 
(6) club coupe, $1,132. 
$1,017; 


105. 
$1,760. 


$1,- 
"46 
(8) 


"46 (6) 





2-dr., $1,075, 
KAISER—’47 4-dr., $1,105, $955. 
MERCURY—’'48 club coupe, $1,415. "46 
4-dr., $1,350. 
OLDSMOBILE—’47 (98) 4-dr., $1,500. ‘41 


(98) 4-dr., $800. 
PACKARD—’ 37 4-dr., $77. 
PLYMOUTH—'47 2-dr., $1,315; 4-dr., $1,- 


182. '46 club coupe, $1,187. ‘'40 4-dr., 
$502. 

PONTIAC—'48 (8) 2-dr., $1,815. ‘42 (6) 
coupe, $450, 


STUDEBAKER—’'48 Commander 4-dr., $1,- 
392. ‘41 Champion 4-dr., $422. 
WILLYS—’47 station wagon, $1,092. 


Filter 











Used-Car 


Second-Hand Sales 
92.6 Percent 


DEARBORN.—Ford dealers 
throughout the nation have for 
some time been urged to enter the 
used-car and truck business, ac- 
cording to Robert R. Nadal, man- 
ager of the used-car and truck 
department of Ford Motor Co. 

“Many Ford dealers gave up 
their used-car departments during 
the war principally due to lack of 
used cars,” Nadal said. “Since the 
end of the war many dealers have 
been re-establishing their used-car 
and truck departments and are 
making excellent progress.” 

During 1948, Ford dealers sold 
729,991 used cars and trucks, he 
added. This represented a 92.6 
percent increase over 1947 when 
379,176 used units were sold. 

In normal times, successful deal- 
ers found it necessary to sell ap- 
proximately two used cars for every 
new one, because in selling new 
and used cars many tradeins are 
involved, Nadal pointed out. 

Since the war, he stated, trade- 
ins by Ford dealers have been well 
below half the prewar market when 
90 percent of those buying a new 
car traded in a used one. 

“Since the close of the war the 
demand for used cars has been at 
an all-time peak and our dealers 
have not been receiving sufficient 
used cars on tradeins to meet the 
demand,” Nadal said. “Thus, they 
have had to buy used cars on the 
open market to furnish transpor- 
tation for customers who desire 
them.” 

The sale of used cars and 
trucks is of major importance to 
a dealership, it was pointed out. 
The more used-car customers a 
dealer can satisfy now, the more 
new and used-car customers he 
will have in the future, said 
Nadal. 

The Ford official said that there 
are many other reasons why deal- 
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Conscious 


by Ford Dealers Up 
During 1948 


ers should participate in used-car 
and truck sales. 

“A dealer’s used-car department 
provides excellent training for 
building a strong retail sales or- 
ganization,” he said. 

“Increased used-car sales allow 
a dealer to reorganize his recon- 
ditioning facilities and procedures 
which enable him to offer higher 
quality and better values in used 
cars to his customers. 

“A volume of used-car and 
truck business enables a dealer 
to advertise and maintain a mod- 
ern and attractive used-car and 
truck lot and establishes the 
dealer as headquarters for used 
cars. 

“It has also been found that 
used-car and truck customers offer 
dealers an opportunity to secure 
additional parts and service busi- 
ness. 

“If a dealer can successfully com- 
pete in the used car and truck 
business today,” Nadal said, “he 
will be in a much stronger position 
to compete in both the new and 
used-car business tomorrow.” 


Home Trailers 


Set Record in °48 


CHICAGO.—The trailer coach in- 
dustry in 1948 built and shipped 
approximately 85,000 units, a new 
record, and sales were estimated 
at $255,000,000, the Trailer Coach 
Manufacturers Assn. announced 
last week through Edward L. Wil- 
son, managing director. The ship- 
ments exceeded the 1947 total by 
15,000 units, he said. 

Wilson stressed that 80 to 90 
percent of the industry’s volume 
is required to satisfy the demand 
for housing, with trailer coaches 
utilized as “low cost homes.” He 
said manufacturers were optimistic 
over prospects for this year. 


WANTED-DISTRIBUTORS 


The outstanding Safety School Bus Body—with thou- 
sands in use across the country—offers an unusual 
franchise to distributors in a few open territories. 


Engineered to all the leading bus body chassis makes 
—and with many exclusive features in design and con- 
struction—this foremost and famous Safety School 
Bus Body is sold through the dealers, distributors and 
branches of the top chassis builders of the nation. 


In addition, a line of high-head room conventional 
bus bodies, ranging in capacity from 21 to 45 pas- 
sengers accompanies the school bus franchise. 


And, too, a new 16 passenger utility bus body for a 
1 ton chassis opens up a new big market for the dis- 
tributors qualified to take advantage of the 3 way line 
—with prices, advertising and promotional programs 


that assure profitable year 


*round sales opportunities. 


Note: When forwarding application for this valuable 
franchise, please state answers to following questions: 


1. Are you now handling a school bus body—or have you 
in the past—and what make? 


2.Do you have proper sales and service facilities at this 


time? 
3. What territory are you 


ready to cover with salesmen? 


4. What is your capital structure—or what will you be able 
to provide in working capital for your operations? 
5. Have you a proved record of sales in the bus or com- 


mercial car field? 


The above information, plus such personal facts about 
you and your personnel, will enable us to consider 
your application immediately and arrange for .an 


interview with you. Your 
fidential! 


inquiry will be held con- 


As one of the oldest manufacturing companies in 
America—we welcome a sincere approach to a very 


valuable franchise. 


o 


Address: Box A.N. 40, % Automotive News, Detroit. 













ALL ALUMINUM TRAILMOBILE MODEL—This unit is a practical combination of special 
alloys, exclusive extruded forms and distinctive assembly methods, the company states. The 
eoet | cove, side posts and roof bows form a unified, load-distributing top member. This, 


Trailmobile says, not only cuts 
riveted or welded 
joints and leaky roof ope 


art of distributing the entire load of the structure and its contents, spreading i p 
fr critical point carries the load—no single piece is subject 


ng the stresses so that no one 
to breakdown. 


to make the ordinary roof cove, but 
nings. The idea is also designed to provide strength to car 


Dealers tell me... 


down the weight and the number of parts that have to be 


it also eliminates the weakness S 
' 
and dissipat- 





(Continued from Page 3) 


been trying to buy for a great 
many months are available, not 
from new-car dealers, but from a 
used-car dealer. 

The truth of the matter is these 
four new cars were sold to the used- 
car dealer by an authorized dealer 
in a nearby suburban town. In this 
particular town, the dealer in the 
low-priced line reached the buyer’s 
market, so he drove the unwanted 
cars less than a hundred miles and 
peddled them to a used-car dealer. 

* * + 


Speculators Destroy 


Public Confidence 

NOTHER situation that is dis- 

turbing dealers, particularly on 
the West Coast, is new cars that 
are being picked up by speculators 
from dealers located near the fac- 
tories, driven overland and sold on 
the West coast at a profit to them- 
selves, but at a price less than the 
same car is billed by the factory to 
their authorized dealer. This racket 
is possible on account of the differ- 
ence in the freight rate charged to 
the dealer and the cost of caravan- 
ing to the speculator. 

Dealers aren’t debating the justi- 
fication of the freight rate in this 
instance. But they are energetically 
pointing out that factory distribu- 
tion methods can correct these in- 
equalities, 


These speculators’ only interest 
is to pick up a few dollars. But 
speculator’s profit isn’t what con- 
cerns the dealers. These cars 
showing up on the various mar- 


Oil Pricing Trust 
Charged in Texas 


AUSTIN, Tex.—Ten major oil 
companies operating in Texas were 
made defendants to an antitrust 
suit filed here last week charging 
that the companies “combined their 
capital, skill and acts” to increase, 
fix and maintain uniform prices on 
gasoline delivered for sale to Texas 
filling stations since July, 1946, 

The companies involved are: Ar- 
kansas Fuel Oil Co., Cities Service 
Oil Co., Continental Oil Co., Gulf 
Oil Corp., Humble Oil & Refining 
Co., Magnolia Petroleum Co., Stand- 
ard Oil Co. of Texas, The Texas Co., 
Sinclair Refining Co. and Phillips 
Petroleum Co. 


Motto Jingles 


Milwaukee Dealers Stage 
Slogan Contests 


MILWAUKEE.—Auto dealers 
here are running slogan jingle con- 
tests to promote appropriate slo- 
gans for their businesses. 


One of the first to run advertise- 
ments is Rank & Son, Inc. (Dodge), 
which advertises that it will pre- 
sent a new 1949 Dodge and 108 
other prizes to the persons who 
write an original slogan and use 
it in an original jingle. Slogans 
are restricted to not more than 
six work words. 








Other prizes include an auto ra- | 


dio,. two tires, seat covers, spot- 
light, lubrications, tire chains and 
chrome wheel rings. 

The contest is restricted to resi- 
dents of greater Milwaukee. 


| 
| 


| 


kets at a cut price destroy the 
public’s confidence in the legiti- 
mate dealer. He alone can do 
nothing about it. He needs fac- 
tory cooperation and support. 

This profit will be sorely needed 
in the legitimate channels of trade. 
Dealers feel they have enough prob- 
lems without being forced to cope 
with this situation. 


New York Judge 
Delays Decision 


On Resale Pact 


BUFFALO.—Supreme Court Jus- 
tice George T. Vandermeulen has 
reserved decision in a suit involving 
the legality of 25 percent penalty 
clause in a new-car sales contract. 


Klepfer Bros., Inc., car dealers, 
had asked a $595.75 judgment 
against Chester J. Nowakowski, 
1038 Smith St. Last July he paid 
Klepfer Bros. $2,583, exclusive of 
sales tax, for a car which was re- 
sold to a used-car dealer for a 
higher price in October, according 
to testimony. 


Atty. Lafay C. Wilkie, represent- 
ing Klepfer Bros., said Nowakow- 
ski’s contract with that firm gave it 
first call on repossessing the car if 
the buyer desired to sell within six 
months. 


It also provided, Wilkie said, that 
if the car was resold in violation of 
the agreement, Klepfer Bros. was 
entitled to 25 percent of the initial 
delivery purchase price, less depre- 
ciation. 

Atty. Joseph Abraham, appearing 
for Nowakowski, contended it was 
against “public policy” to invoke 
the penalty clause, which, he 
charged, was the result of a “com- 
bination and conspiracy ... which 
unlawfully interferes and restricts 
the rights of the defendant in the 
ownership of the car.” 


Standard-Thomson Gets 


Studebaker Contract 


DAYTON, O.—Standard-Thomson 
Corp. of this city has signed a con- 
tract to provide all back-up lights 
for Studebaker cars during 1949, it 
is announced by Lawrence Zarbock, 
general sales manager. 


The contract calls for flush- 
mounted back-up lights which fit in 
with Studebaker’s tail-light design. 
The light has béen built by Stand- 
ard-Thomson to specifications and 
designs approved by Studebaker 
production officials, Zarbock said. 


|| Regulation W 


TRUCK SECTION 






Called Unwise, 


Discriminatory 


NEW YORK.—“The wisdom of 
control of consumer credit as rep- 
resented in Regulation W is at best 
a debatable issue,” Henry H. Hei- 
mann, executive manager of the 
National Assn. of Credit Men, as- 
serts in the current Monthly Busi- 
ness Review bulletin. 


“In an inflated economy with 
the purchasing power of the dol- 
lar near the 50-cent level,” he says, 
“it is natural that dollar figures 
for consumer credit are high. How- 
ever, are they really alarming when 
you analyze the units of goods rep- 
resented in the dollar totals? 

“Many credit executives feel 
they are not out of hand and that 
the imposition of Regulation W 
was an unfair discrimination 
against a type of credit that in 
our economy has been responsible 
for much production and distribu- 
tion. It is also argued that Regula- 
tion W hits the so-called average 
man more than any other group. 

“Perhaps the regulation would 
not be such a controversial issue 
if the government responsible for 
it merited the right to speak with 
authority on credit. In the light of 
its own credit policies, many people 
in the consumer field quite frankly 
wish the government would be as 
cautious about its own credit and 
as concerned for its maintenance 
on a sound basis as it is for the 
credit of its people. 

“When every man, woman and 
child must on the average save a 
dollar a working day to pay for 
the cost of the government, they 
really can’t be criticized for resent- 
ment at a spendthrift government 
which tries to regulate and control 
private spending. It is this incon- 
sistency through the years that has 
disturbed faith in government 
credit pronouncements and regu- 
lations.” 


No Comparison 
Europe Shops ‘Deplorable,’ 


K-F Aides Report 


WILLOW RUN.—Americans who 
chide our service stations and auto 
repair facilities might better be 
thankful that they. don’t have to 
deal with Central European ga- 
rages, according to two Kaiser- 
Frazer Corp. service specialists just 
returned from an inspection tour 
of auto service conditions in Bel- 
gium, France and Holland. 

According to K-F’s Palmarston 
Woodbury and George Glonka, ga- 
rage facilities in those countries 
are “deplorable.” They reported 
that most of the garages they vis- 
ited were unheated, many of them 
no more than patched up shacks 
“with the wind whistling right 
through them.” 

Electricity was so scarce, they 
said, that usually two or more men 
were forced to work with one small 
bulb. There were virtually no pow- 
er tools in use and the few hand 
tools available were old and badly 
worn. Parts are so scarce that 
even cotter pins and washers are 
carefully accounted for and used 
as sparingly as possible. 

Most surprising of all, they re- 
ported, was the European practice 
of billing the customer for the rags 
and gasoline used to clean engine 
parts and the grease from the me- 
chanic’s hands. 


Hugo Promoted 


T. E. Hugo has been promoted to 
service manager at Worcester Mo- 
tors, Inc. (Oldsmobile), 260 Park 


Ave., Worcester, Mass. 

















declared, “I’m just 
Regulation W strait-jacket.” 


do about it,” Tufford advertised. 


Cash, Time Deals Cost the Same 


SAN DIEGO, Calif—A one-man war against Regulation W has 
been launched here by Walter Tufford, president and owner of Walt 
Tufford (DeSoto). The move will allow customers to walk away with 
any of Tufford’s new cars or used cars without paying interest, 
carrying charges or brokerage fees, he says. 

In a full-page announcement in the San Diego Journal, Tufford 
plain mad. Here’s my defiant answer to the 





“If you want a car, you can have one. Here’s what I’m going to 


“One price automobiles! The same price will be paid either on 
cash or term deals. Customers pay no interest, no carrying charges 
or brokerage on any car now in our place. The offer applies to any 
new DeSoto, new Plymouth or any used car in the place.” 


The plan was placed in operation Feb. 16. 
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| Propose Vehicle Tests Be Continued .. . . F 
eee Lights Turned on Again 
| e e For Ontario Dealers 

ealer Licensin TORONTOLighting hay re 

turned to the automobile trade 

in southern Ontario. Hydro 

Chairman Robert Saunders an- 

=«| In Wash. State woanced iting st all ago 

3 rep- door and commercial lighting 

t best restrictions. 

Hei- OLYMPIA, Wash.—No more bills , other law to put towing trucks or The restrictions —imposed to 
f the can be introduced at the present | cars, except those used by garages meet power shortages which de- 
il, as- state legislative sessions, so the|and car dealers to tow their own veloped last fall — will continue 
Busi- automotive industry knows pretty |or customers’ cars, under regula- during daytime. During the 

well what it has to contend with,|tions covering common, contract hours restrictions are off, auto- 

4 : a mobile firms and used-car lots 
with or can expect from the state solons.|and private carriers; a law requir- . turn on outdoor lights to 
- dol- Taxes and expenditures are the|ing a state patrol inspection cer-| TO TAKE THE KIDS TO atk en = er —, ay . _— ee = full capacity. 

Says \l-steel f hool st introduce y Superior ac rp ma, ° 
came pose ae problems facing the law- tificate when a used anaes sold. Saunier. ern Saye aan pg A wualler and equally safe version of the larger 
How- makers. A plan to increase the driver Superior Pioneer—a coach designed for use where capacity needs are smaller and roads . 
iin Proposed legislation directly af- | license fee from the present $2 per | narrow." Outside width of body is only 80 inches. of $1 at the time. This would pro 

en _ vide a fund of about $1,500,000, and 
 rep- fecting the automotive trade in- | biennium to $3, the additional $1 to 
cludes the following major meas- |8° into the state parks fund is| ated increased tax for trucks and | vide the funds to carry on the|™Mean a very good program for the 
fee! ures: found in the bill recommended by trailers, based on gross weights. | program, when it was learned that | State, it is said. 

that Providing funds for continuance - —— ae ao oot The increases on commercial ve- |the appropriations (senate and| Much public interest is shown in 

n W : after extensive study, hearings 8nd! hicles would run from 40 percent | house) slashed the $1,983,000 needed | this measure, with radio forums 
of motor vehicle testing; a measure | analysis on the cost of streets and Sa bei ducted. The bill f. 

ation to license and regulate new and | highways. up to 400 percent in some cases. |for the program for the coming nS Gat ucted, at . aces a 

ae used-car dealers (this has the sup-| This would increase the license | Senate Bill 374 by Senator Todd | biennium to a mere $50,000, simply hard a t, but with hig’ sat ae 

ie. port of the state dealer associa-| plates for every motor vehicle |of King county (Seattle) was in- enough to test school buses. stheoky < aha oh aa pig Ma 

zula- tion); a law regulating sale of| from the present $3 per annum to | troduced at the 11th hour to fight} Economy was the major reason sinads e at & a e c 
rage antifreeze, providing for state in-| $4.50; the state gasoline tax, from | for the continued life of state safety | assigned. The new bill would re-|°rganizations and various automo- 
oan spection and approval of various the present five cents per gallon | testing of vehicles. quire all owners to appear once a tive associations throughout the 
ale brands (has backing of Washington to 6%, and provide for & gradu- This was found necessary to pro-| year for testing, and paying a fee'state are rallying in its behalf. 
issue Gasoline Dealers Assn.). 

» for Others include a law to prohibit | 
ee self-service gasoline stations; an- 
0ple ‘ 
e€ as at ee 7 = * 
= I.R.Collord, Dodge Dealer, 

the Dies in New Orleans 

“pr cuzes—.8 cit N@ CHANCE TO DO A JOB! 

and sr., 50, president of Collord Motors, * 
ve a Inc. (Dodge), died Feb. 12 at his 

for home here after a heart attack. 
they Survivors include a brother, Frank | 
on Collord (Dodge), Waterloo, Ia. 
rel As a result of Mr. Collord’s death, | 
[on E. W. Herbst, former service man- | 

h % ager, was named general manager | 

“ of the dealership. I. R. Collord jr., | 

ao former parts manager, was appoint- | 

- ed assistant general manager; E. | 


PETS rte 


Phil Bultman, car sales manager; 
J. C. Jumonville, truck sales man- | 
ager; Walter J. Gonzales, service | 
manager; Everett Alleman, assist- 


ant sales manager; A, R. Simpson, | 














P, 
parts manager, and Albert Montal 
as assistant parts manager. 
who 7 * ® 
tuto R. Cecil Kilgour 
be TORONTO.—R. Cecil Kilgour, 61, former | 
. to president of Ontario Automobile Co., Ltd., 
died at his home here on Feb. 21 after a 
ga- long illness. He was active in the automo- 
i. resident of Packard Ontario Motor Co.” 
just presiden ; 
our ae. BS 
W. C. Robbins 
3el- HUNTSVILLE, Tex.—W. C. Robbins, 60, 
automobile dealer in Humble and former 
ton voutGent £ Eestevile, died here Feb. 17 of 
ga- z 
ries i eee ae 
ted Frank S. Travis 
TARKIO, Mo.—Frank 8. Travis, 83, for- 
vis- mer motor car dealer and farm ‘implement 
iem usinessman here, je eb. a s home 
f ; 
ks | Site Basen 16 pores age, bin Terie Vitae 
ght p= t bee ea ae oo i ane 
about , an came one 0 e north- etek hahha 
ney Ne ee wravsekSsreakba Every ball player needs equipment. .. the right equipment to do his job. 
hen 7. a . SPECIALIZED EQUIPMENT FOR PLUS PERFORMANCE 
- cawnencn mo age That's true with truck operators, too! Whatever the hauling job, they 
ind a former ‘Chevroiet” and. Packard dealer NATION-WIDE SALES AND SERVICE need special truck equipment...the right special equipment to do 
, . 16 w te to K . . ; 
~4 City’ on a train, a for the job efficiently, and at lowest cost per ton-mile. 
+ > . 
are : BAUMIS DUAL AXLE DRIVES : 2 ae 
a compote nn A. Wenger Pel TRUXMORE TRAILING 3RD AXLES Every good truck dealer recognizes that he’s got to play ball” with 
ger, 66, ploneer Cheboygan auto dealer, SUPERIOR 4-WHEEL CENTER CHAIN DRIVES his truck customers... analyze their hauling requirements in terms of 
- e ere sudden o e . . 
a Feb, 20 F wee ey WATSON AUXILIARY TRANSMISSIONS the proper special equipment that’s needed to supplement the basic 
* * . - 
28 TRUCKSTELL TIP-TOE-MATIC OVERDRIVES dimtiie tak tak 
ine ee ee ieee a CLARK 5-SPEED TRANSMISSIONS te : : a 
” piseeey i Canadian Gulcments  wanaper- SUN ELECTRIC TACHOMETERS That's where the specialized knowledge and trained organization of 
ation, died here. Mr. Patterson began as “ i 
& a carriage maker. Later he acquired Au- AUSTIN FIFTH WHEELS your Truckstell distributor can be put to work for the benefit of you 
burn and Cord dealerships and was a repre- LL SAFETY TANKS Y % . 
sentative for International Harvester. He TRUCKSTE and your customers. He will help guide your selection of special 
also founded a company to manufacture CLARK ‘‘QUICK CHANGE’’ TIRE CARRIERS ss r A 
o truck bodies. SASGEN SERVICE DERRICKS equipment to give your customers complete trucks ...and he provides 
rk ae hs C. Horton CHAMPION GRILL GUARDS the service and maintenance that assures long periods of economical, 
who conducted a Maxwell-Chalmers. dealer PENN SAFETY REAR BUMPERS trouble-free truck operation. 
7 Semone kee nn Seem ane Seer te Sar cial Equipment for All Trucks. : . 
Durant Auto Agency here, died Feb. 16. a8 Cle Se Why not “get in the game” with a letter or telephone call to your 
ree y 9 P 
‘ Wylie Hemphill Truckstell distributor? It will produce gratifying results for you. 
t SEATTLE.—Wylie Hemphill, 60, promi- 
. nent Seattle industrialist and owner of Cap- 
itol Chevrolet Co. at Olympia, Wash., died 
3 recently. 
. * = 
Earl Johnson 
; BAIRD, Tex.—Earl Johnson, 52, Ford THE TRUCKSTELL COMPANY a f 
—- this area, Peng hes Abilene’ s Hend- | s) , ; | } J i | Hee 
a: b naan an Lamenes cue bea TRUCKSTELL MANUFACTURING CO. mn 
a . wed Goaler Ante, Stamford and Union Commerce Building 
TOC ee eer ee. | THE KEY TO MAXIMUM PROFIT ON EVERY TRUCK SALE 
| S. M. Shelton CLEVELAND 14, OHIO 
ABILENE, Tex.—S. M. Shelton, 64, | 


president of Shelton Motor Co. 
Crosley), died Feb. 4 
Mr. Shelton had resided 


(Packard- 
of a heart attack. 
in Abilene since 


1907, entering the automobile business in 
' 


1915. 


More than 40 Distributors in Principal Cities of the U.S. A. 
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Truck Dealer ‘Musts’ 
Stressed by Experts 


(Continued from Page 41) 


study of engineering facts and ac- 
tual application of these facts in 
the field. Because it has not been 
necessary in the past several years, 
due to low production, to apply 
these selling methods, we all know 
that there is an extreme shortage 
of experienced truck salesmen. 


Another important feature in 
the sales of heavy-duty trucks, is 
knowing your operator’s problems 
so that you may be able to better 
suit your unit to his job. A lim- 
ited discussion should be made in 
your salesman’s training program 
of each of the major industries to 
which your equipment applies. 
This knowledge will enable you to 
obtain a much better audience 
with your prospective buyer, be- 
cause you already know some of 
his problems and he will feel that 
you may be able to help him. 


The most profitable business is 


repeat business and for this reason 
it would be wise to provide every 
owner with a practical, workable, 
effective maintenance program that 
will insure correct care of the ve- 
hicle, regardless of the nature of 
the operation or the number of ve- 
hicles in the fleet. 
+. * a7 

T= FIRST STEP in a program 

of correct maintenance is to 
make certain that every truck gets 
“preventive maintenance.” A truck 
receiving care under a sound pre- 
ventive maintenance program will 
last longer, have fewer breakdowns 
and cost less to operate. 

The most modern “preventive 
maintenance” service is a series of 
well balanced checking procedures 
together with processes of cleaning, 
lubricating, tightening and adjust- 





ing of parts and units of a vehicle, 
to assure the designed life or life 
expectancy of such parts. 

However, preventive maintenance 
haz not been adopted generally by 
truck operators because it has been 
complicated and quite difficult to 
install. It has been used primarily 
by large fleet owners who have 
shops properly equipped with a suf- 
ficient number of trucks to carry 
out a program of this type. 

You can, as part of a personal- 
ized service program, make avail- 
able to operators a plan that is 
accurately fitted to the truck and 
the work it is doing, and it can 
be sold to him on a yearly basis 
at a fixed guaranteed cost. This 
gives the smaller owner, who does 
not have his own shop, an oppor- 
tunity to place his equipment on 
@ program that will give him all 
the benefits of lower cost, longer 
life and fewer breakdowns. 
Without high volume of all types 

of service, dealer operations cannot 
be maintained on the basis of satis- 
factory profits through good and 
bad times. We should recognize the 
problems of service department op- 
eration during the period ahead, 
when new trucks will be readily 





available and truck operators will 








TRUCK SECTION 


| 40 YEARS WITH WHITE—Robert F. Black, president of White Motor (right), greeting the 
| 10 members of the organization who this year attained 40 years of service with the company 
Front row (left to right): Julius Rediger, Frank Bruening, Joseph Rigby, Louis Ludlow and 
Henry Hylkema. Back row (left to right): William Schedler, John Pomfrett, Ernest Witter, 
Frank Leary and Stanley Bican. 


not be lavish in spending money for | 
repairs. Under the circumstances, | 
we should be prepared to furnish | 
steady employment in our shops by 
having work scheduled ahead, on 
contract maintenance, for perhaps 
50 to 75 percent of our total man- 
hours. 

Another result in high-volume 
service will be the additional sales 
attributed to the increased contacts 
with the customer. It has been esti- 
mated that the additional business 
from each maintenance contract 





should at least be equal to the orig- 
inal contract price. 
+ a * 

NOTHER important factor is 

the impetus given to the sales 
of parts and accessories. It insures 
the sale of your parts and acces- 
sories on the contract vehicles at all 
times because they are in your shop 
at regular intervals. 

Your unit exchange program 
benefits also, since the inspections 
are guaranteed to uncover the 
necessity to repair and overhaul 
those units that have delivered 


Wert Known Motor Truck Manuracturer Wants Deaters 


IN MANY SELECT TERRITORIES NOW OPEN 











able repeat business. 


“ THIS 18 A THREE-PROFIT OPPORTUNITY 
The profits through parts service and sales which can be derived 
from merchandising the complete line of motor trucks built by 
this company should result in substantial profits with consider- 

42 models now available, provide 


over 375 truck combinations for practically every type of on 
and off the highway work, including six wheelers (Gasoline or 
Diesel) with capacities ranging from 3/, to 35 tons. 


PARTS PROFITS 


Parts sales of themselves can be built to a substantial 
business. Because Federal truck parts are widely inter- 
changeable with most makes of trucks, the Federal Dealer 
has a reliable source of service parts competitively priced. 


SERVICE PROFITS 


Profits from the operation of a truck servicing center can be 
very substantial once established. Truck operators expect to 
spend more money on repairs. This phase of the business 
alone can be developed to carry the entire overhead and 
render a profit besides. 

Although high overhead locations are not essential to a 
profit operation in the truck business, it is necessary for the 
party who qualifies for our franchise in his city to have a 
building satisfactory for the servicing of trucks and sufficient 
capital to carry the necessary stock of parts. 


SALES PROFITS 


There are few businesses today which present the oppor- 
tunity that exists in the truck business. The man who can 
produce has an opportunity to build a substantial consistent 
profit business. 

No new national truck manufacturers have sprung up as a 
result of the war. Retail truck outlets number about the 
same as before the war. Truck transportation, however, 
has been greatly expanded as a result of the war. This 
condition is evidenced by the fact that today there are 
over 7 million trucks on our highways compared with 4% 
million trucks before the war. The annual market in the truck 








business today is nearly 1,000,000 trucks per year. In 
brief, the number of truck manufacturers is approximately 
the same; the number of retail outlets is approximately the 
same; but the potential market is about one-third greater. 
Few other lines of business today present such an oppor- 
tunity. 

The truck business requires ability as well as a reasonable 
amount of capital. Any aggressive, intelligent, sales- 
minded businessman can develop and handle a Federal 
Truck Franchise profitably. 


NO BRANCH OR FACTORY COMPETITION 


Federal does not believe in manufacturing trucks and also 
selling trucks at retail in competition with dealers handling 
Federal products. We do not operate a chain of factory 
branches. Consequently, Federal dealers enjoy the lowest 
base price we have available on trucks and parts. A 
second outstanding advantage is that this Company is 
strong financially. Starting in 1910, it has been con- 
servatively managed, has never been re-organized or 
refinanced and enjoys the highest credit rating. 

Now is the time for any interested party to become 
established in the truck business. Many developments are in 
sight in which this Company is well able to take full advan- 
tage and which will give our dealers decided leadership in 
the fleld. Get the facts today. Your territory may be open. 
We will welcome your inquiry. 








| 
| 
| 


their life expectancy and should 
be exchanged. Because we can 
never expect to maintain a satis- 
factory volume of service work on 
the basis of repairing trucks after 
they break down, it is only logical 
that we concentrate on the sales 
of contract maintenance. 
Guaranteed maintenance, as said 
before, is simply follow-up repair 
after the operation of a well planned 
and designed maintenance program 
and which becomes not only the 
source of a greatly increased new- 
truck sales volume, but also a 
greatly increased revenue from the 
sale of parts, accessories and labor. 
* > * 


S. L. Savidge (Dodge) 
Seattle 


i A NUTSHELL, this subject 
boils down to three questions: 
Where do you find truck salesmen? 
How do you get them? How many 
do you need? 

To organize a successful truck 
force, you must first do the other 
things that go with a successful 
truck operation. Just hiring a 
few hotshot truck salesmen will 
not do the job—even if you could 
| persuade them to work for you, 
| Before you can hope to have a 
|permanent truck sales crew, you 
must decide to do the four or five 
things that go along with a success- 
ful truck operation. 
| The sad part about hiring a 
| “quickie” truck sales force is that 
it ends up in disaster and only ag- 
gravates the matter. When you are 
| congested with too many trucks, the 
average dealer is urged to hire 
some fast-working boys who are 
| alleged to be expert truck salesmen. 


| They sell the trucks at long dis- 
counts and still longer trades, and 
the dealer wakes up a few months 
later to discover that his warehouse 
is cleaned out of new trucks, but it 
is full and overflowing with used 
trucks. 
s . * 

Y THIS TIME the fast-working 
truck salesmen are usually on 
| the new-car sales floor selling pas- 
| senger cars, and you have a more 
|}deadly problem confronting you 
|than you faced before, namely, 
“How to get rid of the used trucks.” 
No wonder you hate the truck busi- 
ness. I spent 25 years doing just 
that very thing. 

Hire a truck sales crew? No, 
| don’t hire them until you are sold 
|}on the truck business—know some- 
thing about trucks—truck service 
truck parts—truck advertising, and 
| know something about selling used 
|trucks. When you have done the 
|} groundwork of the truck business, 
|then hire yourself a truck sales 
| crew, and you will be pleased with 

the results. 

The trouble with most dealers 
is that they relegate trucks to the 
rear. There are plenty of Ford, 
Chevrolet or Dodge dealers who 
don’t know how to drive a truck 
with a multiple-speed transmis- 
sion. They are in the truck busi- 
ness because the trucks are a 
part of their franchise. They are 
forced to take them, and they bail 
out the easy way—the only way 
they know how—the non-profit 
way. 

A really good truck salesman 

(Continued on Page 51, Col, 1) 
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won’t work for you unless you have 
the other necessary elements of a 
truck department, and as a rule, a 
truck salesman will cease to be a 
truck salesman as soon as you let 
him sell passenger cars. 


* > * 
I AM POSITIVE the quickest and 

easiest method of organizing a 
truck sales crew today is to go the 
whole way and put in the funda- 
mental essentials of a good truck 
setup, namely: good truck service; 
good truck parts availability; ade- 
quate stock of trucks on hand; 
good used-truck department; suffi- 
cient new and used-truck advertis- 
ing; and then, it will not be difficult 
for you to build a good truck sales 
crew. . 
Trying to solve the truck busi- 
ness entirely by hiring a truck 
salesman or two is just like try- 
ing to cure chronic constipation 
by taking a cathartic—you get 
temporary results, but the reac- 
tion is worse than the cure, and 
you will soon be right back in the 
same condition, only you get 
weaker after each treatment. 

A truck operation must neces- 
sarily be headed up with an expe- 
rienced truck manager or a sales 
manager. If a very small dealer- 
ship, then the owner should make 
it his business to see that none of 
the fundamentals are lacking and 
that he, himself, has a genuine in- 
terest and knowledge of trucks. 

The fundamentals of a large 
agency and a small dealership are 
very similar. The large dealer should 
have a truck building devoted ex- 
clusively to truck sales, manned by 
a capable truck expert, and also 
rendering exclusive truck service. 
The small dealership in place of the 
exclusive building should have a 
portion of its premises devoted en- 
tirely to trucks and in place of hir- 
ing an exclusive truck manager, the 
owner himself should be as familiar 
with the fundamentals as is pos- 
sible, and operate in that capacity. 

+ - * 

TOLUME sales as a rule depend 

on your ability to dispose of 
your used trucks. Therefore, a large 
dealership should have an exclusive 
used-truck manager, who loves 
trucks, who can ride them, drive 
them, and issue orders on how to 
properly prepare them for sale. In 
the small dealership, this duty has 
to be taken over by the owner, who 
is not only the new-truck sales 
manager, but also the used-truck 
sales manager. 

Availability is one of the essen- 
tials of truck merchandising, and a 
dealer, to be successful, must carry 
a sufficiently large stock of trucks 
to be able to make immediate deliv- 
ery when the customer requires it. 


These fundamentals are very es- 
sential towards recruiting a suc- 
cessful truck sales force, because 
better men gravitate towards the 
dealer who has these facilities and 
who has the manpower with the 
knowledge necessary to help them 
close their sales. 

While I mentioned above that 
the dealer with these facilities 
easily gets the pick of available 
men, in some cases experienced 
truck men are not available. 
Therefore, it becomes necessary 
to recruit men into the truck sell- 
ing business, and we have found 
that men with some mechanical 
knowledge, some boys who have 
graduated in engineering and men 
who have worked successfully 
with large parts or equipment 
houses are good prospects, but 
these men will only come to the 
company which is headed by a 
real truck man who can teach 
them the further fundamentals of | 
truck selling. 

One prominent dealer trains his | 
Salesmen for 90 days as apprentice 
mechanics. During this time, they 
learn about overload springs, mul- 
tiple-speed transmissions, and many 
other things peculiar to trucks. | 

* * + 


(THERE MAY BE many more! 

sources of good truck salesmen. 
# Perhaps the best two sources in | 
} Our experience have been ex-truck | 
» tire salesmen and salesmen who | 
| have been selling truck equipment 
and trailers. 

Truck-tire salesmen provide a 
ready source of truck salesmen in 


almost any town regardless of its 
size. In order for a _ truck-tire 
salesman to sell the various types 
of truck tires, he must know car- 
rying capacity of tires, he must 
know about load distribution, and 
he must know the proper tires for 
maximum loads. 

How do you hire truck salesmen? 
After you have located a good truck 
salesman, it is difficult sometimes 
even then to hire him. 

The surest way to get him to 
come with your firm is to show him 
you have a complete truck sales 
and service setup. You must have 
all the other things that go to make 
up a successful truck operation, 
and then he may be interested, pro- 
viding you pay him a salary com- 
parable to his former job. 

We have found that hiring truck 
salesmen is no easy matter, so we 
go even further in compensation 
and not only pay him a salary, but 
we give him a small commission on 
each truck sold, and at the end of 
a year we pay him a retroactive 
bonus covering the sale of every 


truck he has sold throughout the 
year. 
* * * 

(janes the acquiring of a 

good truck sales crew is a tough 
proposition, we go the whole way 
in our endeavor to solve it and pur- 
posely offer a “juicy” deal to a good 
truck salesman. We are not afraid 
that he will make too much money. 
Whatever he makes will be earned, 
and it will be a far cheaper method 
than trying to operate a truck de- 
partment with sécond-rate men and 
a hit-or-miss fashion as we did for 
so many years. 

How many truck salesmen do you 
need?—The prewar national aver- 
age of Dodge salesmen in their pro- 
duction amounetd to 40 trucks per 
year working in a combination 
dealership and selling trucks exclu- 
sively. 

In an exclusive truck store the 
acceptable average, I believe, would 
be about 50 trucks per year per 
man. Therefore, the average dealer 
would determine the number of 
salesmen required by the simple 
arithmetic of dividing his quota by 
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| TIME SAVER—Designed to save 50 percent 
of the idle stand-by time consumed in load- 
ing and unloading, Heil Co.'s new Heiloader 
requires less manpower, handles heavy mer- 
chandise without jarring or jolting, the com- 
pany states. A compact tailgate lift with a 
| simple, efficient hydraulic system, it is quick- 
ly and easily installed on any standard truck 
of I'/ tons or larger capacity. No mecha- 
nism protrudes outside the truck body or 
| below normal clearance point of the truck 
| axle, it adds. 


the 40 units, if he is a combination 
dealer, or 50 units if he has an ex- 
clusive truck store. 

The training program of truck 
salesmen is a continuous process, 
and the salesmen’s willingness to 
study constantly is a must. 

Therefore, in summing up I 
would say to build a truck selling 
organization today, set up all the 
essential prerequisites of a good 
truck organization, and, I would re- 
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peat, you must have good truck 
facilities consisting of adequate 
stock of trucks—good truck service 
—availability of truck parts—good 
used-truck department — consistent 
new-truck advertising and used- 
truck advertising—a good crew of 
exclusive truck salesmen headed up 
with a general truck manager or a 
truck sales manager. 

With a setup such as this, you 
should be able to acquire a truck 
sales crew—the good truck sales- 
men in your town will always grav- 
itate to this type of a well-rounded 
truck operation. 


Buick Names Freudenberg 
At Fairfield, Calif. 
Announcement of the appoint- 
ment of Freudenberg-Buick as 
Buick dealer at Fairfield, Calif., is 
made by Arthur J. Kemp, San 
Francisco zone manager for Buick. 
The dealership is headed by Her- 
man Freudenberg jr., who for the 
past two years has been associated 
in business with his father, H. L. 
Freudenberg, veteran Buick dealer 
of Vallejo. Formal opening of the 
firm’s recently completed $47,000 
sales and service building has been 
held. 


High-balling Down the Main Pike 
or Pulling Out of the Tough Spots 
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More Than a Million 
i A Ea ea) 
in Trucks 7 oday 


AXLES 
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power for speed. Eaton gives you BOTH—in 


the same vehicle with the same axle, avail- 
able at finger touch to meet every specific 
operating need. And Eaton Axles actually pay 
Mees ae a a) 
operate at most efficient and economical speeds, 


elt Med TM Md ae Mt la 
hold operating and upkeep costs to a minimum 
Se ML a to 
Axles are available for most trucks of the 14 
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lxle Division 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 


on G. ma. EA , PRODUCTS 


S$ @ POPPET VALV 








Guards Front & Rear 


all cars including 


1949 


CELLO 


CUSTOM STYLED 


GRILLE GUARDS 


Custom built to fit over bumpers or bumper 
guards with dual uprights. leavy crossrail. 
High tensile steel stamping stronger 
Triple plated; chrome on 
nickel on copper. Easily installed with ordi- 
nary tools by average person in 5 to 8 min- 
utes. Rust-proof cadmium plated hardware. 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 


1949 REAR GUARDS 
490I—Fits as protection for Trunk 


OTHER FRONT GUARDS 
4000—Fits over Bumper Guard ‘46-'47-'48 Cars 
4500—Fits over Bumper direct ‘46-'47-'48 Cars 


OTHER REAR GUARDS 
1001 R—Hinged Single Upright with individual 
adaptors '46-'47-'48 Cars 
4000, 4500, 4900, 490! & 4902—List price $24.95 ea. 
100! R—List Price $12.95 ea, 


Specify Car Make in Orders 


than mild steel. 





CELLO 


FENDER GUARDS 


Protect Front and Rear 


The Cello Fender Guard has exclusive bracin 
which takes vibration and flutter out of ends 
of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
Heavily plated. Chrome-on-Nickel-on-Copper. 
Packed 6 pair to shipping carton. Approxi- 
mate weight, 45 Ibs. 


Featuring: 
RAPID MOUNTING 
BEAUTY AND PROTECTION 
GUARANTEED CHROME 


FRONT—No. 800—List Price $13.75 pr. 
REAR —No. 80!—List Price $13.40 pr. 





CELLO 


TRUCK GUARDS 


Grilles, fenders and lights of all trucks get 
maximum protection with massive, sturdy 
Cello Guards. Of extra heavy, cold-drawn 
steel. Uprights 202 inches high. Crossrails 
\'fq inches square, embossed, cold-drawn deep 
channel sections. fugged, sturdy studs, nuts 
and lock washers fasten heavily rust-proofed 
back Lae Dual Rail Guards (packaged 
individually, wt. 19 Ibs,), List price $22.00. 
Single Rail Guards (6 @ carton, wt. 44 
Ibs.), List price $8.75 each. 


O328 8 


PRODUCTS COMPANY 


East Boston Mass. 
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Range From $25 to $390... 


Chrysler Prices Rise 
Average of 6.6 Pet. 


(Continued from Page 1) 


HE CHRYSLER New Yorker 

convertible is up $390.50, but a 
corporation spokesman pointed out 
that rises on higher-priced models 
partly reflect the addition of cer- 
tain equipment as standard which 
was optional on previous cars. 

Investment of approximately 
$90,000,000 in retooling and rede- 
signing the Chrysler lines was 


Big 3 Lineup 
Lowest-Priced Models 
49 "49 49 
Chev. Ford Six Plym. 
4-dr. sed, $1,481 $1,473.50 $1,567 
2-dr.sed, 1,434 1,425 
Club cpe. 1,439 1,416.50 1,534.25 
Bus. cpe. 1,360 1,252 1,385.75 
Deluxe Models 
4-dr. sed. $1,560 $1,591.50 $1,649 
2-dr.sed. 1,518 1,538 
Club cpe. 1,529 1,529 1,617.50 


Conv. 1,878 1,886 1,997 
All Advertised-Delivered Prices 








the big factor necessitating high- 
er prices, the corporation stated. 

“All the corporation’s new cars 
have entirely new, roomier bodies, 
greatly improved mechanical fea- 
tures and offer the public new 
standards of service, riding com- 
fort, safety and ease of driving,” 
the Chrysler statement said. 

The advertised-delivered prices 
include Detroit factory list prices, 
federal taxes and dealer delivery 
and handling charges at Detroit. 
These prices exclude freight 
charges, state and local taxes and 
optional equipment. 

* 7 + 

LA®GER wheelbase Plymouths 

are up in price by amounts 
ranging from $99.50 to $125; larger 
wheelbase Dodges, from $130.25 to 
$139.50; DeSotos, from $161.25 to 
$282.75, and Chryslers, from $178.50 
to $390.50. 

Items of equipment now stand- 
ard on the Chrysler lines and in- 
cluded in these new prices are as 
follows: 

Plymouth Deluxe—Dual wind- 
shield wipers; dual sun visors; 
rear-door ventilating windows. 

Dodge Coronet—Airfoam seat 
cushions, front and rear. 

DeSoto Deluxe—Airfoam seat 
cushion, front. 

DeSoto Custom— Fluid drive 


and Tip-Toe Shift transmission; 
Airfoam seat cushions, front and 
rear back-up light. 

Chrysler Royal—Front center 
bumper guard; back-up light; 
undercoating. 

Chrysler Windsor, Saratoga 
and New Yorker—Fluid drive 
and Prestomatic transmission; 
front center bumper guard; back- 
up light; unde x 
Available as optional equipment 
will be Fluid drive on Dodge Way- 
farer and Meadowbrook models; 
Fluid drive and Gyromatic trans- 
mission on Dodge Coronets; Fluid 
drive and Tip-Toe Shift transmis- 
sion on DeSoto Deluxes, and Fluid 
drive and Prestomatic transmission 
on Chrysler Royals. 

* * . 
ADVERTISED delivered prices 
and amounts of increases on 
the Chrysler Corp. cars follow: 

PLYMOUTH—Deluxe—4-dr. sed. 
(118-in. w.b.), $1,567, up $112.50; 
club cpe., (118-in. w.b.), $1,534.25; 
up $110.25; bus. cpe. (111-in. w.b.), 
$1,385.75, up $25; Special Deluxe 
(118-in. w.b.)—4-dr. sedan., $1,649, 
up $104.75; club cpe., $1,617.50, up 
$99.50; conv., $1,997, up $125. 
DODGE—Wayfarer (115-in. w.b.) 
—bus. cpe., $1,631.50, up $25; Mea- 
dowbrook (123%-in. w.b.) —4-dr. 
sed., $1,868.25, up $130.25; Coronet 
(123%-in. w.b.)—4-dr. sed., $1,947.25, 
up $139.50; town sed., $2,031.25, up 
$129.25; club cpe., $1,933.50, up 
$139.50; conv., $2,348.50, up $139.50. 
DeSOTO—Deluxe—4-dr. sed., $2,- 
006.25, up $161.25; club cpe., $1,- 
995.75, up $161.25; Custom—4-dr. 
sed., $2,193.75, up $282.75; club cpe., 
$2,175.75, up $282.25; conv., $2,598, 
up $282.25. 


CHRYSLER—Royal (Six)—4-dr. 
sed., $2,158.75, up $178.50; club cpe., 
$2,138.75, up $180.50; Windsor (Six) 
—4-dr. sed., $2,363.50, up $318.50; 
club cpe., $2,332.50, up $308.50; 
conv., $2,766, up $326.75; Saratoga 
(Eight)—4-dr. sed., $2,640, up $318.- 
75; club cpe., $2,613.75, up $319; 
New Yorker (Eight)—4-dr. sed., 
$2,760.75, up $314.50; club cpe., $2,- 
734.50, up $314.75; conv., $3,240.75, 
up $390.50. 

Two-door sedans have been drop- 
ped from the Chrysler lines except 
for the smaller-wheelbase models 
to be introduced later this spring 
in the Plymouth Deluxe and Dodge 
Wayfarer series. 





Streetside, Suicide 





PEMBERTON CADILLAC IN TOLEDO—This dealership is at Jefferson Ave. and I5th St., 
Toledo. At left is former two-story building, soennely modernized. Corrugated facia in 


off-white color is background for Pemberton-Cadi 


ac name in maroon translucent plastic 


Big Truck Setup 
Opened by I-H 
At Fort Worth 


FORT WORTH, Tex.—Formal 
opening of a new International 
truck sales and service headquar- 
ters at 520 E. Lancaster Ave. (U.S. 
80) here has been announced by 
B. M. Kaiser, manager of the south- 
west moter truck region for Inter- 
national Harvester Co. 

E. H. Watkins, manager of the 
Dallas motor truck district under 
which the Fort Worth branch oper- 
ates, claimed that the new setup is 
Fort Worth’s “largest, most com- 
plete motor truck service station.” 
It is situated on over three acres of 
land. The building contains 19,000 
square feet of sales and service 
space. 

The service station, with 20 truck 
stalls and a unit rebuilding room, is 
provided with special equipment for 
quick servicing of all makes of 
trucks. 


The parts section will maintain a 
$75,000 stock of International truck 
parts and accessories. Special con- 
veniences are provided for truck 
drivers. Facilities for mechanics in- 
clude locker room and showers. 
Fred W. Swan is branch manager 
at the new location. 


Tucker 


(Continued from Page 2) 
immigration bond for Secondo 
Campini, Italian jet propulsion spe- 
cialist employed by Tucker; a $200 
travel expense advance to James 
K. Collidge, assistant treasurer of 
the firm; $1,000 postage meter pay- 
ment, three payroll entries totaling 
more than $19,000 and freight 
charges of $8,562. 

* = a7 

Q== among those issued 

subpoenas for early appear- 
ances were R. N. Parsons jr., son- 
in-law of Tucker and advertising 
and publicity manager of the com- 
pany; Ellis Travers, Chicago head 
of the Roy S. Durstine advertising 
agency, and James E. Tripp of 
Russell, Tripp and Neuwerth, Inc., 
which handled public relations for 
Tucker Corp. for a time. 

Parsons resigned as a director 
and Travers is one of 12 mem- 
bers of the board elected during 
a wholesale reshuffling just prior 
to the grand jury investigation, 
when nine directors resigned. 

In addition to Travers, new ad- 
ditions to the board, most of them 
dealers and distributors, include: 

Dwight Hollander, John Mans- 
field and A. J. Barry, all of Chi- 
cago; Andrew Admison, Charles- 
ton, W. Va.; A. J. Michels, St. 
Louis; Dan Ehlenz, St. Paul; J. 
Frank Azzarello, Cleveland; Ed- 
ward A. Numrich, Cincinnati; 
Frank Taylor, Los Angeles; Robert 
E. Northcutt, Kansas City, Mo., 
and James Hornberger, Pittsburgh. 

Two directors retained on the 
board were Fred Rockelman, exec- 
utive vice-president, who is being 
supported by some dealers and 
stockholders for the presidency, 
and Alfred N. Anderson, of Chi- 

| cago. 

+ + + 
RBrORTS persisted that one of 
the first actions of the board 
| will be the dropping of Tucker as 
president. A dealer source said that 
Mitchell Dulian, sales manager and 
former director, and Blair McPhail, 


lettering and porcelain enameled Cadillac coat-of-arms. Free-standing Cadillac name is| assistant sales manager, are also 


directly above the main show window visible to all downtown traffic on one-way Jefferson. 
At right, note large doors completely glazed and clerestory lighting for service area. Coun- 
sel on the interior design and gm scheme was given by H. Creston Doner, director 


of design of Libbey-Owens-Ford Glass 





TOPSIDE PREVIEW—The new Pemberton-Cadillac building at Jefferson Ave. and I5th St., 


Toledo, with roof 
has a waiti loun 
have plate glass a 
E. Pemberton 
in 1944 when It succeeded the former Davis- 


off, would look something like this view of the model. The display room 
with club atmosphere. S$; 


pacious 


scheduled to lose their posts. 

A dealer member of the board, 
who asked that he not be identi- 
fied, said that “Tucker doesn’t 
know it yet, but the first thing 
the new board did was to decide 
to let him go. The board decided 
on this at a meeting in a down- 
town hotel after the regular 


meeting when the new board was 


elected.” 

According to one of the new 
dealer-directors, Tucker sprung an 
unprecedented proposal at the plant 
in endeavoring to retain control of 
the board. This source stated that 
he sought written resignations to 
be accepted by him if and when 
he deemed such acceptance advis- 
able. The director added that all 
of the board members, except two 
who are friendly to Tucker, turned 
thumbs down on the idea. 

The present plan of the new 
board, it was reported, is to bring 


service area is also shown. Offices| about Tucker’s dismissal as presi- 
glass partitions to borrow light from the visual front. Thomas 
Is president and general wie dy 2 began business at 1215 Madison Ave. 


dent early this week. 
Justus Chancellor, attorney and 





TRUCK SECTION 


spokesman for Rockelman, revealed 
that the latter received notice of 
the directors’ meeting too late to 
attend it. 
* om * 

Was informed of the reported- 

ly contemplated action by the 
board, Tucker called it both er- 
roneous and unfair, adding that 
“I'm going to stay in there fight- 
ing.” 

If the action by the new board 
on deposing Tucker and the other 
officials is taken before Thursday 
(March 3), the day when the deal- 
er-stockholder case seeking reor- 
ganization under the bankruptcy 
act is scheduled to begin, it would 
be interpreted as possibly deflating 
that trial, since the board would 
by then be able to report that the 
reorganization had been made a 
fact. 

In a press release Wednesday, 
Tucker expressed optimism be- 
cause of the loyalty shown by his 
top men. Contrary to reports that 
the new board of directors had 
fired his top executives, Tucker 
said that his top men, though 
they had voluntarily resigned 
from the board to make room 
for more representation by deal- 
ers, distributors and stockhold- 
ers, had been asked to remain in 
their executive positions. 

Tucker said he had no intention 
of replacing M. W. Dulian, sales 
manager; Blair MacPhail, assistant 
to Dulian; Eddie Offutt, chief en- 
gineer, nor Dan Leabu, secretary- 
treasurer. 

The statement was backed up by 
Dulian, who said the top execu- 
tives had no intention of leaving 
the company. 





ADVERTISEMENT 





AUTOMOBILE FREIGHT CAR UNLOAD- 
ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car in five minutes. Pulley and 
shaft, $15.65 postpaid. Send check or 
money order. 


D. C. CAUFIELD COMPANY 


1008 Corbin Ave., New Britain, Conn. 


‘ue CHROME 


es DIE CAST 


NAME PLATES 





DEALERS: 


The Modern Advertising Plate 


With Customer Eye Appeal 
Write for Descriptive Brochure 


Fama 717 tae 


2409 15TH ST., ais 11, COLO. 








\\ \ 
him 3 hours’ privacy a month to read TRUE.” 


26% of TRUE readers take three hours 
off per month to read each issue. That’s 
because it brings them scoops, adven- 
ture, sports and the good life in the 
MAN’S world. And that’s why. TRUE 
is America’s largest-selling man’s mag- 
azine. ‘ 

Send for copy of TRUE, Dept.N4 67 W, 44, N.Y. 
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Closes to Clear Decks .. . 





Willys to Gear Output 
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ET LET 


To Buyer Market 


(Continued from Page 1) 


to stop shipments, apparently until 
further notice. 
* * * 

RTHUR J. WIELAND, execu- 
‘3% tive vice-president, said this 
week’s closing would involve sev- 
eral departments “to balance in- 
yentories” as the result of declin- 
ing sales. 


Wieland said: “Extremely se- 


\ vere weather conditions in the 


west have resulted in unbalanced 
deliveries.” 

Another Willys’ spokesman re- 
ported that when production is re- 
sumed it will still include all mod- 
els in the company’s line. 

+ + * 


— COMPANY declined figures 


on the extent of the total drop 


in its sales or on the size of its 
field stocks. 


However, a spokesman admitted 
that the Western states, where 





ANTHONY 


snows have been the heaviest, are 
among the best states for Willys | 
sales, “taking about 20 percent of 
our production.” 

Willys’ officials said Thursday 
they had not determined which 
of the company’s plant depart- 
ments would be closed this week. 
But they indicated that some re- 
alignment of production sched- 
ules was under study with an eye 
to reducing costs. 

According to factory sources, 
plans for Willys to bring out a 
standard passenger car “are still | 
in the same stage.” 

Dealers in Detroit said they were 
under the impression that such 
car plans have been abandoned. 

Willys production of all type ve- 
hicles in 1949 totaled 17,699 through 
last week, according to AUTOMOTIVE 
News tabulations. At the same 





point last year, Willys had built 
24,628 vehicles. 





\UMeiUy THIS SIMPLE 


TRUCK 


AND UNLOADER 
Has Only One Cylinder 
and One Valve 


With 


CUTS 
DELIVERY 
COSTS 
50° 


“Lift Gates" on your trucks you will 
make more deliveries daily. Keeps trucks 
on the move, reduces trucking costs, adds 
to trucking profits. Time killing work and 
lifting is avoided. Personnel accidents and 
merchandise damage claims are cut to a 
minimum. There are more 
use than all others. Simplicity of design is 
one reason... 
Extra features*—perfected by six years of 
field experience—are more 
most of 


LOADER 





“Lift Gates" in 
ruggedness is another. 


reasons why 


the truck loaders you see are 


Anthony “Lift Gates." Write for literature 
and prices. 


“ANTHONY ‘Lift Gate’’ Features: 


VAP Foetal 
Binnie 
EE OM) 


*One control raises, 
lowers stops or holds [1] 
“GATE” at any height. [be lowered accidentally. 


ANTHONY CO., De 


Ae , » Ma 
*“LIFT GATE” rests on | *Loads from all sides at 
ground. No protrusions fall levels with ‘‘Quick 
to prevent easy loading. | Detachable’ Ramp. 





‘é 


Ss 


& 


on-sloping—Gives 
**Level-lift’’to avoid 
loads rolling or toppling 


ower “Point of Lever- 

** gives more power 

. h less working 
parts. 


t. 928, Streator, Ill. 


| the automotive industry. 





THANKS FROM A YANK—Appreciation of 
Oldsmobile's nationwide Valiant program wai 


expressed recently in oe to S. E. Skinne 
(left), general manager of Oldsmobile, by 
Harold Russell, handiess World War II vet- 
eran and featured actor in the prize-winning 
motion picture, ‘The Best Years of Our 
Lives." Oldsmobile has extended preferential 


delivery of new cars to more than 29,000 
handicapped servicemen. 


New-Car Sales 
Hit Monthly Peak 
In Cleveland 


CLEVELAND. — New -car sales 
reached a new monthly top in 
Cleveland when 930 vehicles were 


sold in January, according to a 


Federal Reserve bank report. 


That’s 9 percent above the Jan- 
uary weekly average and 7 percent 
ahead of the February, 1948, aver- 
age. 

Used-car sales, however, slipped 
to 1,296, which is an estimated 6 
percent below the January average, 
but 2 percent above February last 
year. 

New-truck sales totaled 126, 22 
percent above the January average. 
Used-truck sales in January fell to 


80, 22 percent under the January 


average. 


Insurance Group 


Appoints Three 


KANSAS CITY.—Three new vice- 
presidents have been elected to the 
management of the Universal Un- 
derwriters, according to J. J. Lynn, 
president of Lynn 
Underwriting Co. 

D. D. Funk, 
manager of the 
Norfolk (Va.) of- 
fice of the com- 
pany, has been 
named to head 
the eastern sales 
division. Funk has 
been with the 
company 25 years. 

R. T. Cannon 

D. D. Funk has been named 
vice-president in charge of field pro- 
motion, and E. M, Lynn as vice- 
president and divisional supervisor 
of field representatives in 11 states. 


The increase in the executive staff 
of the company has been necessi- 








E. M, Lynn 


R. T. Cannon 


tated by a postwar expansion pro- 
gram that has resulted in a 300 per- 
cent increase in premium writings 
since 1945, according to Lynn. The 
company writes fire, windstorm and 
allied insurance for properties in 


Tradein Bonus 
Hull-Dobbs Ad Offers 
High Allowance 


LOUISVILLE.—-Hull-Dobbs, Inc. 
(Ford) here is promising “the 
world’s highest allowance” on 


tradeins for new 1949 models. 

In a three-column ad which ap- 
peared in Louisville newspapers, 
the dealership said: 

“Don’t give your used car away 
in order to get delivery of a new 
one. 

“Turn your old car in now for 
the world’s highest allowance on 
that new 1949 Ford in your future.” 








6, 1949 





Gasoline Price Hike 

Laid to Freight Rate 
MILWAUKEE, Wis.—A _ spokes- 

man for oil companies operating in 


this area explained the increase of 
two cents a gallon in the price of 


sa : 53 
gasoline, refined oil, fuel oil and 
naphtha, by saying that this was 
necessary because of freight rate 
advances made recently. 


To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 





International truck dealers can make extra profits 
again on each truck equipped with Stateweld 
“Monogram” Grille Guards, because they’re priced right. 


Customers demand these rugged Guards for 
Beauty « Utility * Durability 


Models KB-5, 6, 7, 8 are one piece with built-in 
bracing. All models are of welded steel construction 
with a handsome baked on 
finish and become an integral 
part of the truck after quick 
and simple installation. 













International Truck Dealers 
are invited to address 
all inquiries to 


1200 East Bay Ave. 
New York 59, N. Y. 


6750 S. Stony Island Ave. 
Chicago 49, Ill. — 


Quantity 


PRODUCTION 


oi 
IRON CASTINGS 


ONE OF THE NATION'S 


GREY 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


y 
ay 
A 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 
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(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 


You CALLED ME 2 


54 ate __TRUCK SECTION 


The Other Side of the Picture 


I S'Pose I'D BETTER CALL IN 
MY SECRETARY AND HAVE HER 
MAKE SOME NOTES FOR ME 


I'LL vst DictaTe 'EM TO 
HER--- SAVE ME A LotTTA TIME 



























AW FOR HEAVENS SAKE-- TERE HINT WO Good) | 
POINTS -- CALL TH’ PILESIDENT OF THE 
CAR DEALENMS ASS0C/ATION AND 

TELL Wil I HADPDPA GO ? 
70 CH/NA JO SCE CHIANG --- . 
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TONIGAY 1 HAVE To MAWe A SPEECH 
Jo TH’ ADro DEALER'S ASSOCIATION ~: 
GOTTA FELLA FM ALL YHE COOL 
Poirs Of “BEGULATION W"- 

SwOVLD gE EASY 






Za 2% OW NES, TAKE SOME 
NOTES FOR ME~ WOW LETS 
SEE — GENTLEMEN - I WANT 


TO SPEAK To YOU ABOUT TH 4000 
GEGLLATION 
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- ‘By Fred Kempf 





(Continued from Page 36) 


Even a double bottom can wheel 
into this service station and wheel 
out without uncoupling. If the serv- 
ice floor isn’t as crowded as it was 
when I went out to see the place a 
couple of weeks ago—and three full 
weeks before they were going to 
have their formal opening — their 
truck opening, I mean. They will 
formally be introduced to the De- 
troit public on “D” day, the date for 
the showing of the new Dodge pas- 
senger cars. But the truck show, 
which is figured to be quite exclu- 
sive, is set for about the second 
week in March. 

But it didn’t take an opening—or 
an introduction—for this place to 


basis. Ten days before I went out 
to “bug-eye” the joint, they had 
enough equipment in the shop and 
enough good truck men on the floor 
so that owners and other dealers 
began to send jobs over to them. 
* * + 

HAT OTHER “wham dinger” I 

spoke of—the Snyder-Lynch deal 
in L.A.—won’t be ready to take its 
public bow until about the middle 
of March either. There’s quite a 
story on this full block of truck fa- 
cilities and its production-line wreck 
repair and used-vehicle condition- 
ing. 

We know that these jobs are in- 
teresting to read about—and that 





in the country could possibly oper- 
ate one of the Goliaths. By far the 
greater percentage of the truck 
deals have to work hard to sell 100 
jobs or less a year. 

But in some of these big opera- 
tions they have to come up with 
new ideas and shortcuts that may 
be applicable to smaller operations. 
And they have the manpower and 
facilities to give these new wrinkles 
a good workout. 

. + 7 
N THE December issue of the 
GMC Truck News, 745 dealers 

were given honor-roll recognition 
for building, or having under con- 
struction, new buildings with which 
to meet the new competitive condi- 
tions which face all truck dealers 
from now on out. In addition to 
those who have or will build new, 
some 584 dealers have added mate- 
rially to their truck facilities. 

This is a magnificent response to 


you service facilities to take care of 
twice as many trucks today as you 
had in 1940?” 

In all parts of the country it be- 
gins to look as if the dealers who 
are going to command the truck 
business in their area are the ones 
who are providing the room and 
manpower to properly service the 
trucks owned in their immediate 
service area. Like the Walter Davi- 
son deal I talked about at the start 
of this column, it appears that if a 
dealer will provide the proper facili- 
ties and manpower he can take over 
the entire service and maintenance 
of many fleets who formerly ran 
their own garages, as well as great- 
ly influencing the sale to the one- 
two buyer who in the past has felt 
that his truck had no home after 
the dealer kissed him out with his 
new vehicle. 

* * * 

EALERS who are starting to 

worry about a little competition 





in the truck business should craw] 
into bed with a truck tire dealer 
one of these days. According to a 
recent story in the Wall Street 
Journal, a national survey of truck 
tire selling conditions points up 
that a discount of three tens and a 
five are not obsolete cases by any 
means. 


This indicates that volume truck 
tire dealers, who have let them- 
selves be sucked into a discount 
battle, are now doing business for 
less than 6 percent gross. As one 
Pittsburgh tire dealer told a Wall 
Street Journal correspondent, “It 
seems that a few tire dealers in 
this town just don’t want to stay in 
business, They have cut their prices 
so low that I don’t see how they can 
pay their operating expenses. Some 
of the deals that are being made 
are fantastic.” 


Trucks can get in the same clas- 


sification — if sufficient dealers go 





get on a 100 percent absorption Johnny Johnson’s query of, “Have 


] 10 
only shout nde nt of the dealers around to the operators offering 


discounts in order to get interest in 
a purchase. It is bad enough when 
only one or two dealers in a city do 
it—they can demoralize the market 
for a short time, but if the other 
dealers hold firm and only do busi- 
ness on a businesslike basis, the im- 
pression will soon get around to the 
operators that either something is 
the matter with the truck that is 
being cut or that the dealer is hard 
up for money and on his way out. 
Few operators wish to do business 
with a dealer in either condition. 
* 7 7 


A™ DEALER naive enough to 
think he can offer a cut price 
or long discount to one buyer with- 
out the rest of the fraternity find- 
ing out about it quick, is just too 
gullible to be in the business. Buy- 
ers habitually use the discount or 
cut of one dealer to hammer an- 
other dealer down lower. And once 
the vicious circle is started, there 
seems to be no end. Soon the dealer 
finds himself selling discounts in- 
stead of transportation. 

If he offers good economical and 
efficient service, however, he offers 
a “home” to his customer that is 
not only appreciated but which 
binds the customer to him closer 
than price ever will. For it is the 
daily cost of operating a truck, mul- 
tiplied by the months and years, 
that make a truck a good or poor 
value in the eyes of most operators. 
Any dealer can afford to let his 
competition have the cut price deals. 
Either lack of profit or the factory 
will take care of his operation 
shortly. 

I firmly believe that most of the 
volume factory sales managers are 
going to try to discourage “wheel 
‘em and deal ’em” tactics in the 
,|truck business from now on. Most 
of them have only to look back to 
1940 and ’41 to see what it did to 
practically every line in cities and 
towns from coast to coast. Hardly 
a factory missed having “orphan” 
cities because they allowed a dealer 
or dealers to “football” the truck 
line for volume sale just because 
trucks also counted on the volume 
rebate from the factory. 

Trucks represent far too great a 
Proportion of the business of the 
Big Three—and truck service repre- 
sents approximately 40 percent of 
their dealers’ total volume. All 
three of these factories cherish the 
parts business that accrues from 
good service operation and the fa- 
|| cilities their vehicles’ owners are 
provided with when a dealer makes 
a high percentage of his absorption 
from truck customer labor and parts. 


PUT Sez 


HYDRAULIC DUMP BODIES FOR SERVICE 


‘operators know they withstand rough treatment’’ 
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DeSoto Ready for Display 


Deluxe and Custom Lines Point Up Roominess, 
Longer Wheelbase, More Power 


(Continued from Page 12) 


Sear Cheorolet Loans 


School Dual-Drive Car 


Geary Chevrolet Co., Danville, N. 
Y., has encouraged high school 
student driver training by loaning 
a dual control car to the Danville 
central school for that purpose. 

Charles W. Geary is owner of the 
dealership. 


TRUCK SECTION 


thicker, softer rubber. DeSoto uses 
a sprayed sound-deadening material 
on the wheel side of the front fen- 
der shields, the trunk side of the 
rear wheel house and to the upper 
Side of the body floor panel. 

An increase in space in the trunk 
is obtained by a bumper jack 
mounting behind the spare tire. 





Erdman Files Name 


A business name has been filed 
in the Erie county clerk’s office 
for Springville Motor Sales, Spring- 
xe 





ville, N. 
man jr. 


by Frank J. Erd- | 








< through use of plastic lenses with 
superior optical properties and the 
incorporation of geometrically-cor- 
rect prismatic ribs, DeSoto says. 

Reduced spark plug electrode wear 
and suppression of interference to 
FM radio and television are assert- 
edly made possible by the incorpo- 
ration of a 10,000-ohm suppressor 
with a low-resistance soft carbon 
tip which acts as the center con- 
ducting brush in the distributor 
cap. This feature will permit the 
use of a larger initial spark plug 
gap, resulting in improved idling, 













semen, has also been made pos- 
sible. 


A STUDY | 


> * * 


| SMOOTHER RIDE with a min- 

imum of side sway is claimed 
| by adoption of “sea-leg” shock ab- 
| sorbers at the rear of the car. In 
| this type of mounting the shock ab- 
| sorbers are inclined toward the cen- 
| ter of the chassis in the manner of 
| the legs of the letter “A.” 


® le | The higher position of the shock 
Now Availab 





OL ae Le 


MORE PROTECTION 
when you tartall 





| absorbers gives increased road 
| clearance at the rear wheels, gives 
| greater protection to them from fly- 


O/UR-OCF crir Saad 





@ A new 4-color, 28-page book just 
released by the Courier-Express tells 
the story of a great market... one 
which has a larger population than 
any of 16 states, greater retail sales 
than any one of 17 states. Contains 
current and comparative pre-war 
data on: Population ... Retail Sales 
. Wholesale Sales ... Retail Out- 
lets... Farms... Housing... Business 
Activity ... Income ... Employment 
.-Payrolls... Bank Deposits... Bank 

Debits. 

Write for your copy. 


REACH BUFFALO'S BUYING POWER 
thru the 


Ballet Spree 


Buffalo's Only 
Morning and Sunday Newspaper 


Representatives: 
OSBORN, SCOLARO, MEEKER & CO. 
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TUB AND SHOWER 
IN EVERY ROOM 
LOCATED 


MOST CONVENIENTLY 


HOTEL oerroir 


CADILLAC SQUARE 
ONE BLOCK EAST OF WOODWARD 


Telephone 


C. G. PARKER A 
Oodward 2-5900 


Manager Ww 






BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...foiks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 










4 


‘tach year Bemis de- 
‘ermines the grading 
of burlap from Indian 
we mills. Bemis- ao 
"g is wecopted 'b 
Moducers and men 
¢ as the standard 
bintey quality. 


BEMIS 


Detroit « Chicago « St. Louis 
Cleveland « indianapolis 
and other principal _ cities. 





ing stones on gravel roads and has 
permitted the elimination of the 
|stone shield previously required, 
DeSoto says. 

| Kase of steering and a mini- 
| mum of transmitted road shock 
| are also featured in a new center- 
steering system. The new steering 
| system also incorporates a higher 
| ratio between steering wheel and 
| the front wheels, 


| Improved visibility of instruments 
| at night is obtained through the use 





FOR THE LADIES—A convenience supplied 
on custom models of the new DeSoto is a 


vanity case, complete with mirror, lighter 
and ash receptacle. Interior trim and uphol- 
stery are described as ‘luxurious." 


| of “black light” illumination. This 
type of illumination is also used to 
light the radio and clock dials. 

Better lighting of the front pas- 
senger compartment is provided by 
concealed source map-lights, located 
under the instrument panel at each 
door. 





NCREASE in the effective light 
output of the stoplight, tail light 
and parking lights is obtained 


Downpayment 
Eases Apr. 1 
On ’38 Models 


WASHINGTON.—Beginning Apr. 
1, all 1938 model automobiles will be 
removed from the “Guidebook Ap- 
praisal Reference” requirement of 
Regulation W, it was announced by 
the Federal Reserve Board. 

This means that on and after 
Apr. 1, dealers may sell 1938 and 
older models for a downpayment of 
one-third the bona fide cash price 
regardless of their appraisal book 
value. This has been true of 1937 
and older models. 
| The FRB also announced that it 
is planning to put used 1949 model 
|cars under the “Guidebook Ap- 
praisal Reference” requirements of 
Regulation W when “all designated 
Guidebooks list the 1949 automo- 
biles” and when the required pub- 
lication of the board’s action has 
been published in the Federal Reg- 
ister. 
| Until this requirement becomes 
| effective, dealers may continue to 
sell used 1949 models as they have 
|4n the past on the basis of a down- 
|} payment of one-third of the bona 
| fide cash price. 








| One Tag for New York 


BUFFALO. — Automobiles will 
carry a new single license plate 
in New York state in 1950. The 
new plate will replace the metal 
tag currently affixed to rear plates. 
There will be no front license plate 
in 1950. This was the word County 
Clerk Steven Pankow brought from 
a conference of county clerks in 
Albany. 
























DeSoto says. 

A new neoprene jacket ignition 
cable is of waterproof design and 
resists higher temperatures than 
the former braid and lacquer 
cables, DeSoto states. 


Greater generator output is pro- 
vided during initial car operation 
by the use of a by-metal hinge on 
the current regulator. This addi- 
tional output aids in the correction 
of low battery condition when cars 
are driven only a short distance in 
the wintertime with high current 
demands from accessories. 

+ * + 


PERATION of the starter is 

made easier by a new combina- 
tion ignition and starter switch. The 
starter switch is operated by turn- 
ing the ignition key slightly beyond 
the “ignition on” position. The key 
automatically returns to the “igni- 
tion on” position when released. 
The starter button has been elimi- 
nated. 

Greater protection from theft is 
provided by armoring the ignition 
cable from the ignition switch to 
the engine compartment. 


Immediate reading of the fuel 
gauge when the ignition switch is 
turned is made possible by a new 
magnetic-type gauge. A new tank 
gauge unit incorporates an “O” ring 
seal which gives even greater pro- 
tection from leakage, DeSoto claims. 
This unit replaces a flat gasket. 

Quieter speedometer operation 
is reported by the addition of 
bronze bushings and a larger lu- 
bricant wick capacity. Quieter 
windshield wiper operation is said 
to result from use of new syn- 
thetic rubber bushings at points 
of linkage. 

New straight projector air-tone 
horns are said to be less affected by 
snow and low temperature than the 
right-angle projector horns used on 
previous DeSotos. 

The newly-designed underhood 
fresh air heater is available in three 





NO CROWDING—DeSoto emphasizes that 
its new cars provide plenty of passenger 
room in both front and rear seats. A fixed- 
position toe rest helps make rear-seat riders 
more comfortable no matter how the front 
seat is adjusted. 


different models. Heater controls 
are mounted on a control panel in- 
stalled at the center of and below 
the instrument panel. 

* * + 


D® SOTO SAYS its car keys have 

been redesigned in a stronger 
lightweight aluminum to resist 
breakage in locks. Mechanical 
changes in the hinge cover with im- 
proved drainage of the lock mech- 
anism will avoid many lock difficul- 
ties in cold weather, it adds. 

The hood latch offers a new de- 
sign of hood counter-balance which 
assists the downward movement of 
the hood at the lower part of its 
travel. 

Body mountings are made of a 


. because STUR-DEE engineering has been directed 


to ee single purpose of providing the most in common 
sense protection. That's why the STUR-DEE 


World's Most Widely Used Grill Guard 
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The Most Profitable Accessory 
In FORD DEALER History 


It’s the safety light every ’49 Ford owner wants. The movable 
full sized Sealed-Beam light that not only tilts with the regular 
headlights, but turns in a half circle from 
right to left in advance of the front wheels. 
Eliminates blind spots, provides freedom 
from night driving fatigue. 


Simple and easy to install without drilling 
or cutting. Priced for quick sales and un- 
usual profits. List $19.95 inc. Fed. Tax. 


The TOLEDO MASTER Co. Inc. 
2501-09 Lagrange St. Toledo 8, Ohio 
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and easily replaced at minimum in- 
convenience and least cost, he states. 
+ * 

HE FRONT END features a 

new grille with larger rectangu- 

lar openings and a single heavy 
horizontal bar across the center. 
For appearance’s sake, and to re- 
tard oxidation, a chrome finish has 
been added over the stainless steel. 
Other features are the new front 
medallion and block letter name, 
the new “ridged” bumper for 
greater strength and the new round 
parking lights. 

The span between headlights has 
been increased 5% inches and the 
free height above the road has been 
increased 3% inches. This, plus the 
improved sealed-beam headlight 
units, results in better road illumi- 
nation for safer night driving, Col- 
bert says. 

Rear-end styling is said to offer 
more usable trunk compartment 
space. Useful space in the trunk 
is also increased by mounting the 
spare tire in a vertical position on 
the right with the bumper jack in 
a rattle-free rack behind the tire. 

Deck lid lock, stop lights and li- 
cense light have been combined in 
one chrome unit. An addition is the 
new back-up light with clear plastic 
lens which is furnished as special 
equipment. 

The license plate is recessed into 
the deck lid for better lighting and 
appearance, On Coronet and Mead- 
owbrook models a chrome license 
frame is provided as_ standard 
equipment, 

Tail lights have been relocated to 
a higher position on the fenders of 
the Coronet and Meadowbrook to 
provide better visibility to following 
cars. Turn indicators have been re- 
tained as special equipment. The 
“wrap-around” ends of the new rear 
bumper are partially recessed into 
the rear fenders. 

. * * 

[Eee REPORTS interior styl- 

ing reveals a restrained used of 
chrome to accent mahogany-toned, 
grain-finished instrument and door 
panels. Textile leather kickpads are 
carried around the base of the doors 
and seats. 

The instrument panel has been 
completely restyled. Easy-to-read 
gauges are centered in front of the 
driver and recessed to avoid light 
reflections. Panel lighting may be 
adjusted from bright to dim to suit 
the driver’s preference. 

Rotary switches replace the 
push-pull type formerly used and 
are grouped for easier access and 
neater appearance. Matched ac- 
cessories, including clock, radio 
and heating and ventilating con- 
trols, are designed to blend with 
the panel. 

The new steering wheel of 18-inch 
diameter is made of hard rubber 
with metallic enamel finish. A plas- 
tic center medallion complements 
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Wayfarer Due in Spring... 


Public Displays Start 
On New Dodges 


(Continued from Page 1) 


The notch-backed Coronet and, signed to provide more passenger 
Meadowbrook lines include three} room, President L. L, Colbert em- 
four-door, sedan models, club coupe,| phasizes, explaining that exterior 
convertible and, for the first time in| dimensions have been decreased 
many years, a Dodge station wagon.| to permit easier garaging, parking 
In the Wayfarer series will be a| and handling in traffic. The new 
fast-backed two-door sedan, busi-| models are lower in _ height, 
ness coupe and a new roadster. shorter in overall length and nar- 

7 * * 


rower in overall width in com- 
MPRESSION RATIO of the! parison with previous models, 
Dodge six-cylinder engine has 


In a departure from radical post- 
been stepped up from the previous|war styling trends, Dodge has 
6.7-to-1 to the new 7-to-1. Horse- 


sought to add function to body and 

power is now 103, compared to 102| fender lines and provide a new low 
formerly. Silhouette. Less overhang in both 
Fluid drive will be optional equip-| the front and rear results in better 
ment on all three new Dodge lines.| road clearance when entering or 
An innovation is the addition of | leaving driveways which have steep 
Gyro- Matic transmission as op- 


grades, the division claims, 
tional with Coronet models. Air- 


Massive sheet metal fender sec- 
foam seat cushions are now stand-|tions have been avoided, Colbert 
ard equipment on Coronets. 


says. Fender units are bolted on 
The new Dodge has been de- 


Wolits in Bvery 
ove You Make 


YOUR PRESENT CUSTOMERS OFFER 
A READY MARKET for Sheppard 
Diesels. Factories, farms, locker 
plants, saw mills and countless 
others are easy to sell with the 
Sheppard story of dependable, 
long life power at a fuel cost 
savings of at least 75%! 



















































new Dodge cars has 








absorbers front and rear give a 
smoother ride with a minimum of 
side sway, Dodge claims. Mounted 
at the rear of the car in “sea-leg” 
fashion, lateral as well as vertical 
motion is effectively controlled, 
and the conventional transverse 
strut is eliminated. Increased re- 
bound control has been provided 
in the front shock absorbers. 

Also reported is a change in the 
design of the rubber limit bumpers 
at the rear axle to provide gentler 
engagement. 

Low-pressure Super-Cushion tires 
are retained as standard equipment 
on all Dodge models. Tire sizes are 
6.70x15 on the Wayfarer; 7.10x15 on 
Coronet and Meadowbrook regular 
models; 8.20x15 on the eight-pas3en- 





























SENSATIONAL 












AIRCOOLED the instrument panel. ger sedan and 7.60x15 on the new 
POWER —- °° station wagon. 
HE LONGER wheelbase of the og Te 
UNIT Coronet and Meadowbrook re- 






ACABASED passenger comfort, 
improved windshield defrosting 
and more effective removal of win- 
dow fog are claimed from a newly 
designed fresh air heating and ven- 
tilating system, available in three 
different models. 

All air entering the system is 
drawn from the outside through an 


sults in better cradling of the pas- 
sengers between the axles and fm- 
proved riding qualities, Dodge states. 

Although smaller in overall width, 
length and height, more inside space 
is said to be provided. Front seats 
are six inches wider and rear seats 
nearly eight inches wider. The in- 





5.4 H.P. 1 cylinder 
(only 28 %” high) 







ADVANTAGES for your Customers 


@ 3 to 5 times longer engine life 




























© Full-diesel operation on any one of 15 fuels | Strument panel has been moved for- | intake located under the hood for- 
@ At least 75% deduction in power costs pony Danan ae eee — ward = oo a = 
. i ‘ mounted a cente 

roe : CYLINDER © Simplified fuel injection . . . electric starting | increased to 37 inches for both front | the ieatrumeontt panel. » een aaa 

Sheppard Diesel and rear-seat passengers. Windshield area of the Dod 
100 H.P. with ample ADVANTAGES for YOU! Front seat height is 15% inches! car has been increased ie paseune 
reserve for peak loads. @ High degree of interchangeability of parts and rear seat height 15% inches:| and with a larger rear window, 
. Adjustable front-seat springing per-| “blind spots” are minimized, the 

in most models i diti - ape ’ 

ad ; : mits additional spring units to be| division says. Quieter operating 
@ Delivered complete ... no accessories to stock easily installed by the dealer to suit | windshield wipers are said to 
@ Your regular mechanics can handle all service | individual needs, ~ clean a 44 percent greater area. 
@ Fast parts and service facilities .. . anywhere In moving forward, front seat} Vent wings have been added to 
@ Nationally known accessories are used ee a better vision | rear-door windows of four-door 
@ National advertising in Saturday Evening : sedans for better ventilation of 


Improved air-plane-type shock the rear-seat compartment. 

Increased light output of head- 
we | lights is made available by means 
of design changes in the sealed- 
beam unit, Dodge claims. Changes 
include incorporation of a “bull’s- 
eye” lens in the center of the sealed- 
beam lens to make more effective 
use of direct light rays from the 
bulb; a larger bulb of longer life, 





Post, Colliers, Popular Mechanics 






SHEPPARD DIESELS 
Hanover 5, Pa. 
Let’s have the details on the biggest dealer profit 
opportunity in a long time. 


NEW BOOKLET Neme and a shorter focal length of the 
describes 54 comgnens bulb filament which permits the use 
Diesel’ Powers Units Combany. of a new reflecting surface to en- 
and ting ie compass more light from the fila- 


ment. 

The effective light output of the 
stop light, tail lights and parking 
lights is also increased. 

* ” 7 
[jcCrcs CYCLE-BONDED hy- 
draulic brakes with dual cylin- 
ders in front wheels are said to 


. « » Outlines the mar- 
ket .. . shows actual 
jegentane. Coupon 
rings your copy. 
There's no obligation. 


AUTOMOTIVE © STATIONARY «© MARINE 


DIESEL’S THE POWER... Sheppards THE DIESEL 





We now bandle LIVING ROOM ON WHEELS—This view of 


the rear compartment of a new Dodge Coro- 
n 





net sedan shows increased headroom, le 
room and wider seats. The new vent wing 
the rear door supplies individual rear-seat 
ventilation. Greater all-around visibility is 
claimed. 








which replace Dodge's former Custom series. 
Dodge 123'/,-inch wheelbase, which encompasses both the Coronet and Meadowbrook series 
A two-door sedan, roadster and business coupe will be introduced by Dodge this spring when 
the 115-inch wheelbase Wayfarer line is announced. 





ANOTHER DOOGE CORONET MODEL—Here's the club coupe offered in the new Dodge 


Gyro-Matic transmission will be available as optional equipment only -on Coronets, 
No two-door sedan will be built on the new 





CONVENIENCE AND SPACIOUSNESS—The completely restyled instrument panel of the 


been moved forward four inches to provide more legroom in the 
enlarged front compartment. Easy-to-read guages are centered in front of the driver and 
recessed to avoid light reflection. Rotary switches replace the former push-pull type and 
are grouped for easier access and neater appearance. 


require up to one-third less pedal 
pressure to operate. Bonding of 
brake linings and elimination of 
rivets and rivet holes increases the 
effective brake lining area and does 
away with dirt-retaining pockets 
which have a tendency to score the 
drums, the division says. 


All doors of the new cars open 
to an angle of almost 90 percent. 
Rear doors are hinged from the 
center post so that ‘they tend to 
swing closed with the car in mo- 
tion. Door locks are of new 
“freeze-proof” design. 


Faster acceleration, greater effi- 
ciency and better performance are 
claimed for the engine because of 
the use of a new design cylinder 
head with the higher 7-to-1 com- 
pression ratio. Other engineering 
improvements include an improved 
carburetor and a new intake mani- 
fold, camshaft and fuel pump. 


* * * 


(CRE-BAND operation of starter 
is made possible by a new com- 
bination ignition and starter switch. 
The starter switch is operated by 
turning the ignition key slightly be- 
yond the “ignition on” position. 


Further protection against wet- 
weather difficulties is given by a 
new splash-proof distributor. Re- 
duced spark plug electrode wear 
and elimination of interference to 
FM radio and television is effected 
by the incorporation of a 10,000 ohm 
suppressor in the distributor cap. 


A greater generator output (40 
ampere) is provided during initial 
car operation by the use of a bi- 
metal hinge on the current regu- 
lator. 

Smoother clutch action is sought 
with a new heavier over-center 
spring and a new low friction link- 
age at spring connection. 

The new Gyro-Matic transmission, 
available as extra equipment in the 
Dodge Coronet, works as follows: 

The driver starts with gearshift 
lever in the usual “high” position 
and presses down on the accelera- 
tor. When suffitient forward speed 
is attained, the accelerator is re- 
leased and Gyro-Matic shifts auto- 
matically into “high.” 

For extra power in passing, the 
accelerator is pressed to the floor to 
shift automatically into a lower 
“sprint-away” gear. When safely 
past, the release of the accelerator 
acts through Gyro-Matic to auto- 
matically shift back into “high.” 
There is also a “low range” gear 
for steep grades and hard pulling, 
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Car, Truck Output Estimates 








By Automotive News 


PASSENGER CARS 


(U0. 8S. PRODUCTION ONLY) 


Week Week Feb., Jan. 1 dan. 1 
Ended Same Ended 1949 to to 
Feb. 26 Week Feb. 19 to Feb. 28, Feb. 26, 
1949 1948 1949* Date 1948* 1949* 
CHRYSLER .......... 13,568 19,699 10,590 38,775 95,448 119,975 
© ccccevescces 1,843 2,914 1,416 5,045. 12,929 17,212 
Ed céntenedaea® 1,567 2,179 1,166 4,046 9,806 12,281 
a6 i or ec'be celeu% 2,809 5,704 2,796 10,958 28,637 33,400 
OUD occ ccmvcas 7,344 5,212 18,726 44,071 57,082 
SE ay6. 50004-00008 62 20,692 15,478 20,655 78,008 129,520 163,360 
Kea sasekecgne ed 4 16,224 18,061 16,254 61,157 103,080 129,023 
OED 5 oa ¥0 004 dues 1,045 120 1,030 3,939 1,999 7,668 
Re 3,423 2,297 3,371 12,912 24,441 26,669 
GENERAL MOTORS. 37,069 35,405 37,700 134,618 234,476 
BSS ER vceseces 6,478 6,442 6,996 25,908 46,239 58,274 
Cadillac bP ivaukeiawey ee 1,616 893 1,622 6,146 4,108 12,973 
Chevrolet ........... 17,897 17,856 17,750 61,887 124,253 93,288 
Oldsmobile .......... 4,855 4,645 5,027 18,508 30,781 
eee 6,223 5,569 6,305 22,169 48,242 31,256 
KAISER-FRAZER ... ......... 2,915 1,027 2,785 34,063 10,079 
SiG iS 6 KARA ue ntntees 1,118 363 998 12,356 3,936 
es sas, 0: doh thie anion 1,797 664 1,787 21,707 6,143 
DEE 6cscceccsses 411 625 4038 1,271 3,675 2,065 
SEE oh sves decces’ 3,303 2,860 2,688 11,902 19,068 29,850 
EY £ SON 65s v0.00 ive 3,130 2,775 3,001 11,670 20,010 25,053 
PACKARD ........... 2,914 2,087 2,878 10,972 8,750 19,975 
STUDEBAKER ....... 3,598 3,190 3,566 13,590 25,283 27,674 
PET: ove'ssaseve'es 298 755 786 2,229 6,568 5,547 
Total Carr, U.S. . 84,978 85,789 83,294 805,820 591,008 638,054 
+Station wagons and Jeepsters. * Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Feb., Jan, 1 dan. 1 
Ended Same Ended 1949 to to 
Feb. 26, Week Feb. 1 to Feb. 28, Feb. 26, 
1949 1948 1949* D 1948* 1949* 
CHEVROLET ......... 8,966 10,852 8,982 33,795 59,073 71,651 
itis wa urease o's 20 58 2 48 894 Bt 
DIAMOND T ......... 160 244 158 623 2,332 1,158 
SO 94 207 67 338 1,190 577 
ats 5.5 « «tu 6 0 sine « 3,523 3,588 3,783 14,280 26,807 32,170 
FEDERAL ........... 26 144 33 147 1,221 277 
Re ee 4,114 5,925 4,181 15,330 42,238 33,820 
a et6s cw etwe we ee 2, 1,643 2,015 8,028 12,238 16,744 
a Catidd shah Cees 2 aoe came Abeer a eee wads 
INTERNATIONAL 2,974 3,589 2,664 11,399 29,021 25,135 
re 156 283 1735 602 2,970 1,087 
ee 104 312 113 434 2,802 733 
STUDEBAKER ....... 1,621 1,600 1,782 6,385 12,681 12,973 
iba tks bhi oaks 201 224 191 665 2,585 1 
SS 682 2,604 1,639 5,571 18,060 12,152 
MISCELLANEOUS $11 196 411 1,466 2,213 2,846 
Total Trucks, U.S. 24,978 31,469 26,096 99,111 216,325 212,971 


Tm ond Canaan . 


109,956 117,258 109,390 404,931 


4,701 


807,328 851,025 


8,621 14,149 28,415 31,287 


..114,122 121,959 118,011 419,080 835,743 882,312 





*Re Miscellaneou: 
Drive, Sterling, Nash, ete. 


Patman Asks Reg. 


8 Glaize Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


W Data; 


NUCDA Looks i. Congress 


(Continued from Page 1) 


fight against Regulation W to Con-| credit control were canvassed fully, 


gress after it was indicated that| it was said. 


there was little hope of modifica- 
tion by the Federal Reserve Board. 

Carl Marker, NUCDA presi- 
dent, urged all used-car dealers 
to let their congressmen know 
how Regulation W has affected 
their business, which in turn has 
a bearing on the nation’s econ- 
omy. 

Previously, on Jan. 26, NUCDA 
had made a presentation to FRB, 
based on the result of a survey of 
members. 

NADA’s Public Affairs commit- 
tee, headed by Former President 
William L. Mallon, met here Tues- 





Reg. W Reeling? 

WASHINGTON.—Sources here 
reported Thursday that Chair- 
man McCabe, of the Federal 
Reserve Board, had called an 
all-day session of the entire 
board on the subject of Regula- 
tion 

The conference was held on 
Wednesday, it was reported, fol- 
lowing forceful arguments made 
on the bad effects of Regulation 
W. These sources were of the 
opinion that chances for modi- 
fication of the regulation had 
improved. 





day to go over dealer legislative 
matters generally, but gave the 
greater part of its meeting time 
to Regulation W. The results of 
the 20,000 postcard replies relating 
to the effect of the moot consumer 


ECISION was reached that more 

details would be needed for 
presentation to the Federal Re- 
serve Board and, possibly, Con- 
gress. Letters will go forward at 
once to state and local association 
managers asking for this supple- 
mental material, Mallon stated. 

For the present, at least, he 
added, NADA will continue to 
seek modification through the 
board of governors of the Fed- 
eral Reserve System. 

Such procedure, it is understood, 
meshes with the program of the 
House Small Business committee. 

In the initial meeting of the 
Patman group, it was learned, 
warnings were sounded by several 
members against rushing headlong 
into hearings without proper prep- 
aration. 

+ * + 
RSSTRAINT in that respect has 
been NADA’s policy to date, 
and Patman and Mallon are agreed 
upon the wisdom of the policy. 

During its session here, the 
NADA Public Affairs committee 
also reviewed tax, social secur- 
ity, wage-hour and other pro- 
posed labor legislation, Mallon 
said. All of these subjects, he 
added, are being given careful 
attention. 

A spokesman for the Patman 
group said that if the committee 
decides to go further into the sub- 
ject of Regulation W after hearing 
from the FRB, the staff doubtless 
will be directed to invite other 


Despite Losses at K-F, Willys, Hudson . . . 
Production Rises to 109,956 Units 


(Continued from Page 1) 


13,563 cars built in U.S. plants last 
week by Chrysler divisions com- 
pared with 10,590 the week before. 

At Plymouth’s Detroit plant 
both assembly lines were building 
cars at an average of about 1,300 
daily. That pace is expected to 
increase to nearly 1,500 daily this 
week. 

Present Plymouth plans are said 
to call for assembly of the first 
short wheelbase models about March 
15, followed by a suburban model 
in April and a two-door fastback 
sedan in May. 

* + * 
—. sources report that 
Plymouth is getting body sup- 
plies from Briggs Mfg. in sharply 
increasing quantity. 

Dodge production of its shorter 
wheelbase jobs is said to be 
planned on a schedule similar to 
Plymouth’s. These Dodge models 
include a three-passenger coupe, 
a two-door sedan and a roadster. 

At DeSoto, overtime schedules 
prevailed last week in an effort to 
rush cars to dealers for showing 
March. 5. However, most of the 
overtime involved repair of cars 
which failed to pass final inspection 
standards, 

At Chrysler division, the same sit- 
uation restricted car shipments. 
+ * * 

RODUCTION held steady at 

Ford Motor Co. last week, com- 
pared with the week before. Out- 
put of Ford cars was as planned, 
while Mercury and Lincoln assem- 
bly slightly exceeded planned totals. 

At General Motors, an unusually 
high postwar volume was sustained 
for the second week in a row. 

Hudson last week had to tem- 
—,. halt final assembly for 

time this year. Car 
paliding was suspended early 

Tuesday and resumed on a fingers- 

crossed basis Wednesday. 

Both union and Hudson officials 
reported that this time work stand- 
_ in body operations were at 

ue. 


UTPUT at Nash last week failed 
again to rise as expected. Al- 


retail trades affected by the credit 
curb to submit statements. 

Meanwhile, officials here were 
not excited over two identical bills 
—Nos. 1552 and 1564—directing the 
FRB not to require down payments 
exceeding 25 percent, or time pe- 
riods of less than 24 months, which 
have been referred to the House 
Banking and Currency committee. 
“Get excited when the House com- 
mittee puts in a bill,” said an 
NADA spokesman. 

* as * 


Dec. New-Car Financing 


Rises 4% Over Nov. 

WASHINGTON.—The volume of 
retail automobile financing for sales 
finance companies expanded further 
in December and outstanding bal- 
ances on this class of paper con- 
tinued to rise, the Federal Reserve 
System reported last week, A slight 
decline in the financing of other 
consumers’ goods was accompanied 
by a further reduction in the out- 
standing balances. 

Retail automotive financing was 4 
percent higher than in November. 
The largest gain registered for any 
class of paper was the 9 percent 
increase in new-car financing. Used 
car activity showed no change from 
the November level. 

Retail financing of other consum- 
ers’ goods was only fractionally 
below the November volume. 


Texas Authorizes Charters 


For 2 Automotive Firms 


The state of Texas has granted 
charters to the following automo- 
tive firms: 

Frenzel Motors, Inc., Victoria, 
Tex., is authorized with capital 
stock of $50,000. Incorporators are 
Odessa R. Frenzel, C. E. Frenzel 
and Joseph Alma Robins. 

Public Chevrolet Co., Groveton, 
Tex., has been authorized with capi- 
tal stock of $45,000. Incorporators 
are J. B. Edens, W. F. Edens and 
Jd. R. Holloman, 


though about 700 Nashes were built 
last Monday, steel shortages dropped 
Tuesday’s output to 576. Nash’s 

plant at El Segundo, Calif., is oper- 
ating at only 50 percent of capacity 
due to supply deficiencies. 

Packard output, meanwhile, 
goes steadily along at a postwar 
high, with February almost cer- 
tain to go down as the firm’s best 
production month in the postwar 
era, 


at a rate that should, if sustained, 
send first-quarter 1949 output above 
a record established by the com- 
pany in the last three months of 

1948, 

Starting this week, Willys will 
indefinitely suspend output opera- 
tions. 

Total U.S. car and truck output 
thus far this year, despite many 
model changes, is still more than 
40,000 units ahead of 1948 pace. 

Car production thus far in 1949 


Studebaker is currently producing | totals 638,054, compared with 591,003. 


ie 


- - Classified er, yr -- 


FOR RATES, ETC., 








Kindiy Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 
SERVICE DIRECTOR-MANAGER — Top- 
notch man, between 35 and 45, with a 
successful service-man: und, 
capable of handling an organization with 
annual $135,000 to $250,000 in service 
labor, wanted by well-established Dodge- 
Plymouth dealer in mid-western city of 
100,000. Immediate metropolitan area of 


rear family. 
participation plan for, the right man. 
Write full description of qualifications. 
Replies confidential. Box 2849, c/o Auto- 
motive News, Detroit 26. 

MEDIUM FORD DEALERSHIP, located in 
the Ozarks, needs lady unincumbered, 25 
to 40 years old, as office manager. Ford 
accounting and able to take dictation. 
Job carries responsibility, two others in 
office; best working conditions. Write 
details, enclosing small photo if possible. 
Reply x 2868, c/o Automotive News, 


Detroit 26. 
TRUCK 
REPRESENTATIVES 
WANTED 


Men experienced in medium truck re- 
tailing or wholesaling, or truck equip- 
ment sales, wanted by combination car 
and truck manufacturer for dealer con- 


tact work. Excellent future with popu- 
lar truck line. Apply by letter giving 


preliminary details regarding expe- 
rience, age, education, etc. Our repre- 
sentatives know of this ad. 
BOX 2878, 
AUTOMOTIVE NEWS 
DETROIT 26 





MANAGER — AUTOMOBILE AGENCY. 
Will employ manager for automobile 
dealership, one of big three, located in 
city of ten thousand in best farming and 
industrial section of South Georgia. Box 


2864, c/o Automotive News, Detroit 26. 


SALESMEN, calling on new and used deal- 


ers, etc. Sell tow bars and fire extin- 
guishers—sideline. Prices right. Tow 
Bar Sales Co., 100 8, Clinton 8t., Chi- 
cago 6, Illinois. 

SALESMEN—Now calling on car dealers, 
to sell well known custom-made auto 
seat covers. All states open. High com- 
mission. State qualifications, references, 
Artrich, 56-01 Queens Bivd., Woodside, 
New York. 

SERVICE MANAGER for eastern dealer- 
ship. Must be qualified to take complete 
charge of shop. Salary and commission. 
State age, present position, past expe- 
rience. Box 2869, c/o Automotive News, 


Detroit 26, 
WANTED 
Parts Manager 


With ability to earn up to $10,000 
annually, Capable of taking charge 


department with a volume of over 

$200,000 in 1948. Present modern- 

ization and expansion program will 
increase volume to $250, 

000 in 1949. Must be top-notch 

experienced parts manager, capable 

of taking complete charge of per- 
sonnel and direc 

sively. 

portunity for right man. Give full 

details in own handwriting. Our 
employees know of this ad. Write 

Box 2877, c/o Automotive News, 

Detroit 26. 

ASSISTANT NEW AND USED CAR MAN- 
AGER—Chrysler-Plymouth dealership. 30 
years auto dealer same location. Most 
progressive town West Florida. Prefer 
southern man, 30 to 40 years. Must be 
energetic, sober, neat-appearing and have 
good disposition. Apply own handwrit- 
ing, state firms where employed past 10 
years, forward recent photo. Salary and 
commission commensurate with ability. 
No limit to earning capacity and ad- 
vancement for right man. Son Motor 
Company, Pensacola, Florida, 


SEE NEXT PAGE 


HELP WANTED 
CED TOP-NOTCH SALESMEN 


car ona. five truck 
Attractive proposition aan the 
right party. 


Only qualified persons need 
apply. Box 2854, eo Automotive News, 
Detroit 26. 





CAPABLE A M 
tive part in operation 
garage in delightful south 
seven thousand. Climate 
altitude 4,300 feet. 
nity to buy interest. Owner 
retire. George Ackerman, Deming, N. M. 


SERVICE MANAGER — Experienced Ford 
man to assume ful 
city dealership located in th 
Catskills. Splendid o) 
fied man. Replies dential. 
c/o Automotive News, Detroit 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our ape wee Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
vance. 









AVAILABLE—RETAIL SALES MANAGER 
with twenty years’ experience in one of 


the pry outlets of oo priced cars. 
ve equipped me 


Sales and management 
to handle the public and fous with sales- 


Automotive News, Detroit 26. 


CONS ADMINI! 
17 years proven performance with Na- 
tional Deg. cans a wants to make connec- 
tion ith aggressive bank, local or re- 
gone’ finance company. Experience in- 
cludes administration, sales and operation 
functions covering auto, home moderniza- 
tion, and small loan business. Would not 
object to moderate amount of traveling. 
Past record reveals ability to increase 
business at high yields with, low expenses 
and losses. Can supply good references. 
Would ee locating in Great Lakes re- 
gion, but will consider = ey 
elsewhere. If interested, Box 2866, 
c/o Automotive News, Detrott. 26. 





habits, excellent reference, ap- 
proval and maximum operating results 
assured. Financially able to buy part 
interest. Replies will be kept confidential. 
Box 2830, c/o Automotive News, De- 
troit 26. 

BUSINESS MANAGER—Experienced with 
auto retail, dealer and wholesale manage- 
ment, accounting, tax, service, parts and 
automobile merchandising. 20 years’ ex- 
perience automotive and a account- 
ing. Two years college: three dependents. 
Midwest location preferred. Box 2818, 
c/o Automotive News, Detroit 26. 


cnssninsnahasensinbanastiteneansshametteieociaiaenstenaiennadaeausiiiechsems 

OFFICE MANAGER—General Motors expe- 
rience, 25 years accounting, 15 years pub- 
lie accounting, including auditing auto- 
mobile agencies, middle-aged. married, 
college graduate with Master’s Degree. 
a — c/o Automotive News, De- 
To! 


CAN YOU USE THIS MAN?—Age 28, mar- 
ried, college graduate, two years "public 
accounting experience. 4% years National 
Finance Company (3% as branch man- 
ager). Looking for permanent connection 
with factory or dealer. Location not im- 
portant but prefer W. Texas, New Mex- 
ico, Arizona or 8. California. Available 
April 1. P, H. Bradley, Box 1767, Mid- 
land, Texas. 

ACCOUNTANT, thoroughly experienced in 
business management as well as office 
management, taxes and financial reports. 
Nine years with Ford dealers. Available 
March ist. Box 2870, c/o Automotive 
News, Detroit 26. 

SALES MANAGER, eighteen years’ expe- 
rience, merchandising new and used cars 
and trucks. Can take over entire opera- 
tion. Familiar with factory, dealer pro- 
cedure. Have operated profitably when 
trend was to buyer’s market. Available 
after March 15th. Box 2871, c/o Auto- 
motive News, Detroit 26. 


AUTOMOBILE ACCOUNTANT, OFFICE 
MANAGER, experienced, desires posi- 
tion with well established new car 
agency. Familiar with GM, Chrysler, or 
Ford systems. Available at once to ac- 
cept position with the right firm in any 
state. Can furnish references. Contact 
John Roche, 1836 Rundle’St., Lansing, 
Mich. 

ACCOUNTANT-OFFICE MANAGE R— 
Thoroughly familiar with General Motors 


system. 44 years of age. Best refer- 
ences. Now employed by Oldsmobile, 
GMC dealer. Desire to change location. 


South or west. 


Prefer midwest, Box 
Detroit 26. 


2880, c/o Automotive News, 





58 = 


DISTRIBUTORSHIP AVAILABLE 


NEW CAR 


DISTRIBUTORSHIPS 
AND DEALERSHIPS 
AVAILABLE 


For Further Information 
WRITE 
Box 2883, 
c/o Automotive News, 
Detroit 26. 
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5 BUSINESS WANTED 

WA TO '—Auto parts ness, 

in the Southwest or on the West Coast. 
Box 2876, c/o Automotive News, De- 
troit 26, 


DEALERSHIP FOR SALE 


LONG ESTABLISHED POPULAR car and 
truck agency for sale. A bargain. Upper 
New York state. New building, imme- 
diate possession. One of Big Three. Box 
2884, c/o Automotive News, Detroit 26. 


en aD 

LARGE DEALERSHIP FOR SALE to re- 
sponsible parties, acceptable to General 
Motors factory. Net profit last year, over 
$150,000. Box 2885, c/o Automotive 
News, Detroit 26. 


ATTRACTIVE PERMANENT PARTNER- 
SHIP Florida dealership available. Well 
established profitable dealership, good 
franchise, plenty of territory Southern 
Florida, growing city of 50,000. Largest, 
best equipped garage in town. Service 
business $170,000 during 1948, total gross 
profit in dealership $132,000 in 1948. 
Qualified partner must be experienced in 
automotive selling and servicing and in- 
vest $30,000 for one-half interest in deal- 
ership and should have investment back 
in dividends in two years’ time. Salary 
$800 a month—car furnished. Six weeks 
annual paid vacation. Replies confiden- 
tial. Box 2852, c/o Automotive News, 
Detroit 26. 


ee ee 
EW HUDSON AGENCY in city of 300,000 

“a Southern California. Turned $1,700,- 
000 in 1948. $180,000 in January, 1949. 
Owner retiring from active business. 
Lease arranged to suit. No bonus wanted; 
take over inventory, if buyer suitable to 
Hudson Motor Car Co. Have been estab- 
lished eleven years as Hudson dealer. 
Must act at once. Reply to L. Schmidt, 
1801 Tamerlane, Glendale, Calif. 


“BIG THREE” DEALERSHIP in small 
southern town with good trade area. 
Gross sales over million dollars last year. 
Will sell with or without real estate. 

Reply Box 2881, c/o Automotive News, 

Detroit 26. 





nr 
AUTO SALES AGENCY — Sales $25,000 
month; Western Pennsylvania city; main 
highway. Fast selling, low-priced car. 
new attractive fireproof building, 10,000 
square feet, nice show and salesrooms, 
fully equipped shop. Price reasonable. 
Apple Company, Brokers, Cleveland, O. 
rte SD 


FLORIDA DEALERSHIP, 200-car contract 
South Florida dealership, product of one 
of the ‘“‘Big Three,’’ in fastest growing 
town in South Florida. Summer popula- 
tion 25,000, winter 75,000; net profit for 
last nine months over $40,000 plus large 
salary for owners. [Illness forces this 
sale, Only requirement—purchase parts 
stock, equipment and some improvements. 
Must qualify with factory. Box 2872, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, now handling one of ‘Big 
Three’ line of cars and trucks in West- 
ern Colorado town, with good equipment, 
good location and in a very promising ofl 
field. Reason for selling is poor health. 
Box 2873, c/o Automotive News, De- 
troit 26. 


ONE OF CENTRAL PENNSYLVANIA'S 
old established car and truck dealerships, 
located in an industrial and farming com- 
munity. Modern building can be pur- 
chased or leased. Selling due to illness. 
$30,000 will handle, plus qualifying with 
the factory. For details write Box 2874, 

c/o Automotive News, Detroit 26. 


NEW CAR AND TRUCK DEALERSHIP 
in Northern Pennsylvania town. Fran- 
chise calls for almost 200 units per year. 
Town of 50,000. Popular, fast selling 
line of cars and trucks. 
$25,000 per year. Can 
better by expanding; territory very lucra- 
tive, two counties to draw from, $35,000 
takes everything. Will pay for itself in 
18 months, based on past experience. 
Other business interests reason for sell- 
ing. Write Box 2875, c/o Automotive 
News, Detroit 26. 


OPPORTUNITY OF LIFETIME—Operation 
located in the East (now handling Ford). 
doing in excess of 1% million dollar 
volume per year. Will earn purchase 
price in first six months operation. Wi!) 
lease modern facilities. Must be able to 
qualify with factory. Box 2865, c/o Auto- 
motive News, Detroit 26. 


AUTOMOBILE AGENCY FOR SALE—WiII) 
sell long established and profitable auto- 
mobile dealership, one of big three, loca- 
ted in city of ten thousand in best farm- 
ing and industrial section of South 

Box 2863, c/o Automotive News, 
Detroit 26. 


A CAR DEALERSHIP—Penna., one of 


priced cars. Beautiful new building on 
Main St. in ‘‘Automobile Row.’’ Large 
turnover in used cars, netting over $3,000 
per month in that department. Will sell 
building and equipment at actual cost. 
Cash required, $100,000. Box 2857, c/o 
Automotive News, Detroit 26. 


DEALERSHIP, NOW HANDLING Kaiser- 
Frazer, Willys and Reo. In rich south- 
ern Mo. farming and cattle territory of 





25,000. Fully equipped repair and body 
1948 sales, $250, 
sell at inventory. Box 2853, ¢/o 
Automotive News, t 


260 CAR CONTRACT in Los Angeles, now 
peeennd, ne , Can take over attentive 
lease. service business. No 


Box 2860, c/o Automo- 
it 26, 








NEW CAR-TRUCK DEALERSHIP—Estab- 


TRUCK SALES—GARAGB. Sales $20,000 


AUTO BODY BUSINESS—Fender and body 


Arndt-Palmer Laboratories 


FULL LINE FIRESTONE STORE—County | Phones: 2-8936 


PONTIAC from franchise dealers at $250 


1949 CADILLAC WANTED—Must be new. | Troy D. Lee, Prop. John Corrigan, Auctioneer 





WANTED—1948 and 1949 cars. Phone or 
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USED CARS FOR SALE 


WHOLESALE 


1940 TO 1948 CARS 


Largest stock of sharp, clean cars 


CLASSIFIED WANT AD DEPARTMENT 






in Philadelphia at REAL wholesaic 





prices. 







Courtesy car available for your use 
when in Philadelphia. 


SHORE BROS. 


4225 CHESTNUT ST. 4200 N. BROAD Sr. 
Baring 2-6600 Davenport 4-1600 


| 
| 
' 
} 
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USED CARS FOR SALE 








DEALERSHIP FOR SALE _USED CARS FOR SALE © 












lished 26 years same location. Suburb 
of large Southeastern city. Priced to sell 
at $50,000 plus new car and truck inven- 
tory at time of sale. Long lease on bidg. 
and lot or will sell same. This business 
never offered for sale before. Buyer must 
qualify with factory. Owner retiring due 
to health. No brokers. Box 2867, c/o 
Automotive News, Detroit 26. 







LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 






Indianapolis 
DEALER AUTO AUCTION Philadelphia's Oldest and Most Dependable 


New and Used Car Dealer. 








In the Heart of Auto Row 
1129 N. MERIDIAN ST. 


Every Wednesday — | 2:30 


Indianapolis’ Oldest 









Ask for Wholesale Manager 


























month; same owner 25 years. Western 
N. Y. city 60,000. Franchise fast selling 
truck, Modern building, 100x100, equipped 
for all types repairs-service, sales room, 











AUCTION 
































































complete stock, — supplies, ws A MANHEIM AUTO SALES 

nine, very profitable, retiring. Apple te i 

Company, Brokers, Cleveland, Ohio. & AUCTION, INC ee eee (Aste Desters Cnty) 
GARAGE SPECIALISTS—LOOK!! Excel- 7 ‘ “A Sale Run by Business Men in a W 

lent building and location, specializing Phone 202-W4 Busi Way" EVERY EDNESDAY 

wheel, axle and frame straightening, | — inntenamemeee —— wees Wey c 

aligning. Most completely equipped light é JOHN CORRIGAN 

and heavy equipment any garage Eastern DUTCH STUART, Auctioneer Auctioneer 

Sauteas foeun Gentes oven’ iee-tmine erent GEO. CASSIDY 

usiness from dealers over -mile area. ° * x 

Do complete automotive service. Unex-|| |! Remember . . . Every Wednesday | Charlie Stuart Auto Auction Manager 

celled net income monthly constantly. At 12 O'Clock 1129 N. Meridian St 

Kansas best business city. Full informa |! Detroit's Bia Indoor Aut aac aan Sale Starts at 12:00 Noon 

ansas siness city. - 

tion on request. Box 2882, c/o Automo- erroirt s ig mn utTo INDIANAPOLIS, IND. 

tive News, Detroit 26. Auction Riley 3585 CHICAGO AUTOMOTIVE 
~~ me - suena and a DEALERS ONLY AUCTION, INC. 

mpany. jusiness a ‘arrensburg, Mo. 7843 So. Exchange Ave. Chicago, Ili. 
SR” Room for 150 Cars... Inside Heated os 9 a as 
BUSINESS OPPORTUNITY ( Sales Arena) Chicago Is the Place to Buy Your Cars 




















AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 
EVERY FRIDAY I! A.M. 
Our buyers come to buy and our consign- 
ers bring their cars to sell. 1948 sales per- 
centage was about 63%, or 107 cars each 
Friday actually sold. 
Strictly Wholesale 
Dealers Buy — Dealers Sell 
Bu coming in by plane or train— 
call—we will m you. Hotel accom- 
modations available, transportation 
furnished. Call early for reservations. 
Transports available to move cars. 
GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 
Phone 4111-405! DYER, IND. 
Res.: Lansing, Ill. 730 and 
Lansing, Ill. 107R 





Right in the Heart of Downtown Detroit 
COL. BILL NAGY, Auctioneer 
SAM GOODMAN, Manager 


Aptco Auto Auction 


124 SPROAT ST. DETROIT, MICH. 
TE. 3-0244 - - - TE. 3-3129 


frame straightening, 
wheel balancing, 
straightening, wrecks rebuilt, wrecked 
cars bought, repaired and resold. Occu- 
pies modern building 40x200 feet on state 
highway. Employs 7 to 9 men. About 
$18,000 equipment goes with business. 
In 1948 did $75,500 business showing 
$12,175 net after $3,000 depreciation 
allowance. Illness forces sale. Only 
$25,000. Terms. Airmail inquiries to 
A. C, Golden, Owners Agent, P. O. Box 
3401, Orlando, Florida. 


THE TIME IS HERE! 


Auto dealers are now back in used 
cor reconditioning. Our company 
manufactures the only complete pro- 
gram of this nature in the United 
States. We have a wonderful proposi- 
tion to offer in your state to a man 
who is financially responsible to be- 
come our distributor. 


See display ad in Feb. 14th 


repairs, painting, 
wheel alignment, 









USED CARS 
--- Wholesale - -- 


ALL MAKES - - - ALL MODELS 
"40s to ‘49s — LARGE SELECTION 


GOLDHAR-ZIMNER, INC. 


Chrysler-Plymouth 
18500 LIVERNOIS 
DETROIT 21, MICHIGAN 
Phone: UNiversity 4-2800 
(Ask for S. Morris, Manager) 





























TOWN & COUNTRY CONVERTIBLE 
COUPE, fully equipped, like new, only 
6,000 miles. Super cushion white side- 
wall tires. Priced to sell—$3,400. Ray 
Morries, 239 Main St., Klamath Falls, 
Oregon. 


Cadillac, Chrysler, DeSoto 
and Dodge Dealers!!! 
SEDAMBULANCE 


“STANDARD SEDAN— 
AMBULANCE CONVERSION" 


Is the Answer to Your 7-Passenger Problem. 









































































KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 


















issue of Automotive News. poh oy “s er % cow bene ——————— ln Cont ° 
. . . u jospitals, a a . ti: 
Write or Wire direct to Funera Directors and Veterans ead Sore. S ALE—!I 949-'48-'47—S ALE : 7 EVERY THURSD — 1963 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 

915 N. Wlinois St. Phone Lincoln 5383 


Seen eee 
BUSES FOR SALE 


NEW AND USED SCHOOL BUSES—Below 
dealer cost. 2—1948 Chevrolet, 48 pas- 
senger Superior body. 1—1947 Chevrolet. 
48 passenger Hicks body. USED—1939 
G.M.C., 60 passenger, Superior body; 1941 
G.M.C. 60 passenger, Superior body; 1941 
Chevrolet, 48 passenger, Wayne 
1942 Ford, 48 passenger, Wayne body: 
1946 Chevrolet. 48 passenger. Superior 

Park Chevrolet Co., Ebensburg, 

Pa.; Phone 233. 


FOR SALE—3 New Chevrolet school buses. 
42 passenger. Van Hoy Motor Co., Pitts- 
burg. Kansas. 

TRUCKS FOR SALE 

GMC—1948—1-TON package unit, 


ice Groups in every State. 
Contact: N. E. LINN, General Manager 


SEDAMBULANCE DIVISION 
F. H. McClintock Company 


LANSING, MICH. 






Ford-Chevrolet-Plymouth 


ne -$1,300 

75—1947 FORDS ............. % 

75—1948 PLYMOUTHS ... 

75—1947 PLYMOUTHS .... 

75—1947 CHEVROLETS 

2 Doors—4 Doors—5 Pass. Coupes 
Executive cars of such companies as 
R.C.A., Koppers, Washington Steel, 
estvaco, etc, 


HAROLD B. ROBINSON 


Plymouth-DeSoto Dealer 
1255 E. CHELTEN AVENUE 
Phone Tennessee 9-4700 
(Ask for Fleet Manager) 
PHILADELPHIA 38, PA. 


17730 Dora St. 
MELVINDALE, MICH. 

























seat town 18,000. Eastern Oklahoma. 4-0513 
New stock and fixtures, Good lease, Ap- 
proximately $20,000 will handle. Have 
auto agency and cotton business. Can't 
operate all. H. A. Morton, 2811 Okla- 


homa Ave., Muskogee, Okla. 
NEW CARS WANTED 































WHEELING, ILL. 


25 Miles North of Chicago on Route 45, 
Milwaukee Ave. . . . Phone Wheeling 348 
DEALERS AUTO AUCTION 
Every Friday . . . 12 Noon 
500-Car Parking Area 



















above invoice cost. No infringement, We 
transport. Mohrman Pontiac Co., Dell 
Rapids, So. Dak, 


















or wire price. Anderson Auto, 
Peoria, Il. 








Model 









NEW CARS FOR SALE ° e 
Business maxes, | CADILLAC—“61" — Fordor 1949. Brand Philadelphia's WE WHOLESALE E-F 242, 10.100 miles, used by us as 
new beautiful two-tone green. Complete- All Makes and Models—’'36s to ‘49s Te an poy — a a. 









ly equipped and white-walls. Box 2886, 
c/o Automotive News, Detroit 26. 


USED CARS WANTED 





price $2,500. Bendall Pontiac, Alexan- 
dria, Va., OVerlook 1600, 


—— = 
1946 and 1947 FULL VANS 


All in Excellent Condition 


FOR SALE 


Chevrolets—Fords—GMCs—Reos—Whites 
Also Ford and Reo Walkins 
These Trucks All Have Low Mileage 
. . » No Reasonable Offer Refused .. . 


DEALER AUCTION 
EVERY TUESDAY ... 11 A.M. 


* 
Harry D. Gilbert 
Automobile Auctioneers 
6600 N. Broad St. Phila., Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES wane ON REQUEST 


Tel. Livingstone 8-3000 





Phone or Wire. 


SUSK MOTOR COMPANY 


6647 S. WESTERN AVE. CHICAGO 36, ILL. 






















wire Anderson Auto, Peoria, Ill. 












WANTED 
50—Taxicabs or Drive-Yourself Cars—50 
or New or Clean Used Cars 
Chevrolet, Ford, Dodge or Plymouth 
Must Be Cheap 
Phone 987 . . . NEOSHO, MO. 
Phone, Wire or Write 
GEORGE SITLER, Manager 
BURTRUM MOTOR CO. 







WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 


"Philadelphia's Largest Used Car Dealer'’ 
4539 CHESTNUT ST. PHILADELPHIA, PA. 
Wire or Phone ALlegheny 4-4450 















USED CARS FOR SALE 























AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


Wire or Phone 


R. S. ROBIE, INC. 


ATTENTION: MR. KEHOE 
120 POTTER ST. CAMBRIDGE, MASS. 
EL 4-3120 


AUTO AUCTION 


DEALERS ONLY 











(For Dealers Only) 
EVERY MONDAY... 12 NOON 














Sale Starts at 12 Noon (C.S.T.) 
PARTS WANTED 


EVERY THURSDAY 
CHARLIE THALE'S QUINCY AUTO AUCTION | WANTED NEW OR USED right rear door 


e _ (For Dealers Only) for model MD-21, 1937 Dodge panel 
In Continuous Operation Since |947 truck. Dunham Motors Corporation, Box 

Held Svery Friday at Broadwa Meter Mert 55A, Charleston, 8. Car. ; 
roadway—Tel. 3200-0 ney, ll. <ceaeen eenteataneeerenenastimeneiat inte ataisiiinemmmtin e 
_— — COMPLETE FRONT END for 1941 DeSoto 


(II]. Rt. No. 104 at 32nd St.) 4 door. Erhart’s Garage, Kalida, Ohio. 
Roy Thompson and Joe Russell, Auctioneers TWO NEW FRONT FENDERS — 19:0 
(Goodwil! Offer: "'Free Buy-Back Fees on 70 series Buick. Part Nos, 1312648 and 


‘49 Models) 1312649, Wire collect. Minton Chevrolet, 
Inc., Stollings Road, Logan, W. Va, 





EX-TAXIS .. . 1946-47 


CHEVROLET - PLYMOUTH 
PACKARD SEDANS 
UANTITY OF 4 TO 100 
EXCEPTIONALLY GOOD CONDITION 


R. A. AGENCY 


4733 CHESTNUT STREET 
SHerwood 7-1700 PHILA. 30, PA. 







Weekly Prices Mailed on Request 


MANEY MOTOR CO. 


MURFREESBORO, TENN. 
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OVER 100 





AUTOMOTIVE NEWS, FEBRUARY 


TRUCK EQUIPMENT FOR SALE 


CABS FOR SALE at wholesale. 1947-48 
GMC, Chevrolet trucks. Franklinton 
Pontiac Company, Franklinton, La., 
Phone 11 or 16. 


FOR SALE—FORD F-8, 3-ton truck, 2- 
speed, rear axle complete with brakes 


PARTS FOR SALE 


MARGOLIS 
AUTO SALES 


PARTS FOR SALE 


1947 


PONTIAC 


and drums. Was purchased to replace an 

- GRILLE F-7 Ford rear axle and owner bought an 

CHRYSLER - PLYMOUTH eat an = ato a 
8! c ‘ is is jo cos 

e ASSEMBLIES as we new have no use for it and want 


to get rid of it. H. R. Sivers Ford Serv- 
ice, Inc., Fulton, N. Y. 


SHOP EQUIPMENT WANTED 


WANTED — 20 USED UPRIGHT Berloy 
parts bin complete with dividers and 
Size 3x1x7. Quote us a 


One of the Largest Chrysler Parts 506957 
Dealers in the Midwest General Trode $37.40 
e Ready for Immediate Delivery 
WE CARRY A LARGE STOCK OF 


s shelvings. 


FENDERS, GRILLES, DOORS, PANELS price. Turnipseed Motor Co., Inc., Ocala, 
Cinahi eear | WHAT PONTIAC PARTS ee ao a 
2 DO YOU NEED? IMMEDIATE DELIVERY—New steel parts 


bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches. Parker vises, tool boxes, 


Send Us Your Order 


We Ship Anywhere Prompt, 


Thousands of items in stock. 
courteous attention to any size shipment. 


7 We want your Business—We can Help you. Black & Decker electric tools and grind- 

11310 JOS. CAMPAU ers, Lyon tool toters, tool stands, paint 
DETROIT 12 * storage cabinets, drawer files and hun- 
— of a items too —_ to 

. mention. ‘e ship everywhere. rite for 

= T H Oo M S P Oo N T l A Cc ‘‘In Stock’’ bulletins and tell us what 


TWinbrook 2-7500 







items in particular you require. All re- 
quests cheerfully acknowledged. We stock 
what you sell. Machinery and Equipment 
Exchange, 3400 W. Fort St., Detroit 16, 
Mich. Telephone TAshmoo 5-2310. 


St. Lovis 8, Mo. 
ROsedale 4800 


“THOMS HAS THE PARTS" 


5225 Delmar 





RD PARTS shipped anywhere. Call, 
write, phone, Tranter-Williams Motors, 
Inc., 4016 Allston ee Cincinnati 9, 
Ohio. Melrose 7275- 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 





D1 24 BEAN WHEEL ALIGNER, comp. 
with attachments. Like new, $595. 
Anker Commercial Stoker, 150 Ib., bin 
fed, 9-ft. screw, used two seasons; $285. 
Milwaukee Fender hammer, air operated, 


. | WHOLESALE PONTIAC PARTS, 
stocks of hard-to-get parts, body 
fender parts for all models. Fast service, 
liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 


like new, $65. Poole Motor Co., 
Main St., Jacksonville, Ill, 


FOR SALE: SHOP EQUIPMENT—One new 
unused KN.800 Sunnen crankshaft grinder 
complete with stones and power attach- 
ment. Cost §$750—will sell $550. F.O.B. 
Boonville, N. Y. Gleasman Parkside 
Supply. 


COMPLETE BATTERY and electric shop 
equipment, including grease equipment; 
lathe, undercutter, growler, etc. Call 
Pontiac 25132 for information. Reverse 


331 N. 





Wholesalers: We Are Quantity 
Shippers ... Same Day Service 
On Mail Orders and Inquiries 


All Shipments on C.O.D. Basis 





ERA sco charges. Pontiac Minit-Man Car Wash, 
ROBERTSON BUICK co Lis L of UNTS 42 W. Lawrence St., Pontiac, Mich. 
Ee Hoods Core Supports 
“EDGE OF THE LOOP’ Grilles Hydramatic Parts einen aac 
1000 $. Wabash Pho: hone WABash 1030 Hub Caps Shock Absorbers PLASTICATED “G.X.’’ COVER CLOTHS— 
CHICAGO 5, Fenders Distributors Waterproof, lightweight, resistant to oil, 
Gas Tanks Carburetors paint, 1,001 usesd. About 8x8 ft. Use for 
Trunk Lids Steering Wheels shipping, machinery, misc. storage, auto, 
Fuel Pumps Clutch Parts furniture cover. Painter's drop cloth. 
CAB, STUDEBAKER TRUCK, M-15-15A, A Ground cloth. Cycle, boat, motor and 
new, in original crate. A good stock of And Many Other Items truck cover. Frost, rain and clothing 
Studebaker fenders. C. C. Brigham, Orders Filled Same Day Received protector. Pup tent. Hunting, fishing, 


camping and picnic shelter. Sunshade, 


SELMI MOTORS, INC. farm use, work under autos. Send $1.25 

check or money order and we'll ship one 
LARGEST OLDSMOBILE PARTS prepaid. $2.50 for 9x15 size. Discount 
| DEPOT IN EAST on quantities. Sax-On, Dept. 323, 3840 


Studebaker Sales, Bradford, Pa. 


FORD 


GENUINE PARTS 


Oey ae ore Tends Disa «=| FOR SALE—2 used front fenders for ‘40 


St., 
Prompt Service Ford. Lord Bros., Holcomb, N. Y. 


—Authorized Ford Parts Distributors— sccecmamsaiaiantyiiiiaastainisiiaieaes Dh ataeatatemasecisecetes 
TRUCK EQUIPMENT FOR SALE 7 


ONE HEAVY-DUTY front 
rack complete. For truck and passenger 


3431 N. gh ode ja, Pa. Fullerton Ave., Chicago 47, Ill. 


. Baldwin 9-0352 and 9 ENGINE REBUILDING — Crankshaft 

grinding and metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
Lynchburg, Virginia. 








USED CAR 


end alignment 


BOULEVARD MOTOR CORP. 





ee Dertoneed cars. -Bear No. 3840-830—$1,.616 when 
Jersey City, N. J. new. Used two months. Will sacrifice 
Delaware 3-3400 for $900. Robinson Motors, 216-218 W. 


Third St., Winona, Minn. 


Can You— 


Estimate used car selling prices? 


NO WINTER WEATHER WORRIES HERE 


Columbus’ Only Auto Auction 


DEALERS ONLY 
Every Friday at 12:30 P.M. 


Anderson Motors, Inc. 


Cor. Olentangy River Rd. and W. Goodale 


Figure conditioning costs? 
Determine the right allowance 
on used cars? 


economically? 


Advertise for the least cost— 
efficiently 


Select used car sales locations 


COLUMBUS, OHIO for best results? 


“THE HAPPY SWEDE" 


Organize a hard-hitting, result- 
getting sales force? 





sell? 





1946 - 1947 - 1948 
At Wholesale 


All cars ready for spring retaii trade. New Pontiac so sensational, 
must change plans and wholesale these fine low mileage cars. 
We guarantee this is the nicest inventory in Philadelphia. 


CALL - WRITE - WIRE 
RELIABLE MOTORS, INC. 


203 N. BROAD STREET PHILADELPHIA 7, PA. 


lf you are not 100% on these, 
you need our course in 
Used Car Merchandising 
$15.00... Full Price 


Mail check or money order to 


AUTO SALES & SERVICE 


303 W. Main 














LOCUST 4-1515 Puyallup, Washington 











IMMEDIATE DELIVERY 


Automatic BraKinGs 
Fultons - - - Tow Pilots 


* * Red Arrows * * 


CARRYING BAGS, SAFETY CHAINS, 
BRAKE KIT ATTACHMENTS 





EVERY THURSDAY — 12 NOON 


WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only 


AT EARL A. SCHOTTS 


2300 READING ROAD 


Volume Users—You Can Save 
Money on Quantity Deal 


Fire Extinguishers, New, Surplus, 
All Types .. . Save 40-60% 


Tow Bar Sales Company 


Direct Factory Distributors 


100 *, An ST. CHISASC AY ILL. 
2-0700 - AN 3-8888 - DO 3- 


CINCINNATI, OHIO 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 





Repair the used car fast and} 


| 
Analyze why some cars a 


28, 1949 





USED CARS - - - USED CARS 


Loads of ‘Em! Clean! Low Mileage! 
Your Pick of Used Cars From 
11 New-Car Dealers—Priced Right! 





ALSO GENUINE FACTORY-RECOMMENDED PARTS 
SHEET METAL - - - HARD-TO-GET ITEMS 
TOP DISCOUNTS TO DEALERS 





Write, Phone, Wire . . . NOW! 
Parts Orders Shipped Same Day Received 





12020 Jos. Campau, TWinbrook 38-5100 
13133 Jos. Campau, TW. 2-5300 


CONNELL CADILLAC 
12240 Jos. Campau, TW. 1-0600 
| 


COUSINS MOTOR Hudson 
DICK CONNELL Chevrolet 
EDMOND MOTOR oldsmobile 
GEORGE MOTOR §sstudebaker 


12101 Jos. Campau, TO. 8-1230 
12200 Jos. Campau, TW. 2-9290 


MARGOLIS AUTO Chrysler-Plymouth 11310 Jos. Campau, TW. 2-7500 
MOWBRAY-FINCH Fora 12401 Jos. Campau, TW. 38-1000 
T. A. GRISSOM Dodge-Plymouth 11500 Jos. Campau, TW. 2-6100 
WOODY PONTIAC 12140 Jos. Campau, TWinbrook 1-1600 





DEALERS 


HAMTRAMCK AUTOMOBILE issx' 


ON JOS. CAMPAU FROM CANIFF TO DAVISON .. . 
THE “MARVELOUS MILE" OF AUTOMOTIVE VALUES. 
DETROIT, MICHIGAN 











OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL 


TREVELLYAN OLDSMOBILE, INC. 
315 South Capitol Phone 2-1127 


LANSING 25, MICHIGAN 





HORSEHEADS, N ¥. DANVILLE, PA. 
EVERY FRI BAY EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 
- - - DEALERS ONLY - - - 


Horseheads, N. Y., is located adjacent Danville, Pa., is 75 miles 
to Elmira, N. Y., on three railroads and North of Harrisburg, 
airlines. Pa. 


FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside —_~ Pavilions with Modern Restaurants 
ONALD D. WEST, Owner 
Tox RICKARD, Auctioneer 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 IJ or Two Years $14 
tee leu | emi 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


' 
| 
Paid née ce wk de ueRGd bee ib 6s Nee d0s RA aOe LOS TE Oe KOSRARRENS 0408 Obs ReMaD RAN 
| i 
F ibodbihats ACU sie gal hee ii gs ata f 

i 
| oe eR Sake F08 OR Zo Gk ee UEC Lc deldaaes ! 
Bet BOOB is oss sks cnee sea sacs heats) 1040 ek ee Sent Mai veiweiive | 

j 
BOG ic Lae i ccidicis ccna 19S b OC cdi des bape atewee ees: DOK sinicke'tve'sdanaeand j 
| TRADE CONNECTION: | 
| Car Dealer [] Truck Dealer [] Manufacturer [_] t 
Jobber [] Insurance [] Financial [_] Supplier CT] 
Base scan ahi ka doinvedasdeeoead ape | 
i 2-28-49 | 
L 





eal heavy-duty 


al heavy-duty truck reputation! 


On construction 


f oil, you pick 8 he-man 
tcan take 4 pou 


e for the job. You pick @ 
a powerful engine, 


ord of performance that 
strength through 4 
ks like that at Interna- 


* You pick a” Interna- 
You find truc 


tional Harvester - -- 
er for 42 years, 


knows what tough trt 


pow 


straight years 


heavy-duty truck field 


ucks are heavy 
Intern 
cialized truc 
for your job. 


nternational tr 
$, International heavy- 


duty trucks have been America § first 
choice for heavy-duty work. Registration 
figures prove it. In trucks having gross Your nearest 


weight ratings ovet 16,000 pounds, Inter- or Branch will 
nationals are so far ahead of the pransportation 
the heavyweight crown carries 4 


. That's why ! 


For 17 straight year 


res on equ 


Diamond emblem. 
peas, tO answer any 


Right now, 


Branches can give you 


INTERNAT 


1ONAL HA 


‘ it ta 
kes POWER like this, too, to stay first! 


It takes m i 
any different kinds of p 
ower to sta 
y 


America’s fi 
: rst choice fe 
straight years e for heavy-dut 
7 


For exam 
le— 
ple— powerful advertising lik 
e this 


hard-hitti 
. ng stor . g 
times to readers —— will be told 9,000.00 

’ . O 


INTERN 
ATIONAL HARVESTE 
Rc 


jobs you neec 


weight champ 
ational heavy-duty trucks . - - SP& 
Other international Harvester products 
nd Machines 


ks, engineere 


3. Real heavy-duty truck engineering! 


On big logging jobs you need size. prute 
and power -- ° specialized by 


know your job in terms © 


power! 


1a truck 

k with etrength 

a : people who 
trucks. 


nd through. 
heavy-duty 


\ nternational 


a builder of truck 
a manufacturer who 


icks need. 


. Real heavy 
Housing is @ big job 
truck rough 


= of service from 
ks. The na 

- gervice OF- 
rnationals 

r the long 


gest exc 
setup 


tion’s lar 
ganization is 
: operating at 
s for heavy-duty jobs haul. 
ae 


d and powered 
Farmall Tractors @ 
Industrial ower. -- 
Melton and “Har 
day evenings 


Refrigeration 
Tunc in James pest of Stars” 


International Tr 
CBS. Wednes 


be glad to se" 


engineer tc 
sve you facts and 


{your specific 
questions you may 


Internatio! ‘ 
. G m soon. 


RVESTER COMPANY 


THE SATU 
RD 
AY EVENING POST. .Feb 
. .February 5 


Februar 
y 14 
That’s just one m corre 28 
ne right caer powerful tail ebruary 19 
7 years a champ? baieie laternation Si of the team 
? We're all Witian cx he Dealers 
n the 18th! ; 


OmMP 




















